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Sparks 


State of the Nation’s Economy: 
Up 

Freight Loapincs—Totaled 685,- 
016 cars during week ended March 
7, or 2.4 percent more than pre- 
ceding week. 

Stree. —Last week’s production 
was 2,294,000 tons against 2,262,000 
the previous week. Output a year 
ago was 2,098,000 tons. 

Srore Sates — U. 8. department 
store sales during week ended 
March 7 showed a gain of 8 per- 
cent over like period a year ago, 
according to the Federal Reserve 
Bank. 

Automotive OutputT—Totaled 160,- 
526 units last week against 156,221 
the previous week, an increase of 
4,305 units. Production in the like 
period of 1952 was 116,724 units. 

+ * * 


Down 


Business INp—Ex—Declined to 186.7 
during the week ended March 7 
from 188.5 the preceding week, ac- 
cording to the N. Y. Times index. 

Commopitiss — Wholesale com- 

modity prices in latest week stood 
at 90.5 against 101.1 on March 14, 
1952. 

Farm Propucts—Prices continued 
to fall for sixth consecutive month. 
February prices were 9.5 percent 
below monthly average for 1952. 

* * 


General 


Primary Market—Prices remained 
unchanged during the week ended 
March 10 at 109.9 percent of the 
1947-49 everage, according to the 
Bureau of Labor Statistics. The in- 
dex for all commodities, other than 
farm products and foods, declined 
0.1 percent, while prices for hides, 
oils and copper scrap increased. 


Top Cars 
New-car registrations for one 
month, plus 15 states for Febru- 
ary: 


1953 Pos. 
1—89,494 


Make 
Ford 
Chev. 


1952 Pos. 
47,A16— 3 
79,798— 1 


460,507 
For further details see page 
24, today’s issue. 





Week’s Output 
Of 160,526 Hits 
Two-Year High 


Overtime, Extra Shifts 
Added; Cars Account 
For Bulk of Increase 


By Bernie Thomas 
Associate Editor 
Goer supported by over- 

time and extra-shift operations, 
U. S. plants sent vehicle output up- 
ward again last week to a two-year 
high of 160,526 cars and trucks. 


Not since the week ended Dec. 
31, 1951, have makers been able 
to achieve such production 
volume, The past week’s output 
took on added significance when 
compared with the total of 116,- 
724 cars and trucks built in the 
like week of 1952. 


Most of last week’s stepped-up 
activity was concentrated in cars, 
of which 130,174 were built, as 
against 126,616 the week before. 
Truck output climbed slightly to 
30,352 units, as compared with 29,- 
605 the previous week. 

* * * 


5 pg past week’s production 
tempo appeared to assure the 
auto industry of a first-quarter pro- 
duction volume of approximately 
1,510,000 cars and 340,000 trucks— 
a total of 1,850,000 vehicles. 


During the first quarter of 1952, 

U. S. plants built 994,500 cars and 
318,000 trucks—a total of 1,312,- 
500 units, or 34 percent fewer 

cars and 6 percent fewer trucks 
than expected this quarter. 

The March production outlook is 
for 570,000 cars and 128,000 trucks— 
a total of 698,000 vehicles. March 
volume would thereby set a two- 
year monthly production peak. In 
March, 1952, U. S. plants were 
limited to building 376,500 cars and 
110,800 trucks—a total of 487,300 
units. 

* * 2 

ys the relatively high car 

and truck production that will 
be obtained in the first three 
months of this year, makers appear 
to have set their sights on even 
greater volume for the second 
quarter. 

Typical of the industry’s pro- 
duction ambitions was the an- 
nouncement last week that Lincoln- 
Mercury plans to double its output 
within the next few weeks. 

L-M’s assembly plant at 

Metuchen, N. J., started a second- 

shift last week, and its plant at 

St. Louis will do the same 

beginning March 30. 

Meanwhile, Ford has hiked its 
schedules to yield upwards of 4,300 
cars a day, as compared with a 
3,800-daily average so far this year. 

* ok * 
LSEWHERE around the in- 
dustry, hundreds of employes 
are being added to plant payrolls 
in order to get as many cars in the 
(Continued on Page 40, Col. 1) 


Decontrol Brings Few Increases on Service... 





Dealers Holding Line 


EW-CAR dealers generally have 
held the line on service charges 
following decontrol, it was revealed 
last week in a cross-country check 
by Automotive News. 
Meantime, price indexes and 
market reports indicate that new 


and used-car prices are holding 
steady. 

There have been adjustments 
of customer labor charges by 
some dealers to meet the pre- 
vailing rate, but few cases of a 
general upward movement. 





Corvette Output Set for June— 


Chevrolet's Corvette, plastic sports car which is only 33 inches high, but 70 inches 
wide, will go into production next June, according to T. H. Keating, general manager. 
The firm expects to build 300 units in the 1953 model year. “We are exploring a 


new field," Keating said. ‘“Mass-production cars will continue to be made primarily 
of steel."’ The Corvette develops 160 horsepower from an overhead-valve, six-cylinder 
engine. Prices were not announced. Trade guesses have ranged from $3,000 to $5,000. 


Used-Car Prices Level Off 
On Wholesale Market 


By Sam Sampson 
Staff Writer 
RICES of used cars at wholesale 
have apparently stopped declin- 
ing, according to all indications 
last week. AuToMoTIVE News’ over- 
all average price figure for last 
week showed a mild gain of $2 over 
the previous week. Auction oper- 
ators report prices have remained 


Crowds Setting 
New Marks at 
Chicago Show 


By George Barclay 
Staff Correspondent 

(encase. <a early sessions 
pointing to a new attendance 
record, the 45th annual Chicago 
Automobile Show, which closed 
yesterday (March 22) after a nine- 
day run, drew throngs of car- 
minded spectators into the Inter- 

national Amphitheater here. 
Through Wednesday evening, 
attendance at the show rose to 
283,000, compared to 269,000 for 
the same period last year. If at- 
tendance continued at the same 
rate the final four days and 
nights, this year’s show was ex- 

(Continued on Page 41, Col. 4) 





Autos Fare Well in Atom Bomb Test 


AS VEGAS, Nev.—Results were 
still inconclusive, but it ap- 
peared last week’s atomic bomb 
test might prove that an automo- 
bile is a safer shelter than a home 
in areas just outside the target of 
such a blast. 


In nearby houses, the dummies 
were battered and broken from 
debris. 

* * * 
ISHING” was the only effect 
noticed in some cars in more 
distant areas, two and three miles 
away from the blast. This occurred 





in those cars in which all the 
windows were tightly closed. Ac- 
cording to J. Slaten Jenner, vehicle 
test director, this “dishing” was 
because the air pressure of a blast 
is not equalized in a tightly closed 
auto. 

The roofs of the closed cars 
looked as though they had been 
pulled into the shape of a saucer. 
Cars with windows open in outer 
areas looked goed enough to be 
driven back te the showroom 

(Continued on Page 37, Col. 1) 


steady with slightly improved 
activity recently, 

This marks the end, at least 
temporarily, of a price-decline 
period of more than a month, as 
the value of used cars fell off 
mildly but steadily each week. 
The average price of used cars, 
46s through ’538s, was $1,109 last 
week, according to the index. 
Most dealers continue, however, 
to report that used-car lots are 

full, and that there has been only 
a limited opportunity to move them 
during the last two months. They 
say the used-car market has 
hovered between slow to stagnant 
so far this year. 

* . * 

OME Detroit used-car retailers 

say business is bad, and that 
the spring market potential does 
not look good with new-car pro- 

(Continued on Page 39, Col. 1) 


In many parts of the country it 
appears that competition is holding 
rates in check effectively, while in 
others dealers expressed the belief 
that increased charges would result 
in bad public reaction. 

o * * 


As FAR as pressure from labor 
for increased pay goes, it is 





FRB Survey Indicates 
Rise in Car Buying 
WASHINGTON.—More con- 


sumers report plans to buy new 
cars this year than so repo 


Buyers have a confident atti- 
tude concerning their financial 
positions and expect to purchase 
automobiles and major house- 
hold durable goods in large vol- 
ume this year, according to the 
general conclusions drawn from 
the findings of an early 19538 


survey. 





noted largely in the few highly . 
unionized areas — New York and 
Seattle, for instance. 

In non-union areas, as or no 
pressure was reported from the 
mechanics, who, in many cases, 
work on a percentage of the 
customer er charge. 

In New Tort: where rates are 
$4.50 to $5 an hour, many shops 
were reported bumping the rate 25 
cents, with the idea of another 
small increase later. One shop 
scorned the easy-stage technique, 
boosting its rates $1. 

= . as 

ITTLE customer resistance was 

noted in New York, some 
dealers expressing the view that 
customers were not aware of the 
increase. 

Seattle dealers have received 

(Continued on Page 40, Col. 3) 


°03 Economy Run 
Starts Apr. 20 


LOS ANGELES.—Important 
changes in the rules of the Mobil- 
gas Economy Run have been made, 
with the goal being keener com- 


petition, it was announced last 
week, 
The from Los 


run, 
Angeles to Sun Valley, will start 
Apr. 20. The exact route will be 
(Continmed, on page Sf, Col. 3) 





Mapping Mobilgas Economy Run— 
The Automobile Club of Southern California is now charting the route of this year's 


Mobilgas Economy Run to Sun Valley, Id. Discussing possible courses are (from left) 
C. S. Beesemyer, General Petroleum Corp. executive; Frank C. Meunier, advertising 
manager of General Petroleum, and Phil T. Hanna, auto club public relations counsel, 
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No Firm’s Too ‘Small’ . . . 





Organizing of Dealers 
Spurred by Unions 


By Bob Sheldon 
Associate Editor 

TEPPED-UP activity by union 

organizers in both the sales and 
service ends of the business was 
causing concern last week among 
auto dealers in many parts of the 
nation. 

In a bulletin, the Connecticut 
Automotive Trades Assn, in- 
formed its members that the CIO 
was passing out circulars to 
dealership employes in various 
cities. Dealers, who found evi- 
dence of union activity at their 
establishments, were cautioned to 
contact the association’s labor 
relations counselor before acting. 

CATA said the UAW-CIO had 
won decisive victories in State 
Labor Relations Board elections 
held recently at five dealerships in 
Waterbury. In a near-by town, 
CATA reported, a dealer was 
charged with unfair labor practices 
for firing an employe, who insisted 


Buick Sales Pass 
Pontiac; Chrysler 
Leads Studebaker 


DETROIT.—As the 1953 new-car 
sales race entered its second 
month, Buick moved ahead of Pon- 
tiac while Chrysler changed places 
with Studebaker in the standings, 
according to a report last week 
from R. L. Polk & Co, with 15 
states reported for February. 

Ford continued to hold the lead 
over Chevrolet for the top spot, but 
Chevrolet had decreased Ford’s 
lead to about 3,000 units. 

The report showed Buick had 
sold 32,650 cars, compared with 
Pontiac’s 31,756. Chrysler totals 
were 13,894 for the same period 
as against 13,066 for Studebaker. 









By Bernie Thomas 
Associate Editor 

IHICAGO. — Changes made in 

General Motors dealer contracts 
since the war have contributed 
toward giving the dealer group 
greater stability and stature, Har- 
low H. Curtice, new GM president, 
asserted here last week. 

Curtice spoke at a luncheon 
given in his honor during the 
Chicago Auto Show by dealers 
from all parts of the country. 

He defined the factory-dealer 
relationship as a partnership, with 
the customer being the bond ce- 
menting the relationship. 

. 7 - 


IS remarks came at a time 

when factory-dealer relation- 
ships have been much in the news. 
Efforts of the independent Chrys- 
ler-DeSoto Dodge-Plymouth Dealer 
Assn. to obtain a more favorable 
selling agreement—under threat of 





Kudos to Curtice— 


Harlow H. Curtice (left), president of 
General Motors, is congratulated by W. 
R. Stephens, Minneapolis dealer, at the 
Chicago testimonial luncheon given by 


GM dealers in the executive's honor. 
Stephens was chairman of the arrange- 
ments committee, 


‘Partners in Selling’ 


Curtice Defines Factory-Dealer Relations; 
Contract Changes Cited 
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that the reason for his dismissal 
was his union ties, The dealer, 
said CATA, didn’t even know the 
union was claiming representation 
in his place. 
+ * * 

HE Utah Automobile Dealers 

Assn. called attention to an 
NADA report that, as of last year, 
unions had invaded dealerships in 
251 towns and cities in 40 states. 
In 1949, dealerships in only seven 
cities in six states were unionized. 

The Utah dealers were told 
that sales, garage, office and parts 
department personnel, as well as 
mechanics, were the targets of 
union drives, and that no dealer- 
ship could be considered “small” 
enough to be overlooked by 
organizers. 
“Hundreds of small dealers in the 
nation are already organized —in 
small towns as well as in metro- 
politan centers,” the Utah associ- 
ation said. “Unions have ample 
funds for organization work, and 
large sums are earmarked to 
organize the retail automobile in- 
dustry.” 


* * * 


STRENUOUS program to 
A unionize dealership service | Stars of Motordom Shine in Windy City— 
employes is being carried out by A Sunday crowd of more than 71,000 set an attendance record for the 45th Chicago Automobile Show at the International 
the AFL International Assn. Of | amphitheater. One of the attractions was a musical pageant, “Stars of Motordom,” which accompanied the presentation of the 
Machinists, whose president, Al/ show cars in the central arena. Exhibitors say the show was a good “selling” exposition, and increased showroom traffic. 


Hayes, believes that termination of 

Government wage and price con- saad 
Wheel-Deal Test 

On in Providence 


trols places “additional responsi- 
bility’ on IAM negotiators to ob- 

Dealer on Carpet 
For Sales Tactics 


tain “increases in the real wages 
PROVIDENCE, R. I.—A test case 


of our members.” 
The National Labor Relations 
of wheel-and-deal selling tactics is 
under way here before the Rhode 


Board last week announced that 
it had overruled objections filed 

Island Automobile Dealers Li- 
censing Commission. 


by W. T. Wilson Co. Port 
Huron, Mich., in connection with 
a representation election. The 
poll, taken among mechanics, 
body men, parts and counter 
Hearings were held on the 
complaint of the Better Business 
Bureau that Cruse Motors 
(Dodge-Plymouth) had abused 
advertising and selling tech- 


(Continued on Page 33, Col. 1) 
niques. 


Harold J. Cruse is a new dealer 
to Providence, having recently 
purchased the business of G. 
Merlyn P. O’Keefe. 

The case is being watched with 
a great deal of interest, since the 
licensing commission—made up of 
six new-car dealers and one used- 
car dealer—has a reputation of 
policing the auto industry in the 
state strictly. 


O’Keefe, who is commission 
chairman, adjourned the hearings 
after a stormy session. 

A former salesman, P. A. Glen 
Kaskela, of Chepachet, testified 
that he quit Cruse after two 
weeks because the sales methods 
were repungnant to him. 

Kaskela said that he was in- 
structed to use the highball-lowball 
technique on customers. 


This, he said, involved quoting a 
prospect a price exactly $105 under 
(See ‘WHEEL ’'EM,’ Page 33, Col. 1) 


$189,000 Tax Suit 
Hits Mich. Dealer 


DETROIT.—Elmer T. Lundstrom, 
57-year-old Manistique (Mich.) 
Oldsmobile - Chevrolet dealer, has 
been indicted by a Federal grand 
jury on charges of evading pay- 
ment of about $108,000 in income 
taxes for 1946-48. The Government 
also is attempting to collect about 
$81,000 in penalties. 


In 1946, Lundstrom is reported to 
have paid a tax of $25,000 on an 
income of $51,000. The Government 
claims $46,000 on an income of $81,- 
000. 
He is said to have paid $26,000 
on an income of $52,000 in 1947, but 
the Government wants $74,885 for 
an estimated income of $114,900. 
The dealer paid $45,694 on an in- 
come of $102,481 in 1948, but the 
Government contends he should 
have paid $83,527 on an income of 
$158,000. 


New Dodge Team Visits Exhibit— 


First industry appearance of two Dodge sales chiefs in their new roles was at the 
opening of the Chicago Automobile Show. Above, at the Dodge truck display, are 
(from left) Robert C. Somerville, new sales vice-president; L. J. Purdy, truck general 
manager; William S. Woolsey, truck sales manager, and L. F. Desmond, new general 
sales manager. 














an FTC investigation—have cen- 
tered attention on the subject. 

Dropping of territory security 
was one of the important changes 
made postwar by GM. Curtice 
said this was necessary in line 
with new interpretations of the 
trust laws, 

“IT am sure,” he asserted, “that 








To Harlow H. Curtice 
—A Bold Planner 


had to say of Harlow H. Curtice, 
president of GM, in a plaque 
and scroll presented at the 
luncheon last week in his honor: 

“Presented to Harlow H. Cur- 
tice, who never demands more 
of others than he demands of 
himself — which is plenty—a 
good citizen of his community 
and his country—a tough- 
minded man behind a desk who 
rarely loses the twinkle in his 
eyes, a planner of bold imagi- 
nation who knows how to set 
up his ducks when he wants 
things to happen—and a warm- 
hearted friend.” 

The plaque was presented by 
W. R. Stephens (Buick), Minn- 
eapolis, who organized the 
luncheon, Frank H. Yarnall 
(Chevrolet), chairman of the 
Chicago show committee, was 
toastmaster. 





Trucks Prove a Lure for Crowds— 


Visitors to the Chicago Automobile Show manifested great interest in truck exhibits. 
This photo captures a scene at the Studebaker exhibit, with a truck (left) and a 
cutaway chassis (right) demonstrating motor, steering mechanism, wiring, transmission 
and other features. Nine truck manufacturers had models on display. 








these changes do not limit your 
opportunity for progress.” 
+ + * 

us question of dealer heirs has 

also been a subject of frequent 
discussion. Curtice said GM regards 
that dealer relationship as a 
personal one, but added: 

“We always have recognized 
the desirability of continuity of 
management, provided the ability 
were there. This is proved by the 

(Continued on Page 36, Col. 1) 


Jet Sets Executives on Their Ears— 


Exhibited for the first time in the Chicago area, the Hudson Jet won attention from 
visitors to the 45th annual Chicago Automobile Show at the International Amphi- 
theater. Most visitors were content to view the car from an upright position. However, 
Roy D. Chapin jr. (left), Hudson assistant sales manager, and George R. Browder, 
director of advertising and merchandising, assumed a neck-stretching position to 
inspect a feature of the Jet's body-and-frame construction. 











———> 











Dealers tell me 


By John O. Munn 





I PRESUME that there are more|harness, as well as the costumes 
color films shot at the Pasadena/of the riders, were beautiful and 


Tournament of Roses on New 
Year’s Day, in a short space of 
time, than anywhere else in the 
world. There are more than a mil- 
lion visitors. Most of them seem to 
be intent to capture the beauty of 
the scene on film. Grandstands are 
placed on all vacant property the 
entire length of the parade. 

The photographers operate from 
the stands as well as from strategic 
spots in every conceivable location, 
including as many as three on one 
telephone pole. I can picture that, 
when colored television becomes 
available, every set throughout the 
United States will be turned on 
this stupendous spectacle on New 
Year’s Day each year. 

My four women and I viewed 
the parade this year for the first 
time. We had front row seats in 
the salesroom of the Uptown 
Chevrolet Co. through the cour- 
tesy of John Wilks, owner, Lew 
Shingler and Cecil Potter, man- 
ager and assistant manager, 
respectively. With us were many 
guests including workers from 
this dealership. Coffee and dough- 
nuts were on the house during 
the three-hour parade. 

I was told to get to Pasadena 
early to avoid the traffic jam. We 

arrived at 8 am. Our hour and 
fifteen-minute wait provided real 
enjoyment watching the spectators. 
Many people had camped on the 
streets, lining the parade, all dur- 
ing the night before. They were 
just waking up and stirring around 
when we arrived. Most of them had 
brought their breakfast along. 
There were lots of sidewalk activi- 
ties. Hawkers did a _ land-office 


business. 
* * * 


Lucky in Salesroom 


HA an hour before the parade 
started the box brigade put in 
an appearance—people with boxes 
or tables to stand on behind those 
who already occupied the street 
and curb positions. Fifteen minutes 
before the parade, came the ladder 
spectators. All the household lad- 
ders, I am sure, from that section 
of California, some dobbed with 
many years of household paint, put 
in their appearance and lined up 
behind the box brigade. In addi- 
tion, there was a sprinkling of 
periscope devotees—people who had 
put mirrors on poles that could 
be adjusted to view the parade 
over the heads of other spectators. 

We in the salesroom were 
lucky. Our seats were chairs on 
trucks which elevated us above 
the sidewalk. crowd, including 
the ladder contingent. I won't 
attempt to describe the parade 
with which my readers are all 
familiar. In my opinion, it lived 
up to anyone’s expectations, The 
flower-decorated floats were out 
of this world. The parade 
worth seeing, too, from the 
standpoint of seeing the celebri- 
ties that appear on it; governors 
of many western states, as well 
as the movie stars. 

One of the interesting parts of 
the parade was the various eques- 
trian units. California is a part of 
the west and the beautiful horses 
in their decorative saddles and 
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are never seen in such quantities 
elsewhere. Every single horse with 
its equipment represented a for- 
tune. Lewis Shingler, of the Up- 
town Chevrolet, one of our hosts, 
was the chairman of the equestrian 
committee for the parade. 
* * * 


To the Rescue 


I HAVE always considered Pasa- 
dena very progressive for under- 
taking such a marvelous event each 
year. I assumed that it was a 
heavy expense upon the people of 
the community, as represented by 
the Chamber of Commerce. It 
didn’t discredit, in my mind, the 
progressiveness of the people of 
this beautiful community when I 
learned that, instead of being a 
financial burden on the community, 
the beautiful Rose Bowl had been 
erected with the profits of this 
spectacle, 

To make the day complete, I 
took my women to the Rose Bowl 
football game, admittance to which 
I was fortunate enough to obtain 
by wiring Louis Milan, manager 
of the Wisconsin dealers’ associa- 
tion, who pulled wires to obtain 
tickets for me. I felt rather guilty 
that I didn’t cheer enough to in- 
sure a Wisconsin victory. The bowl 
event is a beautiful spectacle. More 
than 100,000 persons were in at- 
tendance. The beautiful colors, both 
inside and outside of the field, 
blended with mountain background. 

This territory, of course, 
abounds with entertainment and 
amusement enterprises, and no 
small item in this classification is 
the Santa Anita race track. We 
spent an enjoyable afternoon 
there, even though we didn’t risk 
one penny on the horses, I have 
long since determined that the 
only satisfactory way to earn is 
by the sweat of one’s brow. But, 

I certainly did enjoy the Sport of 

Kings in this most beautiful 


The parking lot is so immense 
that you are met with a shuttle 
bus. It was revealing to actually 
see the space required for parking 
25,000 cars. Enjoyment here, too, 
was heightened because the entire 
setting was surrounded by verdant 


mountains. 
* * 


Used-Car Lot Tan 


OW, this is one of a few col- 

umns in which I have said little 
about the trade. But even on a 
California vacation, I couldn’t re- 
frain from associating with and 
talking to dealers. I visited many 
dealers. I attended many dealer 
meetings. I kept constantly in 
touch with trade developments. In 
fact, I lived in closer proximity to 
the trade than at any other time 
in my whole life. Hour after hour 
I spent in the middle of Earle An- 
thony’s Packard used-car lot at the 
corner of Wilshire and Palm Drive 
in Beverly Hills, over which Al 
Hasselbach was major domo. 

I used the lot as my California 
patio to develop a suntan. My 
daughters live diagonally across 
the street in an apartment that 
provides no patio. 

From this experience, I gained 
a deeper appreciation for the used- 
car salesmen. They need to be 
expert in their ability to qualify 
prospects if they are going to make 
the most of their time. I presume 
it is the same on every lot, at least 
on those run by a new-car dealer 
that a great percentage of the 
prospects come in predisposed fav- 
orably in advance to buy a used 
car which is the make of car 
handled by the dealership. Anthony 
has been a Packard dealer since 
1904, and it is no wonder that 
people who are interested in used 
Packards come to that lot. 

Los Angeles has made history in 
used-car merchandising. I had the 
opportunity this time to look into 
it carefully. Maybe there are les- 
sons in it for all. I will tell you 
more about it as the weeks develop. 
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Six Cities Report Capacity Attendance... 


Crowds Continue to Flood Shows 


HE first San Francisco Auto 

Show since 1941—complete with 
1953 cars, trucks, foreign autos and 
special exhibits, opened last Satur- 
day (March 21) at the Civic Audi- 
torium for an eight-day run. 

The show is sponsored by the 
Motor Car Dealers Assn. of San 
Francisco, and will star the “Phil 
Harris Revue” for the entire 
show. 

Amos T. Crowl, manager of the 





Shiny Cars, Shining Eyes 


a 


dealers association, said that the 
crowds at the first two opening 
days indicated that new records in 
attendance will be set this year. 
Since the exhibition space within 
the auditorium has been sold out 
for two months, it was necessary 
to erect a tent outside the audi- 
torium to accommodate an overflow 
of exhibits that asked to be 
represented. Hilary T. Martin, 
general chairman of the show, said 






Pittsburgh Makes Show ‘Family Affair’ — 


A total attendance of 112,807 was recorded at the Pittsburgh Auto Show March 
7-14. The theme of the show was “Family Affair." It honored women's clubs in 
Allegheny County and featured the appearance of Captain Video and his group from 
New York. Special show editions of the Pittsburgh papers were issued for the event. 





Before Curtain Time in Seattle— 


Not so much as a single thumbprint smudged the surfaces of these gleaming 1953 
automobiles as they waited in readiness for the opening of the 1953 Seattle auto 
show. Attendants with polishing rags, however, were kept busy the subsequent nine 
days as the show drew crowds and many buyers. Both attendance—50,620 paid— 
and interest were high, according to the Seattle Automobile Dealers Assn. 


Officials of 5 Chicago Deals 
Accused of Tax Frauds 


CHICAGO.—Officials of five Chi- 
cago area auto dealerships, plus 
the owner of a trailer sales firm 
and his wife, were indicted last 
week by a Federal grand jury on 
charges of income tax evasion 
beginning in 1946. . 

Named defendants were: 
Harold C. Trownsell, president of 
Trownsell Chevrolet Sales and 
Chicago Avenue Chevrolet, Inc.; 


N. C. Dealer Fined $7,500 


On Income Tax Charge 

WINSTON-SALEM, N. — Joe 
R. Fowler, a Mt. Airy automobile 
dealer, has been told to settle up 
his federal income tax debt for 
1945-48 within 12 months and to 
pay a fine of $7,500 within 15 days. 

U. S. District Judge Johnson J. 
Hayes also gave Fowler an 18- 
month prison sentence, but sus- 
pended it after hearing a doctor’s 
statement that Fowler is “seriously 
ill.” Fowler was convicted Feb. 6 
of income tax evasion, He origi- 
nally was charged with filing 
fraudulent returns for 1945-47 in an 
effort to escape paying an addi- 
tional $29,517 in taxes. He already 
has paid more than $39,000 for 
those years, it was reported. 


his brother, Sidney, vice-president 
of Trownsell Chevrolet; Otto C. 
Kuehn, secretary-treasurer of 
Chicago Avenue Chevrolet; 
Arthur F. Goodrich, former head 
of Goodrich Motors (Chrysler- 
Plymouth); Irving Esserman, 
president of Esserman Motor 
Sales, Inc. (Dodge - Plymouth), 
and Sam Achilli, owner of High- 
land Motor Sales. 

Harry L. Bartholomew, president 
of Indiana Trailer Corp. and his 
wife, Julia, secretary of the firm, 
also were indicted. Bartholomew 
was charged with evading payment 
of $35,900 and Mrs, Bartholomew, 
$4,114, both on 1946 personal income 
taxes, by filing false returns which 
“excluded payments in excess of 
invoice prices for trailers sold.” 

Harold C. and Sidney Trownsell 
were cited in one_ indictment 
charging evasion by Trownsell 
Chevrolet Sales of $16,196 in taxes 
on undeclared corporate income 
amounting to $41,103. Harold 
Trownsell and Otto C. Kuehn were 
charged in another indictment with 
evading $27,002 on undeclared in- 
come of $59,236 of the Chicago 
Avenue dealership in 1946. 


Goodrich, whose Chrysler- 
(See TAX CASES, Page 40, Col. 2) 


that the tent would include displays 
of rejuvenated antique automobiles, 
trucks, equipment and the Ivan 
Collins collection of vintage scale 
model vehicles. 

* + * 

HE Pan American Packard will 

be shown as the U. S. version 
of the sports car. The Nash-Healey, 
produced through the marriage of 
Nash Motors and Healey in Eng- 
land, presents the cosmopolitan- 
type sports car—powered with a 
modified Nash engine, Healey 
“trailing-link suspension” and a 
body by Italy’s Farina. 

All the U. S. 1953 models will 
be on display, and several models 
of the British cars. Several 
antique vehicles, sports cars and 
engineering displays are also in- 
cluded in the show. The oldest 
car to be displayed is a 1901 two- 
passenger White Steamer with a 
Stanhope body. 

The “Phil Harris Revue” will 
feature the singing quartet from 
Jack Benny’s radio show, The 
Sportsmen. Others included in the 
show are the Stuart Morgan 
Dancers, and a 30-piece orchestra 
under the direction of Walter 


Scharf. 
A FINAL report from the Seattle 
show said that 50,620 paid 
admission to the nine-day event 
sponsored by the Seattle Auto- 
mobile Dealers Assn. Dealers were 
happy over the show, it was re- 
ported, since the attendance at a 
comparable show last year was 
only 43,619. 


make floor sales in numbers. 
Other dealers reported surprising 
sales volume on the floor, and lists 
of prospects that will keep sales- 
men occupied for several months. 
The show did not carry a full 
program of entertainment, and 
dealers thought that this added to 
the importance of the show as far 


they were concerned, since 
weg ‘Onsenes on Page 32, Col. 3) 


Missouri Sponsors 
Recognition Fete 


For Armacost 


KANSAS CITY. — Approximately 
200 dealers from Missouri, Kansas 
and Oklahoma attended a recog- 
nition dinner 
recently in honor 
of Robert S&S. 
Armacost, new 
NADA president. 
The dinner was 
sponsored by the 
Missouri Auto 
Dealers Assn. 

Princip £ 1 
speaker at e 
dinner was Wal- 
ter B. Cooper, 
NADA director 
from Colorado, who spoke on “Un- 
happy Highways.” 

Following his talk, the state 
association presented Armacost, a 
Kansas City Studebaker dealer, 
with a silver tray. The presentation 
was made by Dave Castles. 








K. S. Armmcost 





Curb on Loan Rebates 


Becomes Law in Ind. 

INDIANAPOLIS —A bill, 
State De- 
partment of Financial Insti- 
tutions power to limit rebates 
by finance companies to dealers 
for installments sales contracts, 
has become law following pass- 
age and 
signing by governor. 

The law is intended to circum- 
vent an Indiana Supreme 


directing 

tracts its way. 
The measure was fought by 
auto dealers through 
houses of the legislature. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 

jovernments applied to the building and maintenance of —a 
4. The elimination of government and bureaucratic controls over this 


AUTOMOTIVE 


aarrvag 


« industry. § 5. A return to the precepts of independence and the rewards of 
R oo energy and ability, which made America and gave more of her 
c 


NEWS ens more of the better things of life than anywhere else in the world. 


Forward Step 


LLANS of General Motors for the establishment of 35 
service training centers throughout the country repre- 
sent an important forward step in the industry. 


It was pointed out that the centers will make it possible 
for dealer personnel to keep up to date on a systematic 
basis with the new models and with technological advances. 


Such a system can be invaluable to dealers. 


In the competition for service, auto dealers have disad- 
vantages as well as advantages. With good equipment and 
well-trained mechanics, auto dealers can stay out in front. 


A systematic plan for training the mechanics and keeping 
them up to date has been one of the crying needs of the 
industry. 


Opportunity ...in May 


LE preegere have indicated recently a growing realization 
that highways and safety have vital significance to the 
business of selling cars and trucks. 


One dealer, Ted R. Schuman, general manager of Small- 
comb Motor (Chevrolet) in Burlingame, Calif., put it this 
way: “Dollars .. . or death and disaster . . . of our automo- 
tive industry.” 

And at the recent NADA convention, Walker Williams, 
Ford vice-president in charge of sales and advertising, 
referred to this problem as the only one which threatens 
to limit the auto market. 


Individual dealers and associations have been doing 
notable work in this field. Yet much remains to be done... 
and there is room for much more widespread participation. 


A case in point is the May safety drive, sponsored by the 
Inter-Industry Highway Safety Committee. 


Last year some dealers did a wonderful job during the 
campaign, but thousands either ignored it or did an indif- 
ferent job. 


Every dealer owes it to himself and to his industry to 
give this drive his wholehearted support. If he does a 
systematic job, he will find that his effort will be more than 
repaid. 


Publisher—George M. Slocum (1889-1949) 
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Auto 
Forum 


i ‘ines, on the aver- 
oduce 80 percent 
ver cubic inch of 


—— 


age, 
, ore 7 
dispia 


than 25 years 
ago BarTHoLomew, of 
Ethui 
e * 
Ciurcnved-Up Alibi 
An arrested for driv- 
ing at 3 in a 45-mile zone, 
told i ourt that his accel- 


ticking and that a 
won |, with whom he 
was rid: vorked it by hand 

j en it stuck she 
could ve’-ase it—Detroit News. 
* + + 


Broin Beatin’ 

“Jt hasn’t been so much the 
laws in the last 20 
vears as it las been the atti- 
tude of our leadership in con- 
demning and — if I may use 
this expression, please—beat- 
ing the brains out of the 
private enterprise system.”— 
Senator Capehart, at a Phila- 


delphia newspaper forum. 
+ * * 


Let’s See 


Rep. Yates, in a letter to his 
constituents, quoting Minority 
Leader Sam Rayburn’s words 
to his Democratic colleagues at 
a@ party caucus: 

“Any jackass can kick down 
the barn. It takes a good car- 
penter to build one. Let’s see 
what the new majority party 
can do.” 


passed 
I 


* * * 


Horse Power Down 


Horses now number 3.9 mil- 
lion against a peak of more 
than 21 million in 1915; mules 
total 1.8 million against nearly 
6 million at the 1925 peak. 


But there’s also a plus here: 
The acres that once fed horses 
and mules now have been re- 
leased to produce food for 
humans (not to mention in- 
creased consumption of motor 
fuel and electricity on farms.)— 
Business Week. 

* ” *« 


“An argument is where two 
people are trying to get the 
last word in first.”—Comedian 
Danny THOMAS. 

. * + 


Hijackers Busy 

Between 1945 and 1951, the 
number of cargo thefts went up 
200 percent, 

Last year, hijacking cost ship- 
pers about $75 million in mer- 
chandise. Present losses are 
estimated at $250,000 daily. If 
the trend continues, the 1953 
total will come to around $90 
million, and about 300 trucks 
will be hijacked.—_Cargo Protec- 
tion Bureau. 

* ” * 


The Average Director? 


American Institute of Man- 
agement has conducted a sur- 
vey of 2,000 directors of sup- 
posedly “excellently 
companies.” The “average” di- 
rector is 65 years old, was 
born in the east, attended col- 
lege there, still lives there, 
owns a little stock in his com- 
pany, and is “not very civic 
minded.”—Steel Magazine. 


10 Years Ago pane 
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3,139,989 CARS 
531,835 TRUCKS 

WERE JUNKED IN 

1952! 


‘Wine, Women and Lies... 


OGGIE LOOKS a 


( TweRES THE SAFETY 
piv FOR THE KiGHWAYS 
Zi =— FOR EVERY TEN NEW 
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YOU OLD BUM! > 
YOU FAKER ! YOu AINT 
\ PONE A THING AND 

LOOK WHO'S 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to uns 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 





Wants Apology 

Anyone who would allow the 
article about John Graue sr. to be 
published should certainly be 
ashamed. (Automotive News, Feb. 
16, page 14). Especially where he 
calls salesmen “liquor drinkers, 
liars, and lady chasers.” 

Everyone in our organization 
read it and think it is a disgrace. 
I don’t know who this Graue sr. 
has been associated with, but some- 
one should put him straight. I have 
been in the business 38 years, and 
I think I should know. He ought 
to apologize in the next issue of 
Automotive News.—Los ANGELES 
READER. 

* + 7 


Streamline It 

Automotive News publishes a lot 
about the “streamlined” auto- 
mobiles. 


How come you don’t streamline 
Automotive News? 

I mean all articles are (continued 
Page xx Col. xx). It’s a chore to 


The Big Story 


Pleasure-driving ban lifted in east, but value of “A” gasoline ration 
coupons is cut to 1% gallons .. . Prospects of gasoline price increases 
foreseen . . . General Motors, predicting “industrial anarchy,” protests 
to Congress a National Labor Relations Board ruling that industry 
must bargain with foremen’s unions. GM President C. E. Wilson says 
management would be virtually deprived of a voice in plant opera- 


tions, and declares that not only 


may foremen and laborers belong 


to the same union under NLRB rulings, but, worse yet, may belong 
to opposing unions . . . Holders of “B” gasoline ration cards are made 
eligible for Grade II new tires after Apr. 1... War Production Board 
promises quick revamping of Controlled Materials Plan to bring 
supply schedules in line with production schedules, and to speed up 
allotments to within practical time limits for placing delivery orders. 


—From the files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 


read! — Cuaries Bryant, Roberts, 
(Chevrolet-Oldsmobile), Casey, Ill. 
* = * 


Trade Practices 


I note with great interest Henry 
Ford’s plan to tear down all trade 
barriers between nations and allow 
“Free Trade” throughout the 
World. I feel that Mr. Ford must 
be very sincere in suggesting this 
plan, as I notice that he goes as 
far as to suggest that the United 
States drop all restrictions, even 
though the countries helped by this 
move do not reciprocate. 


With such a proposal, there 
could be little question that Mr. 
Ford really believes in “Free 
Trade.” 

Before Mr. Ford sets out to offer 
a plan like this to the world in 
general, I would like to suggest that 
he examine the very fertile field 
here in the United States since, I 
am certain, he won’t have to step 
out of his own office to spread this 
good work. 

Why not start with his great in- 
dustrial empire, and allow free 
operations among his own group? 
Does he not know that every possi- 
ble rule of free operations is throt- 
tled by his own company’s policies! 
Why should he ask for “Free 
Trade” among nations, when he is 
apparently unwilling to allow it in 
his own operations? Why not let 
these blessings start at home before 
talking about extending them to 
the world? 


As long as Ford dealers are 
subject to the domination of the 
Ford Motor Co. representatives— 
the examination of books to see 
how much merchandise is bought 
from outside sources, the threats 
based on non-compliance with or- 
ders that “you must buy from 
Ford,” the loading of accessories 


(Continued on Page 37, Col. 1) 
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© 1953 H.D.T. Co. Factors, Inc. 


leew’ Vo Gamble mS | era 


© If the satisfaction of your customers comes first ... why take chances by using 
fly-by-night concoctions or ordinary polishes on their cars? Choose 
Blue Coral .. . and be sure! For over 25 "years Blue Coral has been 
proven the finest treatment available for restoring, beautifying and preserving car 


finishes. Moreover, it is completely safe. Blue Coral contains no solvents, 
no harsh abrasives — takes nothing from the car finish but dirt, actually adds 
lustre, deepens colors and adds extra years of driving beauty. For 
today's sales, tomorrow's reputation and future good will, recommend a Blue 
Coral Treatment to your customers! It's the finishing touch for any car. 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Used-Car Bulletin from Detroit .. . 
Latest Auetion Prices 


(Aptco Auto Auction. Sale Every Wednesday) 


March 18 
(Sold 63 cars out of 98 offerings.) 
BUICK—’51 Super 4-dr., $1,600*. '50 
$1,135*; ‘Special 2-dr., 
6 Super 2-dr., $840. '48 Super 
CHEVROLET—’53 Bel Air 4-dr., $2,- 
275*. '52 Bel Air, 2 at $1,725*; SL 
Deluxe 2-dr., $1,400*, $1,200; 4-dr., 
$1,385*. ’51 8L Deluxe 2- dr., $1,170", 
$1,185. °50 SL Deluxe 4- dr. $1,020, 
$905; 2-dr., '49 SL Deluxe 
4-dr., $740. 4 2-dr., $530. '47 
~ club coupe, $535. ‘46 FM 4-dr., 
5 


$425. 

DeSOTO—’52 Fire Dome (8) 4-dr., $1,- 
875*. '50 Custom 4-dr., $1,020*, '49 
Custom 4-dr., $825. 

DODGE—’51 Coronet club coupe, §1,- 
200*. °48 Custom 4-dr., $590. 

FORD—’'52 Victoria, $1,865*; Custom 

4-dr., $1,280; %-ton (6) pickup, 
. *51 Custom (8) 2-dr., $1,135, 
. 50 Custom (8) 2-dr., $915, 
$980. °49 Custom (8) 


$675. 


; 4-dr., 
$695, ‘$700 

HUDSON—’ 49 Super (6) 2-dr., 
KAISER—’51 4-dr., $810. 
LINCOLN—'51 4-dr., $1,500 
wate es 50 2-dr., $1, 025, "49 4-dr., 

$870, $760. 
OLDSMOBILE—’53 (98) 4-dr., $3,450°. 

'51 (98) 4-dr., $1,705*. '49 (88) 2-dr., 

$945*. '48 (76) 4- dr., $685*. '47 (98) 


60. 
"50 (200) 4-dr., $810. °49 
, $720, $735. 

PLYM OUT H — ’52 Cambridge club 
coupe, $1,245, $1,260. '51 Cambridge 
4-dr., $1,050, $1,040. °50 SD club 
coupe, $995, $905. 48 SD 4-dr., $500, 


$475. 

PONTIAC—’52 Catalina, $2,215*; SL 
(6) 2-dr., $1,600. ’51 Chieftain (8) 
2-dr., $1,305*; club coupe, $1,210*; 
Catalina, $1,840*. ‘50 Chieftain (8) 
4-dr., $1,150*; club coupe, $1,015. 
"49 club coupe, $1,045*. ‘48 SL (8) 
2-dr., $575. 


| March 11 


(Prices off, condition of cars down. 
Dealers interested only in sharp cars. 
Sold 68 cars out of 117 offerings.) 

BUICK—’'50 Super 4-dr., $1,200*; 2-dr., 
$1,080*. ‘49 Super 4-dr., $1,000*; 
2-dr., $940, $910. ‘48 Super 2-dr., 
ee RM 2-dr., $180; Special 2-dr., 


425. 
CHEVROLET — '51 SL Deluxe 2-dr., 
$1.220, $1,125. ’ 
$965; 2-dr., 
$650. °'49 conv. 
CHRYSLER — 51 Windsor 4- dr., $1,- 


"a ; %-ton pick- 
90. 


Desoro—’ 52 Fire Dome (8) 4-dr., $1,- 
810*. °50 Custom club coupe, $940°. 

DODGE—’50 Coronet 4-dr., $810*. '49 
Coronet 4-dr., $750*. ‘47 Custom 
4-dr., $410. 

FORD—’52 Custom (8), 4-dr., $1,650*. 
‘51 Victoria, $1,335*; Custom (8) 
club coupe, $1,200; 2-dr.. $1,090; 
Custom (6) 2-dr., $980. '50 Custom 
(8) 2-dr., $975, $810; Custom (6) 
2-dr., $970. '49 Custom (8) 2-dr., 
$695; conv., $650. 

HU DsON—' 5i PM 2-dr., $950. °50 PM 
2-dr., $775, $530. 

MERCURY—’'50 sedan, $1,175. 

NASH — '51 Rambler station wagon, 
$990; Statesman 2-dr., $9 
Statesman sedan, $750, ‘$735, $715. 

OLDSMOBILE—'48 (98) 4- dr., $640*. 
’47 (98) club coupe, $450*. 

PACKARD—’48 conv., $410. 

PLYMOUTH—’'51 Cambridge club coupe, 
$1,080, $1,065. °50 Suburban, $700; 
sD sedan, $650. ‘49 SD 4-dr., $765. 

PONTIAC—’52 Chieftain (8) 2-dr., $1,- 
775*. ‘51 Chieftain (8) sedan, $1.- 
455*. ‘50 SL (8) 2-dr., $1,050. 
Chieftain (8) 2-dr., $1,035, $875. 
Chieftain (8) 4-dr. 

STUDEBAKER — ‘52 Champion sedan, 
$1,450. °50 Champion sedan, $775. 
'48 Land Cruiser, $450. ‘47 Cham- 
pion sedan, $390. 





*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports Are on Pages 26 and 38 





Packard Instructs Dealers 
In Spring Sales Program 


DETROIT.—A Packard manage- 


ment team met with dealers last 


week to lay plans for what com- 


sales. 


Although the 


pany officials ex- 
pect will be the 
heaviest business 
year in Packard’s 
history. Most 
emphasis was 
placed on spring 


| coast 
-\sales by more than 100 percent 


meetings had not| vo; the same month last year. 


trends and proposed company 
activities. 

At present, he reported, Packarc 
is producing cars at a rate of 130,- 
000 units annually, nearly 20 per- 
cent ahead of its highest previous 
production and double last year’s 
rate. 

Dealers were shown sales records 
from dealerships from coast to 
which increased January 


In Testimony at duPont Trial... 


Sloan Traces GM Bonus Plans 


CHICAGO.—A government 
charge that a bonus plan of Gen- 
eral Motors was designed to make 
executives responsive to duPont 
wishes was called 
“ridiculous” by Al- 
fred P. Sloan jr., 
board chairman 
of GM, whose 
testimony at the 
marathon anti- 
trust trial of the 
duPont enter- 
prises continued 


through last 
week. 
Use of bonus- 


A. P. 


Sloan 
es made an im- 


portant contribution to the 
growth of GM, Sloan explained. 
He attributed GM’s success to 
“the decentralized system of man- 
agement supported by the incen- 
tive plan.” 

Sloan also denied that duPont 
used its stock interest in GM to 
gain a monopolistic hold on the 
production of tetraethyl lead, the 
antiknock ingredient discovered by 
GM engineers in 1921. 

Sloan stated that GM had asked 
duPont to manufacture the chem- 
ical because GM “had no compe- 
tence in chemical manufacturing.” 


Asked whether GM _ suppliers 
had been told they would have to 
make purchases from duPont in 
order to retain GM’s business, 
Sloan testified that he never heard 
of any “understanding” of this 
sort nor that GM was expected to 
submit lists of suppliers to du- 
Pont, 

When the Government introduced 
a document suggesting “advantages 
to be gained” from a reciprocity of 
sales arrangement between GM 
and duPont, Slean answered that 
GM decided to stand on its own 
equities and rejected the proposal. 


Most of Materials 


Freed from Curbs 


WASHINGTON. — With the ex- 
ception of rent controls, which will 
be in effect in a few areas until 
the law expires Apr. 30, the Govern- 
ment went out of the price control 
business last week. 

An OPS order issued last Wed- 





However, he admitted that in spe- 
cial cases, and upon request by the 
president of duPont, a list of GM 
suppliers was made available. 
Earlier, Sloan had told the court 
that he forced the late Jacob J. 
Raskob, former duPont treasurer, 
to resign as chairman of the GM 
finance committee in 1928, because 
“business and politics don’t mix.” 


Raskob had agreed to manage 
the campaign of Alfred E. Smith, 
a Democrat, in his bid for the 
presidency. Asked whether the 
ouster was a matter of partisan- 
ship, Sloan replied: “It was a 
matter of principle, I felt and still 
feel that no large corporation 
should get involved in politics.” 

A so-called “super-discount” plan 
granted to GM by duPont also 
came under discussion. 

James Lynah, secretary of GM’s 
purchasing committee in the 1920s, 
was confronted with documents 
about the plan and told the court 
that GM purchasing chiefs were 
compelled to try every means to 
keep the prices they were paying 
from leaking out to competitors. 

The discount plan set an an- 
nual base purchase figure of $8 
million. If GM bought no more 
than that, there would be no re- 
bate. On $9 million there would 
be a rebate of $75,000, and so on 
up to $12 million, on which $450,- 
000 would be returned. 

Government attorneys mentioned 

the “desirability of keeping this 
matter confidential and treating it 
as an arrangement within the du- 
Pont-GM family.” 

Lynah defended the discount plan 
as proper in view of GM’s large 
volume of purchases and added, “I 
should say it definitely was not a 
family.” 

Sloan said that the present GM 
straight bonus plan goes back to 
1918 and the late William C. Du- 
rant, founder of GM. 

Government attorneys centered 
their fire on an arrangement start- 
ed in 1923 which made use of part 
of the GM stock owned by duPont 
and held by a duPont subsidiary, 
General Motors Securities Co. 


The subsidiary sold 30 percent of 





its outstanding stock te a company 
organized by GM and called Man- 
agers Securities Co. Stock in this 
company then was allocated for 
purchase by GM executives. 

Allotments were made by a com- 
mittee headed by Pierre S, duPont, 
then GM chairman. Government 
attorneys said the returns were 
fabulous, since each share of Man- 
agers Securities had behind it the 
earning power of many GM shares. 

This plan lasted until 1930, 
when it was succeeded by Gen- 
eral Motors Management Corp., 
which lasted seven years, Since 
then the incentive plan has been 
along the original lines of the 

1918 plan. 

The government has alleged that 
Sloan paid $40,000 for Managers Se- 
curities B stock, which last fall 
would have been the equivalent of 
$30,000,000 of General Motors com- 
mon. 


Fleet Car Leasing 
Reported Doubled 
In Six Months 


NEW YORK.— Fleet leasing as 
opposed to automobile ownership 
by large firms has “more than 
doubled in the last six months,” 
John W. Rollins, president of Rol- 
lins Fleet Leasing Co., Rehoboth, 
Del., told members of the Exchange 
Club at the McAlpin Hotel recently. 

Rollins, who is lieutenant gover- 
nor of Delaware and a vice-presi- 
dent of the Young Presidents 
Organization, cited six outstanding 
reasons for the leasing trend: (1) 
Elimination of capital investment; 
(2) expenses are 100 percent tax 
deductible; (3) firms are provided 
with new cars each year; (4) un- 
limited mileage; (5) improved em- 
ploye relations, and (6) economy. 

“Companies leasing automobiles 
are now saving 1 cent or more a 
mile without having any invested 
capital or worries that arise from 
handling company-owned flee’ 
Rollins said. 

“Cost of operating company- 
owned fleets has increased 2% 
cents a mile since 1940. In leasing, 
the total cost, including insurance, 
runs approximately 3 cents a mile. 
Add an operating cost of 2% cents 


been originally 
scheduled, they 
were injected into 
the company’s 
program because of the outlook of 
competitive conditions in the spring 
and summer months, it was said. 

Company officials reported to 
dealers that demand throughout the 
nation for Packard cars is nearly 
three times greater than it was a 
year ago. They revealed results of 
a survey of buying facts for the 
1953 Packard line and gave dealers 


Some of the dealership sales in- 
creases exceeded 400 percent, Wal- 
ters said. 

Company officials holding the 
series of meetings emphasized the 
importance of spring selling. 

“The months of April and May 
offer the greatest opportunity to 
Packard dealers and their sales- 
men, and that is why we must 

(Continued on Page 36, Col. 4) 


a mile, and the total amounts to 
approximately 5% cents.” 

Rollins, declaring that inquiries 
received by his firm during the } 
last few months had tripled, said 
the largest potential market for 
fleet leasing was among the two 
million automobiles used by sales- 
men. He estimated savings of more 
than $1,000 a year through leasing 
cars for salesmen who travel 30,- 

000 miles a year and receive remun- 
eration of 8 cents, or more, per 





nesday ended price ceilings on steel, 
alloys, machine tools and certain 
chemicals. The last of the consumer 
items were freed of controls a week 
earlier. 

The agency used seven decontrol 
orders to bring back the free 
economy directed by President Ei- 
senhower before the price-wage law 
passes out officially at the end of 
next month. 


AAR and Boosters 
Back Ad Drives 


NEW CASTLE, Ind.—Resolutions 
to support the Automotive Adver- 
tisers Council’s industrywide ad- 
vertising and sales promotion pro- 
grams, “Get It from Your Jobber” 
and “Care Will Save Your Car,” 
have been placed in effect by Auto- 
motive Affiliated Representatives 


Fred J. Walters 











d Automotive Booster Club Inter- 
a picture of the factory policy in N AD A W f C Is an mile. 
preparing for the spring sales arns O ontro eee sd hilt aac | 
season. S - mumittee, : 
Fred J. Walters, general sales Brief Opposes 2 Senate Bills Considering Mertens M. Cree, B-4 Dallas, peest- Willys Leaders Meet 
manager, said the 22 conferences ° oe ent o utomotive Booster Clu é . 
in major metropolitan markets Emergency P rice, Wage Ceilings International, has been named to On K-F Merger Again } 


were a part of the factory policy 
of acquainting dealers with 


present and future business 





” gratefal appreciation of your contribution 
‘te the preservation of American autamotive history 


WASHINGTON.—The NADA last 
week registered vigorous opposition 
to Senate Bills 753 and 1081 in a 
brief filed with the Senate Banking 
and Currency Committee. The two 
measures have to do with tempo- 
rary emergency price, wage and 
rent ceilings and an emergency 
stabilization act. 

The brief was presented by Alton 
M. Costley, of East Point, Ga., 
chairman of NADA’s national af- 
fairs committee. 

“We are opposed to the pro- 
posed bills,” Costley said, “be- 
cause their passage would, in 
effect, place in the hands of 
officials the power to promulgate 


essential, safe and efficient trans- 
portation needed by the American 
people. 

“Having so recently been freed 
from the burdens and inequities of 
controls, the new-car and new- 
truck dealers are extremely sensi- 
tive to the unsatisfactory and un- 
workable nature of. such controls 
and to the hardships which they 
impose upon competitive enterprise 
and individual initiative.” 


Clevite Markets 
British Bearings 


CLEVELAND. An extensive 


our restoration of an early model K =o 2 er ro line of replacement engine bearings 
| teité original excellent condition represents an gress as to the necessity ae » eaek for English-make automobiles now 
= Te eee a action.” is available for the first time in 
ae a Lees Pointi that th this country, according to Clevite 
at acisnibihos ointing out a e new-car | corvice. Inc 

and new-truck dealers of the nation Dis t ri a Oe cael: te wore 

give employment to more than 725,- e 
Rath, Marana 000 sesneaen and meet payrolls total-| Monmouth through the National 


at et oe 


Nash Pioneers Cited— 
This scroll is being awarded by Nash 


_jing 2% billion dollars a year, the 


NADA spokesman told the sena- 
tors: 
“The manufacture and sale of 


to 12 owners who restored early Rambler| automobiles has paralleled the 


autos for their “contribution to American 
automotive history.” The age of the cars 
ranged from 40 to 51 years. Each scroll 
is signed by George W. Mason, Nash 
president and board chairman. 


growth of our country. Controls on 
production, sales and credit are 
detrimental to our industry be- 
cause, among many other things, 
they make it difficult to provide 


Automotive Parts Assn., the new 
line of main and connecting-rod 
bearings is manufactured in Eng- 
land by the original equipment 
producer, Vandervell Products, Ltd., 
licensee of Clevite Corp. 


Cars for which bearings are 
available include Austin, Ford, 
Hillman, MG, Morris, Standard and 
Vauxhall. 


work with Booster clubs in the 
United States and Canada and the 
Automotive Advertisers Council, 
which has headquarters in New 
Castle. 


Comprising the committee are 
Carl L. Broich, Booster Club B-28, 
Indianapolis; Henry Clark, Booster 
Club B-6, Atlanta; and Sam A. 
Ladd, B-7, Chicago, international 


second vice-president. Broich and 
Clark are both international past 
presidents. 


NEW YORK. — At press time 
Thursday, top Willys executives 
were in session again here, dis- 
cussing the possible merger with 
Kaiser-Frazer. K-F leaders were 
standing by. 

Meanwhile, it was learned that 
two truck makers, Autocar Co. 
and White Motor Co., were dis- 
cussing a merger arrangement 
under which White would take 
over the assets and properties of 
Autocar. 








Dearborn Landmark Gets New Look— 


The Ford Rotunda, gateway to the Rouge plant, is undergoing restyling and will be 
reopened by June 1 as part of Ford Motor Co.'s 50th anniversary observance. The 
110-foot-tall gear-shaped structure, which was built for the Chicago World's Fair in 
1934 and later moved to Dearborn, has been completely remodeled. Displays, 
sculptures, murals and dioramas in the hall tell the story of the auto industry. A 
renovated theater with a seating capacity of 385 will present daily film programs. 
The building will be open to the public seven days a week, including holidays, from 


9 a.m. to 10 p.m. 
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It is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort 
required for braking. And by merely pivoting the foot 
on the heel, shifts from "go" to “stop” controls are 
made in far less time. 


- 
Reakt: : MORE DRIVING COMFORT, LESS 


FATIGUE AND GREATER SAFETY. 
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The Only Performance-Proven 
Low Pedal Power Brake 


Car manufacturers, here is a sure answer to the problem of creating added 
interest in your line of cars. Equip your vehicles with Bendix* Low Pedal Power 
Brake, the sales feature that has already established itself as one of the most 
popular devices offered the public in years. 


Dealers are enthusiastic because with the Bendix Low Pedal Power Brake it is 
now easy to demonstrate added braking power and safety. Service managers are 
happy because of its trouble-free performance and, best of all, new car buyers 
realize that with today’s trend toward “power” operation, a car equipped 
with a Bendix Low Pedal Power Brake offers the ultimate in braking efficiency. 


Remember, too, this new low pedal power brake is the product of Bendix, world’s 
largest producer of power brakes and leader in braking developments since the 
earliest days of the industry. That’s why if you are contemplating power braking 
it will pay to “Sign Up” with Bendix for the greatest improvement in braking 
since four wheel brakes. nes. u.S. PAT. OFF. 


BENDIX civision SOUTH BEND 





AVIATION CORPORATION 


Wd lb 


Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. ¢ Canadian Sales: Bendix- 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 


THE MOST TRUSTED NAME IN BRAKING 
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Also Seek Information on Defense System. . . 


Auto Makers Give U.S. 


Ideas on Materials 


WASHINGTON .—The automobile 
industry, manifesting apprehension 
over how it will fare under the new 
Defense Materials System, sent a 
delegation to Washington last week 
to find the answers. 


Accompanied by a representa- 
tive from the Washington AMA 
office, it first tried unsuccessfully 
to meet with ODM boss Arthur 
Flemming, but finally went into 
a huddle with Ralph S. Trigg, 
who used to guide DPA before it 
was absorbed by ODM recently. 
The industry’s spokesmen came 

here for two reasons: 

1. To outline their own ideas on 
how the new system for distribut- 
ing materials—which will replace 
the Controlled Materials Plan June 
80—should be set up. 

2. Gather as much advance in- 
formation as possible on what those 
assigned to write the DMS regula- 
tion were going to include in it. The 


) industry, now that official Govern- | 


ment procurement agencies are 
planning a stepped-up pace in de- 
fense contracts, is anxious to learn 
how DMS will operate. 

Trigg listened to the auto officials 
arguments on how the Government 
could best handle the distribution 
of materials to them for military 
contracts. It is reported that the 
delegation’s proposals were con- 
sidered to be in a _ too-simplified 
form and did not show full aware- 
ness of the major difficulties 
involved. 

The delegation, it is reliably 
disclosed, wanted first of all an 
assurance that it will not be 
necessary for the industry to dip 
into its inventories to build mili- 
tary goods. It also wanted assur- 
ance that the Government would 
set-aside enough materials for 
such contracts. 

Exact character of the Defense 


yh Beg oS | 





behind this trademark 


AUTOMOTIVE NEWS, MARCH 23, 1953 





Materials System, which has been 
closely guarded by officials, is due 


to be known today (March 23). 
DMS Regulation 1, spelling out the 
basic system, and DMS Regulation 
2, which concerns materials for 
construction, will be issued at that 
time. The full documents will ap- 
pear in the Tuesday issue of the 
Federal Register, officials said. 
The principal objective of DMS, 
of course, will be to see that enough 
steel, copper and aluminum will be 
delivered to military and atomic 
energy contractors, officials said. 
What materials are left, of course, 
will be in the free area and con- 
sumers will get it in accordance 
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OFr GLASSMAKING 


The newest Fiber Glass plant in the world is Pittsburgh Plate 
Glass Company’s at Shelbyville, Indiana. The first unit of this 
plant was placed in operation last autumn. Today, within less 
than six months, PPG Fiber Glass is available to serve the 
varied needs of industry for Superfine Insulation and for 


Yarns, Strands and Roving. 


Behind this most modern Fiber Glass operation are the 
skills acquired in 70 years of glassmaking—plus the broad 
business experience and facilities which are so important 


in handling the requirements of customers. 


If you use Fiber Glass—or contemplate its use for any 
application—you are invited to investigate PPG’s facilities 
for serving you. Pittsburgh Plate Glass Company, 632 
Duquesne Way, Pittsburgh 22, Pa. District Offices: Chicago, 
Cincinnati, Cleveland, Detroit, New York, Washington. 
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with their own purchasing abilities, 
it was reported. 

Indications are that the auto in- 
dustry will not be wholly satisfied 
with DMS, but the degree of this 
dissatisfaction will not be known 
until after it has had opportunity 
to analyze the regulations fully. 

It is definitely known that the 
auto industry, for its civilian out- 

put, cannot expect any increase 
in the amount of nickel, cobalt 
and probably stainless steel be- 
ginning with the third quarter. 
Some sizes and shapes of steel 
are likely to be in inadequate 
supply, too, a few officials predict. 
Some officials are privately fear- 
ful that DMS will be worse on 
United States industry than CMP. 
NPA’s days are rapidly becoming 

numbered, and the agency is 
shrinking almost to a_ skeleton. 
Nine hundred more employes will 
get 30-day dismissal notices this 
week. One more meeting of the 
passenger car industry advisory 
committee is scheduled to be held 
before NPA folds up. The session 
is due probably late in April. 

Motor Vehicle Division officials 
last week were preparing an agenda 
for that meeting. Undoubtedly a 
discussion of the Defense Materials 
System will occupy a major part 


GLASS 






new research on Fiber Glass 


Continual research has been one of the most 
important factors in maintaining leadership for 


Pittsburgh Plate Glass Company, having been 


window glass 


responsible for such outstanding developments 


e the famous Pennvernon method of drawing 


e Carrara structural glass 


oratories 


BRUSHES - 
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@ Herculite all-glass doors 
@ massive windows for atomic research lab- 


PPG’s research will be equally important in the 
continued development of its newest product, 
Fiber Glass. Your business may be among the 
first to profit. Your inquiries are invited. 
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‘Give a Day’ Program 


Moved Up to May 1 


WASHINGTON, — Ed Sahli, 
chairman of NADA’s member- 
ship committee, has informed 
NADA directors that the “Give 
a Day to Your Association” 
program, which has been held 
in previous years in October, 
will take place this year on May 
1, and every spring thereafter. 

Sahli also announced that each 
NADA director will be author- 
ized to hold one or more area 
chairman luncheons in his state 
in April. 





of that get-together, they said. 
Other topics which will be consid- 
ered are the industry’s plans for 
reconversion if a full-scale war 
should break out, mobilization base 
and post-attack planning. 

A task group to make a full 
study of the reconversion problem 
may be appointed at that meeting. 
The industry has already gone on 
record that it wants no repetition 
of the situation which prevailed 
immediately after Pearl Harbor. 

The industry, at that time, was 
shut down almost immediately with 
the result that labor and plants 
remained idle for a long time be- 
fore defense production could get 
under way. Auto leaders are recom- 
mending that the industry be per- 
mitted to continue civilian produc- 
tion for from three to six months 
before reconverting. 


Hudson Jet Contest 
In Detroit Stirs 
Record Floor-Play 


DETROIT.—A Hudson Jet give- 
away promotion, supported by 
newspaper ads and television and 
radio spots, resulted in “record- 
smashing” floor traffic in Detroit 
dealers’ showrooms on announce- 
ment day, according to Bill Her- 
mann, president of the Hudson 
Dealers of Metropolitan Detroit. 

Special 800-line newspaper ads 
invited the public to visit dealer- 
ships and list on an entry blank 
the three features they liked best 
about the Jet. 

Entries will be judged by a com- 
mittee of automotive writers. They 
are Pete Wemhoff, editor of Auto- 
MOTIVE News; Siler Freeman, De- 
troit Times; Ralph Watts, Detroit 
News, and Leo Donovan, Detroit 
Free Press. 

Hermann said he believed that 
the high showroom attendance in- 
dicated a growing public interest 
in lighter, more compact cars. 
However, he added: 

“I noticed in my showroom that 
prospects were interested in such 
optional equipment as Twin H- 
Power and Hydra-Matic. It seems 
that the economical-car buyer has 
as much desire for these items as 
the luxury-car buyer.” 


Mich. Motor Show 
Set for June 2-7 


DETROIT. — Featuring the un- 
usual in automotive equipment, the 
first annual Michigan Motor Show 
will be staged at the State Fair 
Grounds here June 2-7, 

Sponsoring the exhibit is the St. 
Clair Shores Lions Club, which will 
use the proceeds for its Guide Dog 
program. 

More than 100 vehicles in the 
sports-car, custom-car, foreign-car, 
classic, vintage, antique, hot-rod 
and competition fields will be dis- 
played. In addition, there will be an 
exhibit of several of the “specials” 
of American manufacturers. 





Allen Adds 7th Link 


To His Chevrolet Chain 


MIAMI.—Southland Chevrolet, 
Inc., of 1125 N.E. Second Ave., 
has been sold to Don Allen, ac- 
cording to Charles F. Johnson, 
owner of the firm, - 

This is the seventh dealership 
for Allen, who has been a Chev- 
rolet dealer since 1986. He 
started in Albany, and then 
branched out to South 
Buffalo and Lockport, N. Y. 


New York City and Pittsburgh. 
The name of the new firm will 
be Don Allen Ohevrolet, Inc. 
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WHISPERING CAMPAIGN ... THAT HELPS YOU SELL CARS! 


You can’t blame a customer if he goes around saying nice 
things behind your back. After all, put yourself in his place. 

Here he wants to buy a car from you, but those payments 
worry him. What if he gets sick? And here you are with 
the answer, recommending that he look into Associates’ 
Insured Payment Plan. 

He finds out how the I.P.P. makes payments for him 
in case of disability or illness, for his heirs if he dies. 
He likes its non-cancellable life insurance without an 


examination, its complete financial protection at very low 





The Old Sage bap... 


“Talk is cheap—and the right kind is plenty helpful.” 


cost. He finds he can get it without red tape right now. 

Could be it helps you make a sale. It has, plenty of times, 
by eliminating customer hesitation. And whether he collects 
on it or not, he invariably tells his friends about your service 
that takes the worry out of car buying. You could have 
perfect strangers walking in to buy from you—that’s hap- 
pened, too. Whispering campaigns work that way. 

Ask any Associates representative about the Insured 
Payment Plan—and about Associates’ complete finance and 


insurance service. 


ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Students Get Lift from Ward— 


A dval-control sedan is presented by Gordon Ward (third from left), owner of 
Gordon Ward, Inc. (Pontiac), Sharon, Pa., to officials of Forrell High School. Seven 
dealers have joined Ward in a program of furnishing cars for driver training in 
local schools. 


The back pages cf every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you 
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“MOTIVE WASHINGTON 
| S. Economy Scanned 


ic: Business Trend 


By William Ullman 

Washington Correspondent 
ican people generally are deeply disturbed over 
ccstions: Will there be a depression, and, if so, 
‘how severe? Will there be a general war, and, if 
How can anyone know? Depressions and wars 


[THE 


VU 


when 21 





50, \ — | : * 

have raany causes, including psychological factors which are 
= apt P a oa ar aoa | mist for the Federal Deposit Insur- 
economy is complicate Y 4\ ance Corp. here, says the essence 
huge military outgo, and | of a depression is less spending for 
ther: se who fear the effect| goods and services produced by 


ucing this expenditure. 
Clark Varburton, an econo- 


business enterprise. 
When people spend less, one of 


of rex 
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that gives Substantially Increased Horsepower 


Smoother Operation ... Improved Economy 


Stromberg now brings you a carburetor of such 
advanced design that it is surely destined to be the 
accepted standard of tomorrow’s car. 


Born out of Stromberg’s constant search for higher 
efficiency in carburetion—a research program that 
began 40 years ago and has never since stopped nor 
slowed down—the new four-barrel Aeroquad Car- 
buretor provides unequalled engine performance. 


The new Aeroquad helps to provide instant hair-trig- 


ger response and acceleration when the driver de- 
mands it! It makes that extra surge of power at high 
speeds . . . so often needed for passing .. . a firm 
reality. In every driving situation—on crowded city 
streets . . . on fast-moving super-highways . . . under 
heavy load—the Stromberg* Aeroquad Carburetor 
gives added engine power, silky-smooth performance, 
and reduced operating costs. 


Make your choice Stromberg—the name you can 
depend on for the finest in carburetion. 


*REG. U.S. PAT. OFF. 




















two things, or both, mus 


have 
happened. Either peop! kept! 
money in their banks or pocket. 
books that they might hay spent 


without going too far in the hole 

or they had lesg 
money to spend 
In other words 
depressions are 
caused by 4g 
shrinkage 


in 
money spendin 
in the m & 


A recent sury 
by the staff of a 
perts attached to 
the House-Senate 
Committee on the Economic Report 
points to powerful forces which 
sustain our economy, These include 
a tremendous backlog of demand 
for construction of every type, pri. 
vate and public. , 


Investment needs to meet this 
demand are estimated to require 
an outlay of $500 billion between 
now and 1960—$300 billion for dup. 
able equipment and nonresidentia] 
building, $100 billion for housing 
$60 billion for highways, and $49 
billion for schools and hospitals, 
There is a huge accumulation of 
savings by the consuming pub 
and population growth is enlarging 
our nation by upward of 20 million 
every decade. 

* * x 

Specialized Economy 
ON THE other hand, says an edi- 

torial in the National Educa- — 
tion Assn.’s Journal, we have a 
large consumer debit, and our 
economy is highly specialized ang 
intricate. In such an economy, pros. 


William Ullman 


perity depends on money flow, just — 


as health in the human body de- 
pends on blood flow. Each indi- 
vidual must have the money to 
buy his share of total production, 
or someone else is disemployed. 
Monopoly and other factors which 
disturb money flow tend to produce 
depressions. 


Our economy is not only highly 
specialized; it is also a luxury 
economy, including heavy expend- 
itures for indulgences. Our sys- 
tem of enterprise has been so 
effective and our standard of 
living is so high that much of the 
output of American factories 
would be regarded as luxury in 
any other country. 

Luxuries are things which people 
if they become fearful, can do 
without. Since the degree of luxury 
is greater than formerly, this psy- 
chological factor is larger. On the 
other hand, our Government had 
considerable experience during the 
last depression in maintaining 
money flow and increasing buying 
power. Social Security adds stabil- 
ity and strength. 


Will there be general war? The 
tensions are great; there are many 
unfavorable circumstances, but we 
hazard a guess that there will not 
be world war in our generation. We 
cannot believe that either party to 
the world struggle wants to commit 
suicide, which war with the newer 
weapons could mean. 


The road away from war, accord- 
ing to Joy Elmer Morgan, editor of 
the Journal, is to put more of our 
time and talent and money into 
education—both at home and 
abroad—to foster mutual under- 
standing and appreciation between 
various racial and religious groups; 
to find ways of regulating and con- 
trolling trade rivalries, and to help 
develop agriculture and industry 


7 
throughout the world in order to 


overcome want and fear. 
+ * * 


Driver Demerit Plan 


drivers accumulate demerits for 
traffic violations and lose their op- 
erators’ permits if their records 
become bad enough will go into 
effect in the District of Columbia 
on Apr. 1. 


The demerits to be given & 
driver will be in proportion to the 
seriousness of the violation. An 
accumulation of three demerits in 
any three-year period will bring 
a warning; five will require & © 
conference with traffic officials; 


j 
TS point system under which 4 


| 


4 


eight will bring automatic sus- — 


pension, 


If the demerit total reaches 12,8 


the driver’s permit will be revoked. 
A single serious violation such & 
drunken or reckless driving in- 


volving personal injury will score? 


12 points and result in automati¢ 


revocation of permit. 
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A great new line of products — 
gives Chevrolet dealers / 
everything 
\ for even greater 


. leadership 


\ 


SAO Mamata 


America’s leading 
franchise... 
America’s 
rNetterey 


oe 





CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICH. 
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Discussing Ford Trucks— 


When Al Long (left), Detroit Ford dealer, held a preview of the new Ford truck 
models, several hundred acquaintances dropped in to talk shop with him. Joining in 
the discussion here are Diane Malooly, Detroit's Miss DSR (Department of Street Rail- 
ways), and Paul Williams, sportscaster of WW4J-TV, Detroit. 





DETROIT. —-Three new factors 
which face the industry for the 
first time as it enters a highly com- 
petitive period make it virtually 
impossible for anyone to forecast 
accurately the sales trend for the 
next 10 years, Jack Weed, truck 
and service editor of AUTOMOTIVE 
News, told an overflow audience of 
the Michigan chapter of the Amer- 
ican Marketing Assn. at its monthly 
meeting in the Stockholm Restau- 
rant here last week. 

These factors include the near- 
saturation that afflicts the nation’s 
highways, the acute shortage of 
mechanics and the new economic 
problems that confront dealers. 

The meeting program, which was 
based on “Crystal Ball Gazing Into 
the Next 10 Years,” included a 
panel of three editors whose publi- 
cations are recognized as authori- 
ties in the various phases covered. 

Carrol W. Boyce, national affairs 
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Looking Ahead on Autos 


Highway Problem Seen Clouding Sales Future; 
Editor Speculates on Design 


of the robot brain or calculator 
coming into the industry with the 
automatic production era that the 
industry is entering. Boyce called 
attention to the use of these devices 
by the armed forces, particularly 









be more strongly supported in the 
interests of safety. 

Weed said the industry is fast 
approaching a highway satura- 
tion point that would have a di- 
rect bearing on sales, regardless 
of the ability of the public to buy. 
“The saturation of inadequate 
highways, especially in the thick- 
ly populated East, is already be- 
ginning to be felt,” he said. 

Another phase of the industry 
that would have a direct bearing on 
forecasting sales is the acute short- 


in the direction of firepower. He|#8¢ Of mechanics, he claimed. It not 


said that such a machine would be 
necessary in order to assemble all 
the data required for advance plan- 
ning in the automatic manufacture 
of vehicles. 


only would affect the dealer’s abili- 
ty to maintain a high absorption, 
so necessary in a highly competi- 
tive period, but also tend toward a 
substantial maintenance-cost in- 
crease that would have its bearing 


Walter Woron, editor of Motorjon the amount of used cars he 


Trend magazine, which has set up 
a valuation study of various car 
makes, said that the next 10 years 
would see a more universal adop- 
tion of the eight-cylinder engine, 
shorter and more sloping hoods for 
greater vision, rear wheels would 
continue to be shielded but that 
scoops or other method of forcing 
more air to cool tires and brakes 
would be emphasized; that interi- 


would get. 

The third factor that must be 
solved is the dealer’s economic 
problem that stems from a con- 
stantly growing used-car inventory. 
This, Weed said, is due in part to 
the increased percentage of people 
who are able to buy new cars as 
against the decreased number of 
buyers who are held to the pur- 
chase of used vehicles by their eco- 
nomic status. 


. ; . ° ati _| editor of Factory Management and|ors would tend toward a bucket- 
TIVE NEWE ives Vou he ‘entire story every week throughout the year. | Maintenance, saw an extensive use| type seat and that car roofs would] Also prominent in this new deal- 
ee aes J er pattern, that must be set before 
accurate gauging of maximum new 
vehicle sales potential can be fore- 
casted, is the increased cost of do- 
ing business, the greatly increased 
cost of used-car occupancy on the 
sales lot, the higher cost of recon- 
ditioning, and the higher cost of 
writing a service shop order, he 
declared. 

In addition to these factors that 
must be resolved in order that 
the dealer can keep himself in a 
sound financial status and be able 
to carry the inventory of both 
new and used vehicles, the tempo 
of used-car selling must be in- 
creased, according to Weed. 

He pointed out that in Detroit 
in February, 11,906 used-cars were 
sold as compared to 13,790 new. Ac- 
cording to the last NADA dealer 
operation report, it was stated that 
the ratio of used to new-car sales 
had increased to 1.6-1. On that basis 
the Detroit dealers should have sold 
at least 22,064 used cars, or nearly 
double the number actually sold, to 
keep the ratio of new to used sales 
in balance, Weed said. 


Out of Bond-age? | 
Dealer-Stalin Enterprise 
Nearing Climax 
CHAPEL HILL, N. C. — Bruce 
Strowd is in a bit of a quandry 
over a business deal he undertook 

10 years ago. 

Seems that the Chapel Hill auto- 
mobile dealer purchased a $25 U. | 
S. war bond in 1943 and mailed it | 
to Joseph Stalin in admiration of ' 
the Russians’ hercic defense of 
Stalingrad. Strowd’s name ap- 
peared on the bond as joint owner. 

Now Strowd wants to know if 
his partner ever cashed it. If 
Stalin failed to redeem it, Strowd 
explained. he himself would like 
to cash the bond. 

Strowd wrote to the Federal 
Reserve Bank in Richmond, Va.. i 
but that institution referred it to 


ELCOME N E W the Chicago branch. 
” CU S TOM E RS “Just a few months ago, we modernized our service department Goshen Firms Move 
ee en renown’ cuatro 
attractive, efficient the merchandising value of our Lincoln equipment has helped merly occupied by Waltz Motor 
e us gain new customers, and turn them into steady customers. 
Linco/n 


Supply. Thomas Hudson Sales & 
Service is taking over the quarters i 
Having all our service outlets centralized in one compact Et See ee 
(7 “sell Lincoln Masterluber has meant faster, cleaner and more 
t ling’ efficient service which adds up to extra profits.” 
Y “LUBRICATION 
DEPARTMENT 


ae 


LUBRICATING 
EQUIPMENT 








To New High in Feb. 


WASHINGTON. — Used - car 
stocks in the hands of fran- 
chised dealers continued to grow 

at the end of ae. ——— 

H ing to a report m the Nation- 

Remember these quick inspections that may turn up extra profits for you on every lube job... ee 2 or Ee te 

~ @ Check the Fan Belt @ Check Radiator Fluid © Replace lost or damaged Grease third 10-day period in the month, 

| @ Check the Air Cleaner © Check the Muffler and Tail Pipe Fittings with Lincoln BULLNECK* mounting to a new high of 672,- 
© Check the Oil Filter @ Check all Lights Fittings... the modern fitting 908 units. 


Used-Car Stocks Rise 
Joseph Casey 


WRITE FOR YOUR FREE COPY 


£ Lincoln's New Lubricoti @ Check the Spark Plugs @ Check the Tires with the ball-in-the-top. Seals This represents a 17,202 gain 
+cat 8 theca © Check the Battery and Cables © Check the Windshiled Wiper dirt out . . . grease in. over the second 10-day period of 
Department Plan Book. Shows how @ Check Radiator Hoses and Washer “Tradeneme Registered the month, which is slightly less 





easy it is to scientifically select the 
right lubricating equipment for 





than previous increases by simi- 


eee sets lar periods. 


maximum sales and profits. 20 of Used-car sales for the riod, 
the most popular combinations as pot ott ot however, are off sharply ome 
are illustrated, : 4 Tai ln 4 “1! pared the same period in 


January. For the third 10-day 
period in January, NPA said 
dealers sold 236,161 anits, as 
compared to 192,292 units for the 
same 10 days in February. 


LUBRICATING EQUIPMENT @ « - 


LINCOLN ENGINEERING CO., 5709 Natural Bridge 
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First By Far in Circulation a wa 3 i b 


LR 
| First By Far in Advertising ; 
THE LOS ANGELES TIMES overwhelmed 
competition in America’s third market 
during 1952. The Times published 42.3% 

{ of all newspaper advertising in the five- 
paper field and rocketed to an all-time 
Los Angeles high of 45,849,407 lines. 

In circulation, the Los Angeles Times 
easily maintained leadership, far outsell- 
ing all other newspapers Daily, Sunday 
and in number of home-delivered sub- _ ee WERALD- [——_— = Fa sa 

EXPRESS [= mie 

NEWS —— = 

12.8% 8.4% 10.3% ae 





scribers. =% 

By publishing 629,424 lines of New Pas- <= 

senger Car, Truck and Tractor Advertising, 

The Times led all other Los Angeles news- 

papers in this category—30.1% of the 
five-paper field. 







Leader in 90 out of 113 


Media Records LOS ANGELES 


Classifications including 





all Major Classifications 


First By Far in Selling 
Power For All Advertisers 


REPRESENTED BY CRESMER AND WOODWARD, NEW YORK, CHICAGO, DETROIT, ATLANTA AND SAN FRANCISCO 
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On the Financial Front. . . 


Car Makers’ Shares 
Gain 6.7% in Month 


By George Deery 
Associate Editor 

AINS and losses in the common 

shares of auto makers listed on 
stock exchanges were evenly di- 
vided in the month ended Feb. 27, 
according to a compilation by First 
of Michigan Corp. 

While four issues registered an 
average increase of 6.7 percent, a 
like number gave up ground to 
the extent of 3.3 percent. Six 
truck companies were up for an 
average of 4.5 percent over their 
January close. The average de- 
cline for three of the commercial 
car builders was 3.4 percent. 

Kaiser-Frazer took the lead 
among the car makers with a spurt 
of 11.8 percent, followed by Nash- 


percent higher than it closed in 
January. During the same period, 
Hudson chalked up a price increase 
of 0.8 percent. 

Chrysler suffered a 6.5 percent 
sinking spell; Packard dropped 3.8 
percent; General Motors was off 
1.8 percent, and Studebaker faded 
1.2 percent, First of Michigan added. 

Autocar came up with the 
sharpest rise in the truck sec- 


New Branch in Charlotte 
Opened by U. S. Rubber 


CHARLOTTE, N. C.—U. S. Rub- 
ber Co, last week opened a new 
Charlotte branch and tire distri- 
buting center at 3330 Monroe Rd. 

H. N. Roberts, district manager 


Kelvinator, which bettered its price|of tire sales, and T. R. Ronan, 


by 8.5 percent. 
* * * 


branch operations manager, are in 
charge of the new branch, which 


with Federal-Fawick 
in secon place for a boost of 
7.5 perceot. White was next, 
showing 2» appreciation in value 
of 3.7 percent. 


tion—11.3. 


The remaining three on the up- 
side were Diamond T, 2.8 percent; 


Reo, 2.3 percent, and Four-Wheel- 
Drive, 2.2 percent. Divco was off 5.6 
percent; International Harvester, 
3.5 percent, anc Mack, 1 percent. 


Reo Earnings Top 
$3.2 Million as 
Sales Set Record 


Reo has reported for the year 
ended Dec. 31, conselidated net 
earnings of $3,266,000, or $6.63 per 
share, These figures compare with 
$2,422,000 for the year ended Dec. 
31, 1951, equal to $4.92 per share. 

Joseph S. Sherer jr., president, 
said the 1952 consolidated sales 
were $156,469,000, an alltime high 
for Reo and 38 percent over the 
$112,756,000 total for 1951. 

In addition to cash dividends of 
$2 per share, a 10 percent stock 
dividend was declared during 1952, 
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Burke Gets Franchise— 

©. F. Yando (right), Chicago Ford 
district sales manager, hands Bernard 
Burke the franchise papers for his dealer- 
ship, Burke Motors, Inc., 6455 S. Western 
Ave., Chicago. Burke has been a dealer 
for 21 years. 


31, 1952, amounted to $46,788,000, 
and current liabilities were $32,933,- 





Wy Rts - OVERLAND ended the|is an outgrowth of one originally 
month with a quotation 5.8/ established in Charlotte in 1937. 





payable last January. 
Total current assets as of Dec. | $13,855,000. 


000, leaving net working capital of 





L-O-F Super:Fine Fiber-Glass is installed 
throughout modern cars to provide greater pas- 
senger comfort and safety. Super-Fine is highly 
efficient sound and thermal insulation. 








Your tinal step in muting 
high-frequency engine norse! 


The successful effort to quiet an engine begins with 
attention to moving parts, and ends with a blanket of 
L-O-F Super-Fine Fiber-Glass installed under the 
hood and on the fire wall. There are few owner satis- 
factions to compare with an engine that never speaks 
above a whisper. 

Inherently suited to those applications, L-O-F 
Super:Fine muffies high-frequency engine noise, tire 
whine, airstream whistle, helps block heat passage 
into car body. The glass fibers resist fir2, oil, grease and 
most acids. 

Other applications of L-O-F Super-Fine Fiber-Glass 
—liners in roof, under package trays, on dashboard— 


Lo, 
(crass 


PrSKONed @ 


FIBER-GLASS 


further support your continuing effort to offer cus- 
tomers engines that speak only in whispers and auto 
bodies that offer increased passenger comfort. 

On your production lines, featherweight L-O-F 
Super:Fine is easily handled, quickly applied without 
lost motion. Of course, it almost goes without saying 
that you can depend on Libbey-Owens:Ford, with 
its long automotive experience, to deliver top-quality 
Super-Fine Fiber’Glass right on schedule. 

For further information, call L-O-F’s Detroit office, 
610 Fisher Building, TRinity 5-0080. Or write us for 
the names of Hoodliner-Kit suppliers. Libbey-Owens: 
Ford, Dept. FG 41, Wayne Building, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER-GLASS DIVISION 








Firestone Profit 
Slips for Year 
To $43,081,717 


Confidence that business. will 
continue in 1953 at present high 
levels was expressed to. stock- 
holders at their 
annual meeting 
in Akron by Har- 
vey S. Firestone 
jr., chairman of 
Firestone Tire & 
Rubber, who re- 
ported that sales 
for 1952 were the 
second largest in 
the history of the 
company. 

Net sales 
amounted to $965,- Sa ee 
364,427, compared with $975,766,455 
for the previous year. Net income 
amounted to $43,081,717, equal to 
$10.89 a share, compared with $12.26 
in 1951. 

The cost of plant expansion and 
improvement of equipment 
amounted to $42,951,683. 

“Business prospects for tire 
dealers in 1953 are very en- 
couraging because of an 8 percent 
increase in the number of potential 
purchasers of replacement tires,” 
Firestone said. 

“In 1953, there will be on the 
road 2,850,000 more passenger cars, 
trucks and buses two or more years 
old than there were in 1952. How- 
ever, unit sales of all types of tires 
should go up 10 percent because 
depleted stocks of truck and bus 
tires will be replenished.” 


Goodyear’s 'P rofit 
Of $39,009,866 
Sets 54-Year High 


Last year was one of record 
employment, production, sales and 
earnings for Goodyear Tire & Rub- 
ber, according to Chairman P. W. 
Litchfield and President E. J. 
Thomas. 

For the second successive year, 
sales exceeded $1 billion to reach 
the highest mark in Goodyear’s 54- 
year history. The 1952 total of $1,- 
138,403,608 compares with $1,101,- 
141,392 for the previous year. 

Net income, also a_ record, 
amounted to $39,009,866, equivalent 
to $8.30 per share, compared with 
$36,628,296, or $7.75 per share in 


1951. 
* * + 
e 1 
Pacific's Best 
Finance Firm Puts ’52 Net 
At $3,558,440 
Pacific Finance Corp.’s total 
volume of business and net earn- 
ings for 1952 were the highest in 
the company’s 32- 
year history, it 
has been an- 
nounced by Presi- 
dent Maxwell C. 
King. 
Net income for 
the year was $3,- 








= of preferred 
Maxwell ©. King dividend require- 
ments, net income in 1952 for 
common stock was $3,209,030, equal 
to $3.96 per share, compared with 
$3.54 per share in 1951. The 1952 
earnings, King pointed out, reflect 
a reduction in Federal income taxes 
of approximately $735,000, or. 91 
cents per share, as the result of 
changing to the “reserve” method 
of deducting credit losses for in- 
come tax purposes. 

During the year, Pacific Finance 
increased its capital funds nearly 
50 percent from a total of $39,172,- 
745 to $58,010,834. 

The company plans, subject to 
approval by stockholders of an in- 
crease in the authorized common 
stock, to issue 137,500 shares of its 


common stock on or about March’ 


31 in exchange for all of the capital 
stock of Motors Acceptance Co 
The acquisition of that company, 
which conducts sales finance and 
consumer loan business through 17 
offices in principal Wisconsin ee 
would bring to 176 the number 
offices operated by Pacific Finance. 





[ 


en 
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anyo 
iner °? 


Offhand we can’t think of anyone finer than Dinah Shore 





to help tell the Chevrolet Story. Starting tonight 

Dinah Shore begins a new radio show on NBC every Monday 
and Friday evening at 10:00 p. m. And, of course, she 
continues to help sell Chevrolet products on 


NBC Television each Tuesday and Thursday at 7:30 p. m. 


| 


With its new schedule Chevrolet is reaching radio-only America 
(which buys one third of all cars) as well as radio-plus-tv 
America (which buys the rest). And they’re 


doing it with a single personality-product identification. 


It’s a fine idea. Why not consider it for your advertising. 





a service of Radio Corporation of America 














x 


rome 
—_ a emma ome 


] EATH of th: in who called 
himself J ph Stalin (man of 
steel), miracle man to the 
millions, has 
for the Christian world. 

His father, an impoverishe 
drunken shoemaker, had made him 


sullen and resentful by frequent Economist, 









AUTOMOTIVE NEWS, MARCH 23, 1953 


a short, pudgy fellow ... about 
five foot seven, weight about 250 
|pounds . . . but, withal, a cautious, 
lintelligent man, trying hard to be} 
like Stalin. He managed the purges, | 





which liquidated all visible opposi- | 
tion in the days before Trotsky was | 
xiled to Mexico (and later assassi- | 
nated). Yet, Malenkov must be 


onscious of the bitter enmity of 
some of the men he has superseded, 
ineluding Molotov, whose wife was | 
liminated from her job by Malen- | 
am | 
‘K Vv. ; 7 
Reston Defines Crisis 
West is the state of mind in 
the western world during these 
significant events? I can tell you 
what it should be. James Reston 


|says that the Chinese, who know 
1 Russian | great deal about the struggle of 
important implications | life, write the word “crisis” with 

|two characters. . 
4 and “danger,” the second “opportunity.” 


. the first means 


of the London 
“The greatest 


Barbara Ward, 
says: 


beatings when he was a child, His} single error the west can make 
mother, a peasant’s daughter of | would be to underestimate the ur- 


singular sweetness and character,| gency of joint plans to meet the 


called him “Soso” (Little Joe) and 


implacable expansion of Soviet 


lived to see him dictator of the | strength. 


world’s largest empire. 

Joseph Stalin achieved much 
for his country. In terms of terri- 
tory his gains exceeded those of 
all the czars. In material prog- 
ress the improvement under his 
regime has been unequaled in 
human history. In a short period 
of two decades he established a 
steel production twice that of 
Great Britain, one-third that of 
the United States. 

His followers set him up as a 
god and inspired personal adora- 
tion unequaled since Nero. His pho- 
tograph was an ordered symbol of 
faith and was carried through the 
streets. His word, ranging from 
statecraft through economics, lin- 
guistics, biology and music, was ac- 
cepted as sacred writ and as final. 

Stalin’s successor, Georgi M. 
Malenkov, his principal “stooge” 
and onetime private secretary ... 


“The western world is marking 
time,” she says. “When the repre- 
sentatives of Britain and the United 
States meet in Washington it may 
be wise to note that in one part 
of the world at least there is no 
thought of marking time.” (Re- 
minds me of the song we used to 
sing in the fourth grade... “John 
Brown’s body lies a-molderin’ in 
the grave but his soul goes march- 
Me OR 6 < 

The fifth Soviet Five-Year Plan 
forecasts production as great as 
anything planned in the past. 

Electricity is to increase by 80 
percent; steel by more than 60 
percent; foodstuffs over 40 per- 
cent, and the biggest expansion 
of all, petroleum, 85 percent. By 
1955, Soviet industrial production 
will be 70 percent greater than 
it is today and will then surpass 
the combined basic production of 





Dufresne Sells Trucks to Idaho— 

Rynd Miller, manager of Dufresne Auto Co., Boise, Id. (left), and Bob Putnam, 
sales manager, are shown with part of a fleet of 18 Dodge trucks for the State of 
Idaho and 25 Dodge pickups for the Mountain State Telephone & Telegraph Co. 





Western Europe, including Brit- 
ain, 

The reckless optimism in indus- 
trial America is due to the survival 
of a very consoling piece of eco- 
nomic folklore ... the idea that if 
economic affairs are left to adjust 
themselves, equilibrium, expansion 
and prosperity will automatically 
follow. The 19th century was a 
time of phenomenal economic ad- 
vance, carried on almost without 
planning, but conditions have vastly 
changed. Now, “trade, not aid,” is 
the devout wish of all America’s 
partners among the friendly na- 
tions. 

& * * 


Stalin Got His Way 
OSEPH STALIN must have en- 
joyed some chuckles over the 


naivete of American politicians 
since the last world war. He surely 
didn’t want another one while he 
was building up his production. At 
the Yalta and Potsdam conferences 
Stalin won much, while giving lit- 
tle in return. 

He promised to enter the war 
against Japan, which he did after 
Japan was defeated; he agreed to 
back democratic governments in 
the liberated areas of Europe. In 
return he won agreement that the 
Soviet was to retain all rights in 
China enjoyed by Russia before the 
Russo-Japanese war, gained consent 
to the occupation of East Prussia 
and was given the right to collect 
damages for all losses suffered dur- 
ing the war. Then he passed up 
the Marshall Plan, but agreed to 
join the United Nations on condi- 





tion that he got the veto power, 


which has hamstrung that organ- 
ization from its beginning. 

There was another happy meet- 
ing at Tehran when Stalin, Roose- 
velt and Churchill raised their 
glasses of vodka and Stalin said 
to Roosevelt: “Well, my fighting 
friend, without American produc- 
tion the United Nations could 
never have won this war.” 
Churchill was for a Balkan in- 
vasion instead of one through 
France, but Stalin insisted on 
what afterward became “Opera- 
tion Overlord” ... and Stalin won 
out, 

There was long hesitation in the 
office of Pravda (Stalin’s personal 
organ) when the news of his death 
was due on the newsstands... it 
reached the public six hours late. 


“Caesar Has No Heirs” has been 
the epitaph on more than one im- 
partial tombstone. Yet, thousands 
of people stood for hours to get a 
look at the dead “hero” when his 
body lay in state in the big room 
in the hall which was once the 
hangout of nobility. 

Can you imagine the feelings of 
millions of Catholics and the other 
devout adherents of Christianity in 
Russia when they were ordered to 
begin the adoration of Malenkov? 


There is a deep strain of religion 
in the most ignorant barbarian re- 
gardless of what he may have been 
taught by his father and mother. 
He knows that there must be a 
power greater than any living man, 
and this knowledge always com- 
mands his thinking in the presence 
of any man who brags that he is 
an appointed anti-Christ. So, let’s 
say nothing ... but keep on saw- 
ing wood like that wise old states- 
man, Winston Churchill, is doing. 


Garner-Randall Builds 


Preliminary work has been 
completed for the construction of 
the new home of Garner-Randall 
Motor Co. (Lincoln-Mercury), of 
Amarillo, Tex. The building is to 
be located at 717 W. Sixth St. 











Exhaust and intake valves are open 
longer at the same time, thus causing 
tremendous ‘“‘run-down” noises creat- 
ing new muffling problems—which 
have been solved by AP engineers. 


FOR EXTRA HORSEPOWER 
TODAY'S ENGINES INHALE 
FASTER, DEEPER... 


«+» AND MUST EXHALE 
FASTER, QUIETER 







Mufflers. ‘‘Fenced-in” 


frequency chambers. 




















OVERLAP OF EXHAUST 
AND INTAKE VALVES 


Now exhaust problems of today’s 
better breathing engines are 
solved by better breathing AP 
silencing 
(use of air spaces between shells) 
absorbs new shell sounds; noises 
caused by bigger exhaust valves 
are quieted by more high 
frequency tuning; sounds due to 
longer opening overlap between 
intake and exhaust valves are 
silenced by improved low 























Power in today’s engines has been increased principally by using a 
larger air-gas mixture—in other words, by deeper breathing. 

But this creates new problems of exhaling or exhausting. The larger 
amount of faster moving gas bangs into the muffler with a loud rap. 
At the same time, bigger exhaust valves open with a boom. Finally, a 
longer overlap between the opening of intake and closing of exhaust 
valves adds more noise. 

But AP engineers, working in cooperation with car factories, have 
the answer—a better breathing muffler which exhausts the increased 
air-gas mixture faster, quietly and with less back pressure. 

Shell noises are reduced by “fenced-in” silencing—ribbed shells 
which create sound deadening air spaces between shells. “‘Boom" due 
to bigger exhaust valves is quieted by short chambers between an 
inner and intermediate shell. Sounds due to longer valve overlap are 
silenced by larger, better positioned low frequency chambers. 

Today's better breathing engines need these better breathing AP 
Mufflers. Contact your AP jobber now. 


THE 0p PARTS CORPORATION 


1082 AP Building » 


Toledo 1, 


Ohio 


Manufacturers of: MUFFLERS + PIPES +» MIRACLE POWER « dgf 123 
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FAR OUTSELLING 
ALL OTHERS 


Stock what’s easiest to sell...the GRILLE GUARD and KIT that’s the undisputed 
No. | seller...the most popular with car owners...your best assurance for fast turn-over and 
bigger profits. 















ERIE KARGARDS 


@ WITHSTANDS HEAVIER IMPACTS because of the 
extra strength in its exclusive fluted metal design and the 
method by which it is braced to the frame. 


@ CHROME PLATING is identical to new car chrome spe- 
cifications. 
@ EXCLUSIVE MODERN STYLING blends beautifully 
with ‘53 cars. 
@ COMPLETE fender-to-fender protection. 








Perfectly fits both front and rear of these 1953 cars: 


BUICK NASH 
CHEVROLET OLDSMOBILE 
DE SOTO PLYMOUTH 
DODGE PONTIAC 
FORD STUDEBAKER 


TWO GUARDS IN ONE—GRILLE GUARD AND FENDER GUARDS. 
There ies = DIFFERENT Erie Kargard custom tailored to fit each of the above 


car m 







No. 52C Deluxe model on Mercury. Finished in semi-gloss 
grey prime with chrome ring and chrome hubcap. 
Furnished with combination license bracket and 

chrome license light. Price maintained—only $42.95* list. 


THAT SLEEK RAKISH 
CUSTOM LOOK AT A FRACTION 
OF THE PRICE—ONLY... 


$42.95... 


THE SPECTACULAR ERIE CONTINENTAL-TYPE REAR DECK KIT 


Your customers wanted a continental-type rear deck kit, but many 
couldn’t afford $175.00 for a custom job. At only $42.95* list they’ll 
snap up these kits as fast as you can deliver them. 


@ SAME FINE WORKMANSHIP AND MATERIALS as the expen- 
sive custom jobs. 


t @ 15 MINUTE SIMPLE INSTALLATION by car owner. Clamps 
rigidly to bottom of deck lid. Does not rattle. Not necessary to 
remove and extend bumper. Not necessary to replace rear splash 
apron. 

@ NOT DESIGNED TO CARRY SPARE TIRE. 


*Slightly higher west of Rockies. 


Ta 


li 


ONE stock-keeping number perfectly fits these 27 late model cars: 









PR Se ON. 0:5 oso in b ad oWKs Minne dis 6.040.000 Gags 600008 4seno.s> "53, °52,'51,'50,'49 
PONTIAC (except torpedo more datas ia ioe vs db ikcesCeries tee twas tees 53, '52, '51, '50, '49 
CHEVROLET Concent: Fleetine) . aie ccccccecccccccccccccconsesccovesescce "53, '52, '51,'50, '49 
NET, EOE NN sighs 6b CREUER ESS s s Kose odcccccccccoescetrseceerstenreoness “Sa, oa 
OLDS 9B (all modeled. oc scccccccsncccdccccccccccccccccccccccceseccsscesesceesee *53; ‘$2 Hubcap hinged for Entire kit lifts easily 
OLDS SUPER 88 (convertible and hard top)... ......cceceseeececcsescerseeseseees 53, '52 easy access to trunk with trunk lid 
NASH AMBASSADOR and STATESMAN. ........0cscecceecsseecncssteeseeeseneees ‘53, '52 and gas tank : 
BUICK ne kes +004b so cheaabine ces cesJcvcccce dacdeneosinae 66s Omeew ORs een dame ‘53 * 
is sods Gade CRABRCKEWECOAD ORSON GEO dDC CCE DEO O00 G54 45504080 cebee ee Sesto oes ‘53 
De cc ccceccccseschepacdncapesesceccesescdiccccesccsccncerscscesseesecsonecs 53 
PECTS 6a 5in SSAADOLEESA COS SaPebe bets 6686965 5d0bs 466s ro bes on ese eke bedenen sees 53 


Car owners... your customers... prefer Erie Kargards and 
Erie Kits over all other makes. This popularity makes your sell- 
ing job easier. Send in your order or write for further infor- 
mation today. 


ERIE MANUFACTURING DIVISION 


PRESSED STEEL CAR COMPANY, INC. Bre 









general sales office: J & H Sales Company, 75 E. Wacker Dr., Chicago 1, Ill. 
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Sales Conditions in Various Areas. . 





Auto Market Reports 


;up to the corresponding period 
, Cleveland fra [through 1952. 
he first week of March in Cleve-| py alers indicate that high truck 
land saw continued high action in| .ajeg are due in part to contractors’ 
the sale of new cars and a spurt) planning for an early spring start. 
in truck activity. In car sales, dealers admit that 
For the week ended March 6, a/ “discounts are cropping into our 
new-car turnover of 1,566 was re-| conversations” and that shoppers 
ported, second highest weekly turn-| are more difficult to sell without 
over for the year, and about 500| cash off. 
more than the corresponding week In February, new-car sales to- 
a year ago. taled 5,521, a sizable hike over 
Used-car turnover failed to re- | the 4,398 figure of February, 1952. 
spond, despite good weather, and | Used-car sales were down—5,316 
sales for the week registered at | this year, 5,792 a year ago. In 
1,577, slightly under the previous | truck sales, 432 new and 283 used 
seven-day period and the same | Units were recorded in February, 
week a year ago. 1952, while turnover last Febru- 
Spurting ahead in sales were aa 468 new and 224 used 
trucks. New-unit sales soared to — 
187, highest for the year, and just| Official February sales by makes 
three under the corresponding shows Chevrolet ahead, but Ford 
week a year ago. Used-truck sales | 8aining. Here is the breakdown: 
jumped to 169, the highest week for| Austin, 2; Buick, 524; Cadillac, 
both this year and for any week/| 275; Chevrolet, 1,100; Chrysler, 173; 


Much EASIER 





DeSoto, 90; Dodge, 336; Ford, 894; 
Henry J, 10; Hillman, 4; Hudson, 
80; Jaguar, 3; Kaiser, 43; Lincoln, 
28; Mercury, 286; MG, 3; Nash, 155; 
Oldsmobile, 336; Packard, 77; Plym- 
outh, 537; Pontiac, 351; Porsche, 1; 
Singer, 1; Siata, 1; Studebaker, 156; 
Volkswagen, 3, and Willys, 47. 

Sales of trucks by make for Feb- 
ruary were as follows: 

Autocar, 2; Chevrolet, 152; Dia- 
mond T, 1; Diveo, 11; Dodge, 69; 
Ford, 92; GMC, 55; International, 
38; Reo, 1; Studebaker, 8; White, 


36, and Willys, 9. 
* + * 


Connecticut 

Carl R, Lane, executive vice- 
president of the Connecticut Auto- 
motive Trades Assn., reports that 
new-car sales in Connecticut last 
year were down to 63,005 from 72,- 
417 in 1951. 

Despite the 1952 decrease, all 
signs here indicate that Con- 


Cold Weather cTarRti NG 





At Session of Hudson Service Program— 


Hudson's district managers, service representatives and zone managers get the 
lowdown on the factory's 1953 parts and service program at a divisional meeting in 
Detroit. Personnel from Chicago, Minneapolis, Cleveland, Pittsburgh, Milwaukee and 
Detroit attended the parley. Similar programs for field personnel are being held in 
New York, St. Louis, Denver and San Francisco. The meetings also stress Hudson's 
1953 program for used-car reconditioning and merchandising under the direction of 


H. C. Levis, Hudson's national used-car manager. 


necticut dealers may enjoy a ban- 
ner sales year in 1953, especially 
in the new and late-model fields. 
The president of one of the 


state’s largest manufacturing con-| ojectrical 


cerns has sfated: “Right now, 
business conditions look better 
than they did at this time last year. 
We can see no end of hard work, 
but think we can see the proba- 





»ee when a WickERs vane fype pump 
is used for hydraulic 
power steering 

















Similar diagram of Vickers pump 
shows how pump vanes are ex- 
tended when engine is running. 
Pumping then begins and con- 
tinues at all engine speeds, 


This schematic diagram of a 
Vickers pump shows how sliding 
vanes are retracted at normal en- 
gine cranking speeds. No oil is 
pumped and there is practically 
no starting load. 





Vickers Pump with integral volume 
control and relief valves. 


Vickers Pump with integral volume 
control and relief valves and oil 
reservoir. 





In cold weather, the starting load is multiplied while 
battery power is greatly reduced. Under severe condi- 
tions any added load may be enough to make the 
difference between starting and not starting. 

In power steering, a hydraulic pump with fixed teeth 
or lobes may add greatly to the starting load. On the 
other hand a Vickers Balanced Vane Type Pump adds 
practically nothing to the starting load because it does 
not pump oil until the engine fires (see sketches at left). 
As a result, cars with power steering that uses a Vickers 
Pump start much easier in cold weather. 

There are numerous other reasons why Vickers pumps 
are now in use on many leading automobiles with power 


steering. 


MICKERS Incorporated 


Division of the Sperry Corporation 


1532 OAKMAN BLVD. e 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 


DETROIT 32, MICHIGAN 





1921 








bility of a good year (1953) ahead.” 

This executive’s optimism is 
clearly reflected in a sudden in- 
ciease in industrial employment. 
Women workers in a Hartford 
products concern are 
working the maximum 48 hours a 
week, with men working as much 
as 60 hours. 

The Connecticut State Labor 
Department reports in its latest 
bulletin: “Unemployment (in 
Connecticut) is the lowest in any 
January since World War II and 
3,400 below January, 1952. The 
rise was almost equally divided 
between men and women. 
“Average Connecticut production 
worker received a gross pay of 
$74.99 for a 43.4-hour week in De- 
cember. Work stoppages in Con- 
necticut were virtually at a 
minimum in January.” — (Thomas 
Marks.) 

* + * 
Manhattan, Kans. 

New-car sales in Riley County 
(Manhattan), Kans., took a decided 
slump in February, compared with 
sales in January, according to the 
County treasurer’s office. Only 55 
units were registered against 84 in 
January. 

Sales by makes in February 
were: Chevrolet, 14; Ford, 12; 
Plymouth, 6; Oldsmobile, 5; 
Pontiac, 4; Mercury, 3; Buick, 2; 
DeSoto, 2; Nash, 2; Studebaker, 2; 
Cadillac, 1; Dodge, 1, and Jaguar, 1. 

On the other hand, used-car 
sales edged up to 219 units, com- 
pared with 191 in January. 
New-truck sales were slightly 

more than in January. There were 
six sales in February, against four 
in January. Sales by makes: Stude- 
baker, 3; GMC, 2, and Ford, 1. 

Purchases of used trucks in 
February totaled 33, against 27 in 
January.—(George M. Hunholz.) 

x * a 


Pittsburgh 

The Pittsburgh market has been 
slow. Some dealers apparently can 
close a sale if they want to take 
the used car available in exchange, 
but one dealer was drawing the 
line and refusing to accept any- 
thing older than a ’48, 

Many prospects can’t meet the 
installments and think the dealer 
may figure out some way for them. 

Some dealers have been combing 
their prospect lists, with salesmen 
taking turns on the telephone, and 
not a soul visible elsewhere in the 
showroom.—(Leon M., Leffingwell.) 

= ” * 


Kirksville, Mo. 

New-car demand is good, with 
some dealers holding unfilled 
orders for certain models. Many 
sales are on a cash basis. 

Farmers here are in the habit of 
financing their cars for three, six 
or eight months, with due dates 
coinciding with harvest cash. 
Repossessions are virtually non- 
existent. Most farmers now are 
buying liability insurance. 

Used-car demand has been 
extremely slow despite a recent 
temporary spurt. Service also is off 
slightly —(L. H. Houck.) 

* a 


cd 
Buffalo 

New-car sales in the Buffalo area 
during January showed a sharp 
upswing over the corresponding 
month a year ago, but declined 
from sales of January, 1951, ac- 
cording to the Buffalo Automobile 
Dealers Assn. 

Sales in January totaled 2,854, as 
compared with 1,404 in January, 
1952, and 4,074 in January, 1951. 

Sales of new trucks for January 
totaled 262, as compared with 147 
in January, 1952, and 403 in Janu- 
ary, 1951, the association reported, 
—(George E. Toles.) 
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l F YOU are a used car dealer take a good long look at 
this map. No matter where you are located, you’ll find 
a Fidelity Insured Auction within easy driving distance. 
And at that Fidelity Insured Auction, you’ll find fast 
action, highest prices and complete freedom from wor- 
ry about bad check losses. Try it. . take your cars to 
one of these auctions just once and you'll never trade 


anywhere else. 


FIDELITY INSURED AUTOMOBILE AUCTIONS 
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AUCTION NAME ADDRESS AUCTION DAY 
Aptco Auto Auction 19241 Dix-Toledo Hyw., Melvindale, Mich. | Wednesday 
Dan Atkins Auto Auction Attalla Fair Grounds, Attalla, Ala. Thursday 
Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday 
Colfield Auction Boaz, Alabama Monday 
Columbus Auto Auction Cusseta Road, Columbus, Ga. Thursday 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Monday & Friday 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tuesday & Friday 
Mauldin Auction Sales, Inc. 1227 New Buncombe Rd., Greenville, S. C. Tuesday 
Red Farmer's Auto Auction 1010 South State Street, Jackson, Miss. Wednesday 
Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday 
Lapiner’s Auction Company 125 South Delaware, Mason City, lowa Wednesday 
Maney Auto Auction Jordan Lane, Huntsville, Ala. Friday 


AUCTION NAME 
Montgomery Auto Auction 
Owosso Auto Auction 
Slaton Auto Auction, No. 1 
Slaton Auto Auction, No. 2 
Southern Auto Sales 


South Bend Auto Auction, Inc. 


E. M. Stafford, Inc. 

Tinnin Auto Auction 
Tri-State Auction Company 
Tri-State Auto Auction, Inc. 
West Kentucky Auto Auction 
Bel Air Auto Auction 


Indianapolis Auto Auction, Inc. 


ADDRESS AUCTION DAY 


729 N. Court Street, Montgomery, Ala. 
1450 E. Main Street, Owosso, Michigan 
U. S. Highway 11, Cleveland, Tenn. 
Dixie Lee Junct., Hwy. 70, Knoxville, Tenn. 
Route 5, Warehouse Point, Connecticut 
1202 Blaine Avenue, South Bend, Ind. 
2615 Wilkinson Bivd., Charlotte, N. C. 
Meridian, Mississippi 

1223 Center Avenue, Moorhead, Minn. 
Valley Springs, S. D. 

Chestnut at West 12th, Murray, Ky. 
Bel Air, Maryland 

4501 W. 16th St., Indianapolis, Indiana 


NOTE TO AUCTION OWNERS: Fidelity Insured Insurance protects your profits 
and attracts new customers, too. For complete information on the modest cost 
of this unique bad check protection, call Nashville, 5-4101, or write or wire 204 


Stahlman Building, Nashville, Tennessee. 





Wednesday 
Thursday 
Wednesday 
Thursday 
Wednesday 
Wednesday 
Wednesday 
Tuesday 


Friday 


Wednesday 


FIDELITY INSURANCE COMPANY 


OF TENNESSEE 
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Highways & Safety... 


By Ed Janicki 
| Stoff Writer 
HcHways are a big business. 
| And like any big business, they 
need efficient “management” for 
| progress and to show when certain 
|things must be 
| altered. 
Highway de- 
partments are the 
management of 
the highway busi- 
ness. Their pro- 
cedures determine 
the success or col- 





. s 

They Plug Illinois Pealer's 1953 Showing— 

lou Ann Baver (center) and her honor court were among a group of Logansport 
(111.) high school giris who invited everyone listed in the Logansport telephone direc- 
tory to see the 1953 models at W.S.E. Motor Sales Co. The girls also acted as hostesses 
during the day, and offered flowers and refreshments to guests. An estimated 6,000 
persons attended a three-day open house. The girls are (from left) Janet Harding, 
Nancy Morgan, Marolynn O'Neill, Miss Baver, Suzanne Smith, Marian Flory and 
Loretta Perrone 


gy 
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Rating System Is Held 
Key to Good Roads 


lapse of the business they guide. 
While many highway officials 
have been working toward good 
business procedures for a long 
time, there are some who have 
failed to appraise their systems, 
in the opinion of the National 
Highway Users Conference. Not 
enough of them have taken a 
close look at their “inventories.” 
Providing for a “good annual up- 
to-date” program is the basis of 
efficient highway administration, 
points out the conference. “With- 
out a concise story to tell and a 
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trusted air brakes! 


Pe cer a ce 


Bigge Drayage Co., Oakland, California, hauling 100- 
Ton Touvlene Cracking Tower on special permit job. 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
ELYRIA, OHIO © BERKELEY, CALIF. 








Dependable Bendix-Westinghouse Air Brakes Provide 
Positive Control and Complete Safety on 100-Ton Move! 


Safety and success on the tremendous job pictured above 
demanded the use of both specially devised equipment and 
techniques. But when it came to the vital task of braking, 
standard Bendix-Westinghouse Air Brake equipment 
was the first and only choice! That's because, year in 
and year out, on all types of hauling jobs, these mighty 
brakes roll up a remarkable record of extreme durability 
and peak economy unmatched by any other braking sys- 
tem in the field. And that’s why, no matter what type trucks 
or buses you manufacture, you can make these same factors 
pay off for your customers, too, in increased efficiency plus 
big savings on maintenance, parts replacement costs 
and reduced downtime. So why not take advantage of 
it? Specify Bendix-Westinghouse, the world's most tried and 








THE WORLD'S MOST TRIED AND TRUSTED 


AIR BRAKES 


te 





quick, graphic way to tell it, high- 
way department reports tend to 
become highly technical and gen- 
erally unread.” 

Some highway departments are 
finding the answer to their trouble 
spots through “sufficiency ratings.” 

a * + 


Physical Checkup 


een are ratings are simply 
a system for “grading” numeri- 
cally each section of a highway on 
its condition and on the job it is 
doing. 

According to this method, high- 
way engineers go over a whole 
road system, using a carefully 
worked out “yardstick,” or stand- 
ard, to measure or score each 
section. They give it a “grade” 
on its (1) safety, (2) service and 
(3) condition. 

Highest possible total for all 
three is 100, which means the best 
section of street or road today’s 
engineers know how to build for 
the kind of job it has to do. In 
other words, a section of a street 
or road with a low rating obviously 
needs improvement ahead of one 
with a high rating. 

For example, a part of a road 
which rates only 35, naturally 
should have priority over a section 


which rates 80. 
* * * 


Play No Favorites 


ata pote ratings are as im- 
personal as a slide rule. They 
play no favorites. They give no 
highway, nor “kind” of highway, 
an advantage. 

The system gives a highway 
program built-in flexibility. It 
shows where and when the pro- 
gram should be changed or 
speeded up. It takes into account 
year-to-year traffic changes. 

A highway department that can 
point to sufficiency ratings can 
know and show which highway sec- 
tions need attention most. It has 

the cards to lay on the table—the 
product to display. It can resist 
pressure groups and politicians and 
ask for public support—all on the 
basis of doing “firat things first.” 
* 


States Preparing 
Best Road Reports 
To Get Award 


Albert Bradley, chairman of the 
National Highway Users Confer- 
ence, announced last week that the 
NHUC board of governors has 
voted to present annual awards to 
highway departments preparing the 
best yearly reports to the public on 
the status of roads systems under 
their jurisdiction. 

Bradley’s announcement  coin- 
cided with the release of a new 
NHUC publication, “The People’s 
Business,” which points out that 
good business practices are applica- 
ble to highways and lists some 
ways to achieve them. 

“Clear, concise annual reports to 
the people on the current condi- 
tion and planned improvement of 
their primary, secondary, urban 
and farm-to-market roads should 
be a basic step in overcoming 
America’s highway emergency,” the 
publication states. 

Bradley declared that “simplified, 
understandable and informative an- 
nual reports by state and local 
highway departments will advance 
the understanding of the man in 
the street, who, after all, must do 
the talking if we are to get support 
for sound highway programming.” 

7 * + 


At Last! 
S. D. Legislature Gives Nod 


To Driver Licenses 


A driver licensing bill has been 
given final passage by the South 
Dakota Legislature and sent to the 
governor for signature. 

South Dakota is the only state 
in the country which does not 
require driver licensing. 

The present bill does not require 
any physical or mental exami- 
nation. It provides that anyone, 
regardless of age, can buy a 
driver’s permit for 50 cents from 


his county treasurer. 
* - * 


Chicago Building Garage 

Work has begun on Chicago’s 
new 2,300-car underground garage. 
The entire job is scheduled to be 
completed sometime around De- 
cember, 1955. The part beneath 
Michigan Ave. will be completed in 
about a year. 
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The March Progressive Farmer carries 
more advertising linage than any regular issue 
of any farm magazine ever published in 
America. Up 10,000 lines over March, 1952, 
this record-breaking issue is another important 
milestone in the unprecedented progress of 
The Progressive Farmer. 

Among the six monthly farm magazines, 
The Progressive Farmer has climbed from 
fifth place in advertising linage in 1944 to 





UT yay 


third place in 1945 to second place in 1946... 
and to FIRST place in 1952! 

First in pages, first in lines and first in gains 
in 1952, The Progressive Farmer continues to 
move ahead with a further advertising gain of 
12.5% in the January-March issues of 1953. 

The Progressive Farmer is America’s fast- 
est-growing farm magazine serving America’s 
fastest-growing big market—the 16 states of 
the rural South. 





The SOUTH Subscribes to 


/The Progressive Farmer 


Published in FIVE Separate Highly-Localized Editions to Serve the FIVE Distinct Farming Regions of the SOUTH 
Carolinas-Virginia © Texas-Oklahoma + Georgia-Alabama-Florida + Kentucky-Tennessee-West Virginia + Mississippi-Arkansas-Louisiana 


Advertising Offices: BIRMINGHAM * RALEIGH * MEMPHIS * DALLAS * NEW YORK * CHICAGO * Edw. S. Townsend Co., San Francisco, Los Angeles 
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W. P. MARSF 
NASH DEALER SHOWROOMS SCENE OF TREMENDOUS SELLING A 
AMERICA ACCLAIMS SENSATIONALLY NEW CONTINENTAL STYL 
HOST OF EXCLUSIVE FEATURES. FOLLOWING WIRES FROM NASH 





















“Public acceptance of 1953 Rambler “Reception new Nash Rambler most “Enjoyed having five hundred people 

wonderful! Record attendance of 4,000 gratifying. 22 orders first 2 days. With- at showing Friday and 1,000 so far 

people over weekend. Result 27 retail out a doubt world’s most beautiful today. Sold two Ambassadors, one 

orders Friday and Saturday.” custom car!” Newark, N. J. Statesman, three Ramblers.’”’ Peoria, IIl. 
Rockford, Il. 
“Congratulations. Public acceptance “Great reception. Three Ramblers sold “Public acceptance o! 
new Rambler most gratifying and be- first day! Five more orders taken. Floor line terrific although 
yond all our expectations.”’ traffic heavy.” Cleveland, Ohio. able. Exceptional ret: 

New York, N. Y. 
“Beautiful car! Marvelous reception “Reaction on 1953 Rambler terrific. ‘“‘Public reaction to 1953 Rambler ex- 
from public. Congratulations.” Customers are very enthusiastic over cellent! Farina styling and rear tire 
Cleveland, Ohio. model change.” Cleveland, Ohio. mount distinct hit. Steady floor traffic | 


entire week-end.”’ El Paso, Texas. 


“Congratulations on the marvelous new “Rambler showing a huge success. 
Rambler. Large crowds, optimism high.” Public acceptance wonderful!” 
Springfield, Mo. Lorain, Ohio. 


“At least nine thousand people visited 
our showroom during the two-day event 
and registered unanimous approval of 
our newest beauty.” Kansas City, Mo. 


“1953 Rambler a smash hit with the y 
public. Many firm orders taken.” YOU LL FI 
Los Angeles, Calif. 
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SYMBOLS 
DL=Day Letter 
NL=Night Letter 





LT=Int’'l Letter Telegram 
VLT=Int'l Victory Ltr. 





ACTIVITY DURING ANNOUNCEMENT OF 1953 RAMBLER. ALL 
YLING BY WORLD-FAMOUS DESIGNER, PININ FARINA, PLUS 
SH DEALERS TYPICAL OF ENTHUSIASTIC PUBLIC RECEPTION. 


“Congratulations . . . our Rambler ‘‘Greatest number of viewers since 
announcement a tremendous success! forty-nine announcement.” 
Over 25 orders written this weekend.” Indianapolis, Ind. 
Jamaica, N. Y. 
nce of the 1953 Rambler “Congratulations on the new ’53 Ram- “Reception excellent. Can use more 
ough weather unfavor- bler. Sold five new Ramblers on first Ramblers.”” Montclair, N. J. 
al retail orders written.” day! Everybody most enthusiastic 
Chicago, Ill. about the new styling.” Hoopeston, III. 
} This ever-growing interest in the ‘news from Nash” is proof that the 


J public looks to Nash for important new developments in automobiles. And 
they are not disappointed .. . feature after feature that make modern 
motorcars more comfortable, more economical, more durable, more 
maneuverable, first came to motoring in Nash cars. In styling, Nash is 





admittedly setting the new continental trend with the designs of Pinin ‘ig catkins cit diy wnt Miiiaabid te 
Farina. Yes, the more people see of the other cars, the more they beyond allexpectation.” Richmond, Ind. 


agree: “There’s None So New As Nash”. 


IND NONE SO NEW AS Mash Aitpito— 


THE AMBASSADOR + THE STATESMAN + THE RAMBLER 


Noch Meters, Division Nesh-Kelvinetor Corperetion, Detroit, Mich. 
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New Passenger Car Registrations, 15 States for February, 1953-1952 
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buck and Co. stores in certain areas.) 
AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295. 
(Delivered at U. 8. ports.) 
BUICK—Special — 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., 
Riviera cpe., 
Super—4-dr. 


$3, wag., $4, 030.73; Skylark 


sports car, $5,000. (Dynaflow standard on 
Roadmaster models, optional at $192.50 on 
all others. steering 


standard on 
Roadmaster models, optional at $177.40 on 
others if equipped with Dynaflow. Power 
brakes standard on Skylark, optional at 


$35.19 on other Roadmaster models only. 
Alr optional at $594 on Rivi- 
4 ~ the Super and Roadmaster series 


° GA DILLAO — Series 62—4-dr. $3,- 


cpe., $3,571.33; Coupe -*aeville, 
fa.e04.ot: conv., $4,143.72. Series 60 Spe- 


Power steering standard on El 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
optional on all enclosed mod- 
55.) 

— One-Fifty — 4-dr. sed., 
erin 2-dr. , $1,613; cl. cpe., $1,620; 
bus. cpe., $1, ore ae ge stat. wag., $2,- 
010. Two-Ten — 4-dr. $1,761; "2-ar. 
sed., $1,707; cl. cpe., 1 20: spt. cpe., 
$1,967; conv., fs 
$2,123; 8-pass. stat. 
—4-dr. sed., $1,874; 


conditioning 
els at $61 
CHE 


(8-pass., $3,441.25); cl. cpe., $2,574.50; 
stat. wag., $3,299. Windsor Deluxe—4-dr. 
sed., $2,826; Newport, $3,186.25; conv., 
$3,309.75. New Yorker — 4-dr. sed., $3,- 
389.50 (8-pass., $4,388); cl. cpe., $3,360.50; 
Newport, $3,806.75; stat. wag., $4,102.25. 
New Yorker Deluxe—4-dr. sed., $3,550.75; 
cl, cpe., $3,495; eee $3,968; conv., 
$4,049.50. Custom I — 4-dr. sed., 
—": lim., $4,787. Crown Imperial— 

8-pass. sed., "$6,921.50; lim., $7,043.75. 
(Fluid-Matic’ optional at $130.10 on Wind- 
sor, standard on other models. Filuid- 
Torque standard on Custom Imperial and 
Crown Imperial; optional at $139.75 on 
other eight-cylinder models, at $106.40 on 
Windsor Deluxe and at $236.50 on Windsor. 
Power steering siandard on Crown Im- 
perial, optional at $198.90 on other models. 
Wire-spoke wheels optional at $290.25 on 
all models. ) 

DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,475.75 (8-pass. sed., $3,286); cl. cpe., 
$2,454; teen. $2,800.75; stat. wag., 
$3,112.50. Fire Dome V-8—4-dr. sed., $2,- 
759.75 (8-pass. sed., $3,563.75); cl. 
$2,738.25; Sportsman, $3,089.25; conv., $3.- 
191.50; stat. wag., $3,386. 
with Fluid Drive optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
Drive optional at $236.50 on V-8s only. 
Power Steering optional at $198.90, power 
brakes at $36.55 and wire-spoke wheels at 
$290.25 on all models.) 

DODGE — Meadowbrook Special — 4-dr. 
sed., $2,088.25; cl. cpe., $2,046.50 Mea- 
dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- 
151.75; stat. wag., $2,250.75. Coronet— 
4-dr. sed., $2,365; cl. cpe., $2,336; Diplo- 
mat, $2,577; conv., $2,710.50; stat. wag., 
$2,648. (Fluid Coupling optional at $20.40 
on all Meadowbrook and Meadowbrook 
— models except station wagons. Gyro- 

Matic optional on all models except Mea- 


FO 
2-dr. sed., $1,641.59; bus. cpe. $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8—4-dr. sed., 
$1,766.09; 2-dr. sed., rei bus. cpe., 
$1,613.53; stat, wag., $2,095. Custom- 
line 8—4-dr. sed., $1,858.35; as sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23: 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 ‘on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,344; Anglia 2-dr. sed., $1,183; Consul 
4-dr. sed., $1,693; Zephyr six 4-dr. sed., 
$1,890. (Delivered at U. S. ports.) 

HENRY Four—2-dr. sed., $1,- 
a Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 

HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp—4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., §3,- 
047.50. Hornet—4-dr. sed., $2, 768. 86; el. 
cpe., $2,741.99; Hollywood, $3, 095.15; conv., 
$3,342.05. (Hydra-Matie optional on all 
models at $175.71.) 

JAGUAR—XK-120—Super sports, $4,039; 
hardtop, $4,065. Mark VII—4 dr., $4,170. 
(Delivered at U. S. ports.) 

KAISER—Deluxe—4-dr. sed., $2,512.79; 
club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—4-dr. sed., $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—$3,923.91. (Hydra-Matie standard on 
es optional at $178.55 on other mod- 
els.) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop,’’ $3,869; conv., $4,- 
030.50. (Hydra- Matic standard on all 
models. Power steering optional at $198.90 


hardtop, $2,451.50; conv., $2, 609. 50; 8-pass. 
stat. wag., $2,825.50. (Mere-O-Matic op- 
tional at $189. 81 on all models.) 
NASH—Rambler Super — Suburban, $2,- 
002.60. Rambler Custom — Hardtop, $2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, ‘$2, 433.20. Ambassador Super— 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. LeMans engine op- 
tional at $192.50 on Ambassador.) 
OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed.. $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Following equipment stand- 
ard on Fiesta, optional at extra cost on 
all other models: Hydra-Matic, $178.35: 
$177.40; power brakes, 


PACKARD—Clipper—4- dr., sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., 3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 
526; executive sed., $6,895; corporation 
lim., $7,095. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on other models. Power steering optional at 
$195 on all models; power brakes at 
$39.45.) 

PLYMOUTH — Cambridge — 4-dr. sed., 
$1,836.50; club sed., $1,798.75; bus. cpe., 
$1,674.75; Suburban, $2,095.25. Cranbrook 
—4-dr. sed., $1,928.50; cl. cpe., $1,898.25; 


conv., $2,517.66. Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; Deluxe 8, 
$2,370.99; Custom 8, $2,446. Station wag wasg- 


ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505. 15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models eR aa power 


steering at $177.40. A Eye at 
$53.65.) 

Minx—4-dr. sed., $1,- 
699; conv., $1,899; stat. wag., $i, 938. 


Humber—Hawk sed., $2,395; Hawk fons 
lim., $2,640; Super Snipe sed., $3,29: 

Super Snipe touring lim., $3,580; Super 
Snipe Pullman lim., $5,110. Sunbeam-Tal- 
bot—Sed., $2,685; conv., $2,911. Rover— 
Sed., $2,897. (Delivered in New York City.) 
STUDEBAKER — Champion Cus 

4-dr. sed., oe 40; 2-dr. sed., $1,735.12. 
Champion’ Del juxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Regal—4-dr. sed., $ 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954. ‘35; comes, $2, 115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 


$2,088.90; 5-pass. $2,126.52. Com- 
mander Regal—4-dr. 


cpe., 
sed., $2,207.54; Land 
Cruiser 4-dr. 
£.905- 91; 


sed., $2,315.64; 5-pass. cpe.. 
hardtop, 374.16, (Automatic 

Drive optional at 1.24 
$243.08 on Co er. 


on Champion, 
mmand 
optional at $161.25 on Commander.) 


Power steering 


WILLYS—Aero Lark — 4-dr. sed., $1,- 
732.10; 2-dr. sed., $1,645.70. Aero 
—4-dr. sed., $1,860.61; 2-dr. sed., §$1,- 
759.97. Aero Ace — 4-dr, sed., $2,038.43; 


2-dr. sed., $1,963.11. Aero Eagle (hardtop) 
—$2,156.79. Station wagons — 4-cyl., §$1,. 
862.22 (four-wheel drive, $2,304.03); 6-cyl., 
$1,948.75. 


soccer atti 
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Back in the days when we had to crank our cars to 
start them, neither the auto nor America was geared 
for pleasurable living. It was an age of immobility, a 
time when the porch and parlor doubled as vacation 
spots. 

Those days are gone forever, thank you. America 
has enjoyed a big change, particularly in recent years. 
Deepfreezers, automatic dishwashers and many other 
new work savers have given us far more leisure. We now 
have the time and the means to get out and travel. 

This year 72,000,000 people will take off in autos for 
the fun of it. Steamships, airlines, golf courses, resort 
hotels are doing a booming business. America has 
really hit the road. 

Today Holiday magazine is the one authoritative 
voice of this big change to pleasurable, more mobile 
living. That’s why it reaches the leaders of the big 
change—more than 860,000 of the nation’s most active 
top-income families—families who enjoy “everyday 
holiday living” and influence others to do so. Each 
month Holiday whets their appetities for new pleasures, 
new products, new ways to enjoy life more. 

No wonder Holiday is the most successful new maga- 
zine of our time. It provides advertisers with a natural 
medium for pleasure-giving products and services. Cur- 
rently there are 1,673 advertisers in Holiday—and not 
a crank in the crowd. 


HOLIDAY MAGAZINE 


...lts readers are leaders 
of the big change in American living! 
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Used-Car Auction Prices 


Market Trend 


Prices of used cars at wholesale juggled considerably last week, 
according to Automotive News’ used-car index, as the overall average 


price registered a $2 gain. 


The index showed that ’51s headed the losses with $11, followed by 
52s with $10. The price of ’49s remained steady, and °47s fell off $6. 

Biggest gain for the week was 53s, which climbed $13. Others to 
gain were 48s, up $12; 46s, up $10, and 50s, up $1. 

Activity at the auctions, however, fell off from a week earlier, ac- 
cording to the index. At 11 representative auctions last week, 1,294 
cars were sold from 2,304 offerings for an average of 56 percent. At 
the same auctions a week earlier, 1,318 cars were sold from 2,233 
offerings for an average of 59 percent. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DALLAS 


(Southwestern Auto Auction. Sale every 
Wednesday. Prices are for sale of March 
11.) 

(Market appeared strong, and buyers 
were active. Sold 46 cars out of 98 offer- 
ings.) 

BUICK—’48 conv., $450. '41 sedan, $200. 
CHEVROLET—’53 (210) sedan, $2,245*. ’51 

SL Deluxe sedan, $1,220. ’50 SL Deluxe 

sedan, $680, $740, $750, $785. °49 SL 

Deluxe sedan, $725, $655. ‘48 %-ton 

Pickup, $400. '46 SM sedan, $395, $205; 


ae” $265. '41 conv., $115. '40 sedan, 

170. 

DeSOTO—'50 sedan, $985*. 

DODGE—’50 Coronet sedan, $940. 

FORD—’'52 Ranch Wagon, $1,900. ’51 Cus- 
tom (8) sedan, $1,250, $1,265, $1,125, 
$1,110, $1,115. '50 Deluxe (8) sedan, 
960, $990. 49 Custom (6) sedan, $565. 
47 BD (8) sedan, $515, $180. 

MEROURY—’49 sedan, $775, $875. 

OLDSMOBILE—’49 sedan, $990, $980. 

PACKARD—’49 sedan, $505. 

PLYMOUTH—’52 Belvedere, $1,600. '49 
Deluxe sedan, $495. '47 SD sedan, $335. 
‘46 Deluxe sedan, $190. 


PONTIAC—’50 Catalina, $1,315*, °48 SL 


(6) sedan, $250. 
STUDEBAKER—’51 Champion sedan, $800. 
*50 Champion conv., $790. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 10.) 


(Bidding good on all makes and 
models. Clean cars in sharp demand. 
Sold 103 cars out of 140 offerings.) 


BUICK—’51 Special 4-dr., $1,345, $1,410, 
$1,460. '50 Special 4-dr., $1,035, $1,165. 
°49 Super 4-dr., $970*. '48 RM 4-dr., 
$610, $815*. '46 Super 4-dr., $410. 

CADILLAO—’52 (62) 4-dr., $3,665*. ‘'51 
(62) Coupe deVille, $3,350*; 4-dr., $2,- 
845, $2,730. 

ILET—’53 Bel Air 2-dr., $2,200. 
’52 Bel Air, $1,700. ’51 SL Deluxe 2-dr., 
$1,150, $1,115, $1,090, $1,250, $1,205. 
’50 SL Deluxe 4-dr., $1,025, $1,035. °48 
FL aerosedan, $725, $740. 

DeSOTO—'50 Custom 4-dr., $1,055. 

DODGE—’51 Diplomat, $1,465. '47 Custom 
2-dr., $450. '46 Custom 4-dr., $415. 

FORD—’52 Victoria, $1,825. °51 Custom 
(8) 2-dr., $1,200; 4-dr., $1,140, $1,200. 
’50 Custom (6) 2-dr., $735. '49 Custom 
(6) 2-dr., $590. '48 SD club coupe, $560; 


conv., $560. 

HUDSON—’52 Hornet club coupe, $1,750. 
’48 Commodore (8) 4-dr., $500. 

MERCURY—’51 club coupe, $1,415*; 4-dr., 
$1,375*. ‘50 2-dr., $1,060. °49 Deluxe 
4-dr., $800. '47 4-dr., $510. 

NASH—’50 Ambassador sedanet, $960. '49 
Ambassador 2-dr., $590; (600) sedanet, 
$650. °48 (600) 4-dr., $530. 

OLDSMOBILE—’52 (98) Holliday, $2,700*. 
’51 (98) 4-dr., $1,675*, $1,825*. ’50 (98) 
4-dr., $1,265. '49 (98) sedanet, $1,000. 

PACKARD—'47 Clipper 2-dr., $350. 

PLYMOUTH — ’51 Concord, $1,000; Cam- 
bridge 4-dr., $1,060, $1,095. '49 SD 4-dr., 





(Compiled by A 







$805, $900. ’48 SD 4-dr., $500. 
PONTIAC — ’51 Catalina, $1,855, $1,805, 
$1,650. '50 Catalina, $1,565*. '48 Chief- 
tain (6) 4-dr., $795. °47 SL (6) sedanet, 
$590; conv., $390. 
STUDEBAKER—’51 Champion 4-dr., $970. 
’50 Champion 4-dr., $810. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 9.) 

(Market barely stayed at last week’s 
price level. Clunkers had a hard time 
moving, but clean units were selling 
good, Had more buyers than cars. Sold 
98 units out of 122 offerings.) 


BUICK — '53 Special sedan, $2,400*. '52 





HERE’S one appeal that’s basic: to a 
farmer in California, a shop worker in 
Ohio, a business man in New York—value! 
It’s the one appeal that outlasts style trends— 
that cuts through price barriers—that keeps 
a car running longer—that makes it worth 


more on a trade-in. 


Today, car buyers everywhere are more 
conscious of value than ever before—especially 
where it counts most, in the “‘vital zone’’, the 
moving parts. And to help you find value in 
the “‘vital zone’’, keep this simple formula in 
mind when you buy component parts for the 


cars you build. 


hide « quality+service+public acceptance 
price 


It shows that price is only one factor in 
value, and must be weighed in relation to the 
factors above the line. Timken® bearings give 
you far more above the line than any other 
tapered roller bearing. That’s because of their 
higher quality, better service and greater 
public acceptance. And in terms of value fea- 
tures, Timken bearing prices are lower today 
than ever. The Timken Roller Bearing Com- 


pany, Canton 6, Ohio. 


How TIMKEN® bearings give you value where 





it counts most...in the “vital zone”: 


ONLY TIMKEN BEARINGS 
GIVE YOU 
ALL THESE VALUE FEATURES 


QUALITY 


1. Design leadership 
2. Steel made in our own mill 
. Precision manufacture 
. Rigid quality control 
. More than 50 years’ experience 


Average Used-Car Prices 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





WELCOME VISITORS. To help manufactur- 
ers with bearing installation and adjust- 
ment practices, engineers of the Timken 
company visit automobile plants regu- 
larly. It’soneexample of the many extra 


services that are yours with 


roller bearings. 


imken 


STANDARD FOR PINIONS. Timken bear- 
ings are used on the pinion—toughest 
bearing application in the car—of all 
but two makes. They are preferred 
where value counts most—in pinions, 
wheels, differentials, steering gears— 
the ‘vital zone’’. 


its TIMKEN for VALUE 


TAOt- wate FIG. U. 5. Pal, OFF, 


TAPERED ROLLER BEARINGS 


SERVICE 
. Unequalled engineering service 


. Unequalled research and devel- 
opment facilities for your use 


. Installation service in the field 
9. Widest range of sizes 
10. Mostdependablesourceofsupply 


PUBLIC ACCEPTANCE 


11. First choice throughout industry 
12. Best-known name in bearings 
13. Widespread advertising 





WOT JUST A BALL (>) NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER > BEARING TAKES RADIAL AND THRUST --@)— LOADS OR ANY COMBINATION — 
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March 1953 Feb. Jan. 
Model (to date) 1953 1953 
19538 $2,359 $2,882 $2,349 
1952. 1,838 1,813 1,858 
1951... 1,356 1,348 1,846 
1950.... 1,059 1,086 1,084 
1949... 805 842 852 
ae 586 640 638 
EE vicssvevense 481 520 509 


384 422 











Average... $1,109 $ 953 $ 957 


Super sedan, $2,150; RM Riviera sedan, 


$2,400* (ps); Super Riviera sedan, §$2,- 
420*. ’51 RM sedan, $1,630*; RM Riviera 
sedan, $1,680*. '50 Special sedan, $1,075, 
$1,190. '49 Super sedan, $930*, $950, $1,- 
025*; oconv., $975; RM sedan, $900°. °47 
RM sedan, $550. 

CADILLAC — '52 (62) sedan, $3,600*; 
Coupe deVille, $3,850*. ’°51 (60) sedan, 
$2,840*. °48 (60) sedan, $1,340*. '47 (62) 
sedan, $820*; (75) limousine, $810*. 

CHEVROLET—’53 station wagon, $2,250*. 
'51 Bel Air, $1,550*; SD sedan, $1,400*, 
$1,340*; FL Deluxe sedan, $1,110*; SL 
Special sedan, $1,230. '50 station wagon, 
$1,330; SL Special sedan, $955, $990; 
SL Deluxe sedan, $1,175*. '49 SL Deluxe 
conv., $890; SL Special sedan, $845; SL 
Deluxe sedan, $900*. ’48 SM sedan, $600; 


DeSOTO—’53 Fire Dome Sportsman, §$3,- 


140* (ps). °51 Deluxe sedan, $1,410*. 
’47 Suburban, $550*. 
DODGE—’50 Coronet sedan, $1,165*. °49 


Coronet club coupe, $1,050*. 

FORD—’53 Custom (8) sedan, $2,060*. ’52 
Custom (8) sedan, $1,690; Victoria, $1,- 
900*. *50 Custom (8) sedan, $1,050*. 49 
Custom (8) station wagon, $860; Deluxe 
(6) sedan, $650. '48 Custom (8) sedan, 
$610. ’47 SD (8) sedan, $525. ’°46 SD (8) 
club coupe, $490. 

HUDSON—’48 Commodore (8) sedan, $510. 

KAISER—’51 Henry J (6) sedan, $650. 

LINOOLN—’52 Capri sedan, $2,700*. °50 
sedan, $1,235*. 

MERCURY — '52 sedan, $1,875*; sport 
coupe, $2,125*. ’51 sport coupe, $1,380*; 
sedan, $1,430*, $1,360, $1,400*. '50 club 
coupe, $1,000, ’49 station wagon, $961*; 
club coupe, $950; sedan, $970. 

NASH—’51 Statesman sedan, $975; Ram- 
bler station wagon, $1,060. °50 States- 
man sedan, $760, $800*. 

OLDSMOBILE — ’53 (98) sedan, $3,260*. 
’51 (88) sedan, $1,530*. °50 (88) sedan, 
$1,330*; (76) sedan, $1,220*. °49 (88) 
club coupe, $870*; (98) sedan, $900*, 
$890*. ’47 (98) sedan, $640*, $390°. °46 
(66) conv., $480*. 

PACKARD—’52 sedan, $1,700*. 

PLYMOUTH—’'53 Suburban, $2,100; Cam- 
bridge sedan, $1,850. 49 SD sedan, $910. 

PONTIAC—’51 Chieftain (8) sedan, $1,- 
625*. '50 Chieftain (8) sedan, $1,310*. 
’49 Chieftain (8) sedan, $1,050. °48 8 
passenger sedan, $710*. ’46 SL (8) sedan, 


$420. 

STUDEBAKER—’53 Champion sedan, $1,- 
950*, $1,900*,. '52 Champion sedan, $1,- 
330. ’50 Champion club coupe, $900*. 

WILLYS—’49 station wagon, $720*. 

—_— British Ford sedan, 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of March 10.) 
(Prices still off, but cars moving 
better than in the last month. Sold 42 
cars out of 95 offerings.) 
BUIOK—’50 Special 4-dr., $820*. °49 RM 
4-dr., $630. 
CADILLAC—’51 (62) 4-dr., $3,725*. '49 
(62) 4-dr., $1,750*. '41 (62) 4-dr., $450. 
CHEVROLET—’51 SL Deluxe 2-dr., $1,- 


220. °50 SL Deluxe 4-dr., $970*. °49 
SL Deluxe 4-dr., $850. °48 FM 2-dr., 
$610. °47 FL 2-dr., $525. '42 MD club 


coupe, $230. '41 SD 2-dr., $250. 
OHRYSLER—’49 NY 4-dr., $950. 
DeSOTO—'50 Custom 2-dr., $750*. 
DODGE—’49 Coronet 4-dr., $750. 
FORD—’53 Custom (8) 4-dr., $2,250*. ’50 
Deluxe (8) 4-dr., $950. '47 SD (8) 2-dr., 
$550. '46 SD (8) 2-dr., $460. 
FRAZER—’49 Manhattan 4-dr., $370. 
MEROURY—’51 Custom 4-dr., $1,285. 
NASH—’50 Rambler conv., $700. ’47 (600) 
4-dr., $225. 
OLDSMOBILE—’49 (88) club coupe, $840*. 
PLYMOUTH—’51 Cranbrook 4-dr., $1,180; 
Cambridge 4-dr., $1,060. 
PONTIAC—’51 Chieftain (8) 2-dr., $1,395*. 
"48 SL (8) 2-dr., $545. 
es Commander (8) 2-dr., 
WILLYS—’49 Jeepster, $600. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of March 6.) 

(Market steady—sharp cars bringing 
Sold 96 cars out of 210 offer- 


BUIOK—’52 Super Riviera sedan, $2,320*, 
$2,450*; Super sedan, $2,025*; RM sedan, 
$2,100*; Special conv., $2,185*. °51 Su- 
Per Riviera sedan, $1,730*. °50 Special 
sedan, $955, $1,160*, $1,205, $1,060. °49 
Super sedan, $1,020. 

CADILLAO—’52 (62) club coupe, $3,750*; 
Coupe deVille, $4,125*. ‘51 (60) sedan, 
$2,910*; (62) sedan, $2,910*, °49 (61) 
sedan, $1,590*, $1,640*, $1,700*. 

OCHEVROLET—’53 (210) sedan, $1,995. ’52 
SL Deluxe sedan, $1,205, $1,530*. '51 
FL Deluxe sedan, $1,270, $1,285, $1,240. 
*50 Bel Air, $1,275, $1,285; FL Deluxe 
sedan, $870, $1,130*, $1,100*, $950, $1,- 
090. °49 FL Deluxe sedan, $865. ‘47 
FM sedan, $475. '46 FM sedan, $385. 

OHRYSLER—’51 Windsor sedan, $1,305*. 
an sedan, $500*. ’42 Windsor sedan, 

DeSOTO—’53 Fire Dome (8) Sportsman, 
$2,805*; Custom sedan, $2,500*. '51 Cus- 
tom sedan, $1,200". ‘49 Custom sedan, 
$1.045*, $705. 

*49 Coro- 


DODGE—'51 Diplomat, $1,415°. 
net sedan, ogg ye ¥%-ton 
won ss ce Custom (6) sedan, $1,615. ’50 
(Continued on Page 38, Col. 1) 
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Here's Why More Pittsburghers 
Now Shop the POST-GAZETTE 
For AUTOMOTIVE VALUES 





1. MORE AUTOMOTIVE ADVERTISING — The Post-Gazette carried 
more automotive advertising in 1952 than any other Pittsburgh daily 
newspaper . . . 54 per cent more than the Sun-Telegraph and 17 per 


cent more than the Press. 


2 @ MORE NEW CAR ADVERTISING — The Post-Gazette carried more 
new car advertising in 1952 than any other Pittsburgh daily newspaper 
. . . 87,754 lines more than the Sun-Telegraph and 74,266 more lines 
than the Press. 





2; MORE LOCAL AUTOMOTIVE ADVERTISING —The Post-Gazette 
carried more of this linage than both other Pittsburgh dailies com- 
bined in 1952! Included is all automotive display advertising placed 
by Pittsburgh retailers and department stores. 


- Yes, Something Is Happening in Pittsburgh 





ittsburgh Post-Gazette 


REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT 








_AUTOMOTIVE NEWS, MARCH 23, 1953 _ 


$e 


LONG BEACH ~“Broadened our market,” says H. E. Ridings, GREAT FALLS—“many new prospects,” reports Raymond L. 


president of Ridings Motor Company, Long Beach, Calif. ““With its prestige Wirth, vice president of Thisted Motor Company, Dodge-Plymouth dealer 
and circulation, LIFE has definitely been effective in broadening our market in Great Falls, Mont. “We kept the program for nearly a month—and I’ve 
and maintaining demand. Naturally, we use LIFE in our displays.” marked my calendar for another full-scale tie-in later.” 


HUDSON HORNETS SET ALL -TIME STOCK CAR RECORD | 


Oasis 


i a! 


DETROIT —Greatest boost in 6 years,” is Hudson dealer LOS ANGELES—“never saw such response to any advertising—and 
Clarence G. Clohset’s comment on the Hudson advertising in LIFE. I’ve been in the automobile business for more than 40 years,” writes J. A. Eisele, 
Clohset & McCutcheon ties in with LIFE displays that keep their win- president of Eisele Motor Co., Huntington Park, Calif. ““We know now that our 
dows fresh and exciting. ads in LIFE are local advertising for us here in this competitive Los Angeles market. 
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EVERYWHERE— 


local-level impact! 








} 
’ 





mor 


In community after community throughout America, 
more than 60% of the households are LIFE-reading households.* 


*Source: A Study of the Household Accumulative Audience of LIFE (1952), by Alfred Politz Research, Inc. A LIFE- 
reading household is one in which one or more adult members reads one or more of 13 issues. 


CHICAGO — “Definitely stimulated sales,’ writes William S. Wayne, 
president of Arrow Motor Sales, Inc., DeSoto dealer. “Our Advertised-in- 


How BIG is the LIFE market? 


Except for the Reader’s Digest, which 
carries no advertising, LIFE is Ameri- 
ca’s biggest magazine. Its circulation is 
more than 5,300,000 copies weekly— 
and these copies are read by adults in 
11,880,000 households* every week. 


But how big is this—in terms of ac- 
tual new-car customers? 


Look at it this way: 


If, this year, the maker of the largest- 
selling U. S. automobile sold a new car 
to just one out of every eight of the 
11,880,000 households* reached by a 
single issue of LIFE, his sales for 1953 
would set a new record for sales in any 
one year. 

When you tie in locally with LIFE, 
you tie in with America’s No. 1 selling 
force. 


*Source: A Study of the Household Accumulative Audience of LIFE (1952), by Alfred Politz Research, Inc. 








LIFE promotion added to the interest and attention we got with our new car 
—made us more aware of LIFE’s impact at the local level.” 





9 Rockefeller Plaza, New York 20, N. Y. 


First in circulation 

First in audience 

First in advertising revenue 
First with new-car buyers 








if 





Tene ee 


4 


30 

United States Mfg. Corp., of De- 
catur, Ill., is marketing Auto-Swat, 
13-inch-long insect swatter made 
with a flexible rubber blade which, 
the firm says, will not scratch or 
mar the finish of a car. 





BATTERY CHARGER — Fast 6-to-12-volt 
automatic charging and a 20-second test 
and analysis cre the main features of 
Model 211, the maker says. The unit has 
special baffles to prevent rain from reach- 
ing the inside of the charger. Marquette 
Mfg. Co., Inc., 307 E. Hennepin Ave., 
Minneapolis 14, Minn. 

oe: 


Heckethorn Ready to Start 


Shock Absorber Campaign 

“Cris,” a friendly service attend- 
ant, will be featured in the 1953 
advertising program of Heckethorn 
Mfg. and Supply Co., of Littleton, 
Colo, 


The company manufactures the 
Columbus shock absorber — so it 
named its head man Christopher, 
or Cris for short. 

Cris, holding the shock, will be 
featured in the Saturday Evening 
Post, Colliers, trade publications 
and in point-of-sale advertising. 


* * * 





DUAL HEAD MIRROR—The Crusader has 
a 360-degree adjustment and fits any car, 
the firm says. Its head is replaceable. The 
maker claims it is non-glare and has a 
theftproof mounting. George C. Knight 
Co., 19720 W. Eight Mile Rd., Detroit. 


Westinghouse Markets 
New 12-Volt Auto Lamps 


A new line of miniature and 
sealed-beam lamps for 1953 cars 
using a 12-volt electrical system 
has been announced by the lamp 
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NEW PRODUCTS 


division of Westinghouse Electric 
Corp., Bloomfield, N. J. 

Nine new items have been de- 
signed for the 12-volt system, all 
of which are now available or will 
be by early spring, Westinghouse 
said. 

The new lamps include a dome 
light (1004); fog and signal lamp 
(1026); tail-and-stop lamp (1034), 
and turn signal and back-up lamp 
(1073). Sealed-beam lamps in the 
new 12-volt series are the spot 
lamp (4405); fog-lamp, clear (4415); 
headlamp (4400), and hand spot 
lamp (4416). 


SERVICING 
Cn 
MAINTENANCE 


SR 


PRESSURIZED COOLING SYSTEM 


end the 


Pressure Cap 





COOLING INFORMATION—Service and 
maintenance of the pressurized cooling 
system and pressure cap are discussed 
in detail in a booklet of Stant Mfg. Co., 
Inc., Connersville, Ind. 


* * * 


Small-Parts Storage Cabinet 


Released by Aurora Co. 

The Equipto division of Aurora 
Equipment Co., 422 Cleveland Ave., 
Aurora, Ill, has introduced a “Little 
Gem” steel storage cabinet wnich 
is said to provide quick access to 
a wide variety of small parts. The 
cabinet is designed for use either 
individually, in stacks, under 
counters or on shelving. 

The cabinet drawer accommo- 
dates up to 28 adjustable com- 
partments enclosed on all four 
sides and bottom. The front of the 
compartments are curved for easy 
withdrawal of parts, and an over- 
hang at the rear prevents shuf- 
fling of items when the drawer is 
jerked open or slammed shut. A 
label holder identifies each com- 
partment. 






DOUBLE PUMPS — V-2200 and V-3200 
are for mobile applications where two 
independent hydraulic power sources are 
required. The pumps are applicable to 


WIRE-SPOKE WHEELS—A continental flavor is added to this Buick Skylark by the 
Cosmopolitan wheel kit manufactured by Bonzer Mfg., Long Beach, Calif. 


_|relco Sportsman, a 


>| Powered by a brush-type motor, it has 


materials handling equipment and con-| compass reading errors in different 
struction machinery. There are 10 sizes.| sections of the U. S., how to com- 
against local magnetic 
interferences, and how to read the 
various types of magnetic com- 
passes. 






Vickers, Inc., 1400 Oakman Bivd., Detroit | pensate 
32, Mich. 





GROME ‘TAPER FACE 
TOL Compression Qing 






GROOVE 

























PISTON RING DATA—Krom-Oil piston 
rings set comes in an envelope which, in 
text and diagrams, explains the functions 
of each ring and serves as a “sales 
portfolio” for the jobber salesman. The 
piston rings are said to reduce gas and 
oil waste, corrosion, and friction damage. 
Sealed Power Corp., 500 Sanford St., 
Muskegon, Mich. 





FLUID DISPENSER — Delivers measured 
amounts of fluids at the touch of a button, 
according to the firm. Power steering, too, 
is quickly serviced with the same fluid 
from the same unit. Built-in filter cleans 
fluid. Gray Co., Inc., 1016 Sibley St., 
Minneapolis 13, Minn. 


* * * 


Mallory Offers Radio Vibrator 
For 12-Volt Systems 


A new vibrator for radios in cars 
with 12-volt systems is announced 
by P. R. Mallory & Co., Inc., 3029 
E. Washington St., Indianapolis 6. 

The G874 is designed as a re- 
placement for original equipment 
vibrators in radio sets used in 1953 
Cadillacs, Buicks, Oldsmobiles and 
GMC trucks, 

Measuring 1% by 3% inches, the 
vibrator has a pin for quick in- 
sertion into the set, the firm says. 
It also prevents it from being 
plugged into a 6-volt set by mis- 
take. 





DELUXE BUS SEAT—A new reclining 
seat, Model FR-5, offers a choice of five 
positions. Its floating cushion moves out- 
ward and upward as back is reclined. 
Adjustable foot rest. Fixible Co., Loudon- 
ville, O. 


* * * 


Firm Says Catalytic Cell 
Keeps Motor Carbon-Free 


Solatone, a catalytic cell, elimi- 
nates carbon from the motor, it is 
claimed by the maker, A. B. Hydro- 
carbon Systems, of 2808 McKinney 
Ave., Dallas 4. 


The firm says that the black car- 
bon formed by combustion is trans- 
formed into soft carbon and blown 
out of the motor by the exhaust 
system. Solatone never wears out. 
Only the catalytic cell has to be 


BATTERY-POWERED SHAVER—The No-|TePlaced every two years. 


portable electric 
shaver, operates on ordinary flashlight 
batteries or off a six-volt auto battery. 


* * * 


two rotary-action heads with 12 self- 
sharpening cutters. The shaver runs on 
three flashlight batteries whose compact 
container is equipped with an unbreak- 
able mirror. An adaptor for auto cigaret- 
lighter sockets is provided, along with a 
pigskin travel case. When operating off 
a car battery, the shaver is said to use 
less than one-tenth as much current as a 
radio. North American Philips Co., Inc., 
Norelco Shaver Division, 100 E. Forty- 
second St., New York 17. 


+ * * 


Ohio Firm Publishes Booklet 


On Magnetic Compasses 

Hull Mfg. Co., Warren, O., has 
announced publication of a 20-page 
booklet titled, “Magnetism and the 
Modern Magnetic Compass.” 

The booklet covers such topics 
as the earth’s magnetism and how 
and why a magnetic compass 
works. 

It explains how to correct for 


ENGINE WARMER —A heater unit for 
liquid-cooled gasoline and diesel engines 
heats the engine coolant, which in turn 
heats the engine, the maker says. Exhaust 
gases from the heater may be used to 
heat the battery. Heater action may be 
controlled by thermostat. Mounted under 
the hood or between radiator and grille. 
Perfection Stove Co., 7609 Platt Ave., 
Cleveland 4. 








Firm Offers Flasher Display 
On Free-Trial Basis 


To acquaint prospective custom- 
ers with the new “Magic Box” 
flasher display, Gale Dorothea 
Mechanisms, of 81-01 Broadway, 
Elmhurst, N. Y., is offering the 
equipment on a free-trial basis to 
firms and stores. 

The “Magic Box” operates as a 
sequence timer control for the 
animation of lights where either 
slow or fast lights are needed for 
display purposes, and it also can be 
used to turn on and off other 
animation such as turntables, sound 
systems or any other device con- 
trolled by AC current only. 


* s s 





CAMBER TOOLS —According to the 
manufacturer, the new design permits 
changing camber without changing caster. 
The arms are made of heat-treated alloy 
steel. John Bean Division, Lansing. 


Eutectic Issues Manual 


On Fleet Maintenance 


A manual on “Truck and Car 
Fleet Maintenance and Repair 
Welding” has been published by 
Eutectic Welding Alloys Corp., of 
40-40 172nd St., Flushing, N. Y. 

The manual covers repair of 
parts, salvaging of castings, ac- 
cessories and welding techniques. 





WINDSHIELD WASHER —The Jet King 
windshield washer is operated by a foot 
control on the floorboard. Two models are 
said to fit almost every car on the market. 
Santay Corp., 351-9 N. Crawford Ave., 
Chicago 24. 


2 * * 


‘Come In!’ 


“We Love Salesmen” is the title 
of a booklet published by Standard 
Pressed Steel Co., Jenkintown, Pa. 
The booklet informs salesmen what 
the firm buys and lists key men 
in the purchasing department. 


PNEUMATIC LIFT—The Miller lift, raises 
either end. of a car up to 64 inches. Its 
mechanical safety lock can be engaged in 
15 working positions. Rolling on its own 
wheels, it frees hydraulic lifts for other 
purposes, the maker says. Miller Mfg. Co., 
1944 Gage Ave., Los Angeles. 





——_—--- 


AUTOMOTIVE NEWS, MARCH 23, 1953 


In the Hopper 


4 bill to establish a 65-mile-an- 
hour “prima facie” speed limit for 
Indiana has been given final pass- 
age by the Legislature and sent to 
the governor for signature. Drivers 
stopped for exceeding the 65-mile 
limit will be required to prove 
they were being “reasonable and 
prudent” in driving at such a 
speed. 

x * * 


Truck Tax Bill Approved 


By Idaho Legislature 

A truck licensing bill combin- 
ing a mileage use tax and a flat 
license fee has been given final 
passage by the Idaho Legislature 
as a substitute for the ton-mile 
tax law enacted in 1951, 

Under the new measure, which 
was sent to the governor for 
signature, all Idaho-domiciled 
trucks will pay a flat fee rang- 
ing from $10 for those under 
6,000 pounds weight up to $310 
for those over 40,000 pounds. In 
addition, Idaho-domiciled trucks 
over 24,000 pounds will pay a 
use fee ranging from $380 for 
those 24,000 to 26,000 pounds to 
$160 for those over 40,000 pounds. 
The use fee for trucks using 
diesel, propane or butane will 
range from $40 to $200. 

* x + 


N. Dak. Demands Dealer Give 


Insurance Cost Information 


Gov. Brunsdale has signed into 
North Dakota law a bill requiring 
purchasers of financed automobiles 
be given full information as to 
insurance coverage required and 
its cost apart from finance charges. 

* * ok 


Senate Committee Bars 


West Virginia Tax Boosts 

Despite Administration back- 
ing, a bill to raise West Virginia’s 
gasoline tax to six cents has 
failed to get by the Senate Fi- 
nance Committee. Instead, the 
Legislature created an interim 
committee to make a thorough 
study of the State Road Com- 
mission’s practices. 

Also rejected was the gover- 
nor’s request for sweeping new 
severance taxes, including a levy 
of 25 cents per barrel of oil. 


* = * 
Idcho Legislature Passes 


15% Income-Tax Cut 
A $3,800,000 income-tax reduction 
bill has been passed by the Idaho 
Legislature and sent to the gover- 
nor for approval. The bill repre- 
sents a 15 percent om in taxes. 
” 


N. Dakota Lawmakers Vote 


To Ease Unemployment Tax 


A bill to reduce the unem- 
ployment -tax contributions of 
employers with stable em- 
ployment has been given final 
passage by the North Dakota 

and sent to the 
governor for signature. 

Listed as House Bill No. 544, 
the measure provides a schedule 
of contribution rates to the un- 
employment compensation fund, 
with the size of the reserve de- 
termining the percentage of tax- 
able wages to be paid into the 


* * oa 
N. Dakota Lawmakers Pass 


Bill Re-enacting Sales Tax 


North Dakota’s legislature has 
given final passage and sent to 
the governor for signature a bill 
re-enacting a 2 percent retail sales 
tax, but with exemptions for com- 


mercial fertilizers, prescription 
drugs and certain seeds and plants. 
* * ca 


Utah Governor Vetoes 


Gasoline Tax Hike 

Stressing the taxpayer’s in- 
ability “to continue paying more 
and more taxes,” Utah’s Gov. J. 
Bracken Lee has vetoed a bill to 
raise the State gasoline tax from 
five to six cents, 

In a strongly worded state- 
ment, he said he was “cognizant 
of the needs of the highway 
system, but equally cognizant of 
the needs of the individual.” 

* 


Albuquerque Gas Hike Out 
The Albuquerque (N.M.) City 
Commission has rescinded a re- 


cently adopted ordinance doubling 
the City’s %-cent gasoline tax. The 
action followed a referendum peti- 
tion signed by 29 percent of the 
City’s voters. 

* ok * 


S. Dakota Lawmakers Pass 
Small-Loan Regulations 


A small-loan regulatory bill has 
been given final passage by the 
South Dakota Legislature and 
sent to the governor for signa- 


Stemming from an_investi- 
gation of the small-loan field 
conducted last year by State At- 
torney General Ralph Dunham, 
the bill provides a maximum 
simple interest rate of 36 percent 
which declines to just under 15 
percent, depending on the size of 
the loan. 

Under the bill, loan companies 
can require insurance on tangible 
property valued over $300, but the 
borrower may buy the insurance 


wherever he wishes. 
* J * 


N. Y. Tax Plan Dropped 


A proposal for a two-cent gaso- 
line tax increase, to raise an esti- 
mated $50 million in additional 
annual revenue for an expanded 
highway construction program, has 
been abandoned by Republican 
leaders of the New York Senate. 
The action came after Republican 
senators had sounded out sentiment 
on the proposal in their home 
districts. 

* * * 
Financial Responsibility Act 
Passed in South Dakota 

A motorists’ financial responsi- 
bility act, requiring drivers in- 
volved in accidents to demon- 
strate ability to pay damages, has 
been given final passage by the 
South Dakota Legislature and 
sent to the governor for sig- 
nature. 

Under the bill, any driver at 
fault in an accident must prove 
financial responsibility before be- 
ing allowed to drive again. Min- 
tmum requirements call for $2,- 
000 property damage, $5,000 for 
injury to one person and $10,000 
for injury to two persons. 

* * *” 


Wagon Fees Cut 

Lower license fees for non-com- 
mercial station wagons have been 
approved by the New York Senate. 
The measure, sent to the Assembly, 
would cut the fee from 75 to 50 
cents on a 100 pounds, unloaded 
weight, for the first 3,500 pounds 
and retain the 75-cent rate for each 
hundred pounds or fraction above 
3,000 pounds. Owners who. use 
station wagons for commercial pur- 
poses would pay the new truck 
rate of $2.50 for each 500 pounds 
or fraction of maximum _ gross 
weight. 


* * * 
N. Dakota Legislature Alters 


Income Tax Structure 

A bill lowering state income 
taxes in the high brackets has 
been given final passage by the 
North Dakota legislature and 
sent to the governor for signa- 
ture. 


The bill would reduce _ the 
maximum tax from 15 to 10 per- 
cent, but would not affect lower 
brackets. siiag 


Del. Bridge Bonds Sought 


A bill to authorize an additional 
$15,600,000 worth of bonds for con- 
struction of approaches to the 
Delaware Memorial Bridge has 
been introduced in the Delaware 
Legislature by Senator Ernest B. 
Benger, Westover Hills. The 
measure would bring to $62 million 
the total value of bonds authorized 
for the project. The existing law 
authorized bonds totaling $46 
million. ae 


Idaho Kills Car-Fee Boost 
A proposed increase from $5 to 
$10 in the registration fee for pas- 
senger cars in Idaho has been re- 
jected by the state legislature. 
* * ok 


Ark. Enacts Tax Rule 
Gov. Cherry has signed into 
Arkansas law a or evan, 
payment of personal prope es 
as a prerequisite to issuance of 
motor vehicle registrations, 







BE SURE 
THIS 1 
SALESMAN 
COVERS THESE 
2 MARKETS 
FOR YOU 


"'53 





MANUFA 


The weekly newspaper of the two big markets in America's No. | industry 
—that's AUTOMOTIVE NEWS. It gets in, gets read, gets action from 
the 40,000 decision men of these markets. Is your product using this power- 
ful salesman during 19537 


AUTOMOTIVE FACTORIES 


The sales, service, engineering, and 
manufacturing executives in the car, 
truck, parts, equipment, and accessory 
plants head up a multi-billion dollar 
market. AUTOMOTIVE NEWS is first 
in readership — and first in preference 
with the factory executive. * 


CAR DEALERS 


More car dealers read AUTOMOTIVE 
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Borg-Warner Lifts 
Three Men to 


Vice-Presidency 


CHICAGO.—A major reorganiza- 
tion of the top executive staff of 
Borg-Warner Corp. has been an- 


vated to administrative vice-presi- 
dent of the parent corporation. 

Robert W. Murphy, general coun- 
sel, was elected vice-president and 
general counsel. He will continue to 
head the legal department of Borg- 
Warner. 

Porter was vice-president and 
secretary of the Calumet Steel & 
Franklin Steel divisions of Borg- 
Warner from 1947 until 1951, when 
|he became treasurer of the parent 
corporation. 

Ingersoll was with the engineer- 
ing department of the Ingersoll 
Products division from 1939 to 1941. 
He was works manager of the Kal- 
amazoo plant from 1942 to 1947, 



















division in 1947 and president in 
1950. 








Walters Burglarized 


R, 8. Ingersoll 


opgaa Burglars broke into Walters 
nounced by Roy C. Ingersoll, presi-| Motor Co., Garden City, Kans., 
dent. recently but failed to break open 


L. G. Porter, treasurer, now be- 
comes administrative vice-presi- 
dent and treasurer. local American Legion head- 

R. S. Ingersoll, president of the| quarters, which also was burglar- 
Ingersoll products division, was ele- | ized. 


were a screw driver and hammer. 
The tools were found later at the 
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FOUNDRY DIVISION 
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CHATTANOOGA 2, TENNESSEE 


USED CAR OPERATORS - - 


We have lots of 


USED CARS TO WHOLESALE 


@ Bona-fide guaranty that each 
car is as represented. 

@ Shipment arranged—F.O.B., 
Detroit. 


@ Order by phone, wire or 
letter. 







We are Michigan's outstanding Chrysler- 
Plymouth Dealer, presently wholesaling 
throughout the U.S.A.! 

Let us be your Detroit on-the-spot used car 
buyer—no extra cost. 








CHRYSLER - PLYMOUTH DEALER 


GOLDHAR -ZIMNER, INC. 


9565 LIVERNOIS DETROIT 4, MICH. 











Phone: WEbster 3-4329 


and became vice-president of the|| 
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pill HARRIS atthe GOLA... « 


paily 3 p.m. & 9 p.m. 


Headliners on San Francisco Show Program— 
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CIVIC AUDITORIUM 


MARCH 21-29 


Phil Harris and his orchestra are being featured at the 27th San Francisco auto 


orchestra. 
eo * 


the cash register, Only items taken | show. With Harris (left) and his wife, Alice Faye, is Walter Scharf, conductor of the 


50,620 See Seattle Exhibits... 


Auto Shows Continue 


With Full Houses 


(Continued from Page 3) 


visitors actually came to see the 
cars and not a stage performance. 
* * * 


i. association charged a lower 
admission rate for afternoons 
and said following the show that 
this factor aided considerably in 
handling crowds at the _ show. 
Afternoon attendance was better 
than ever before, and the evening 
crowds were slightly smaller, elimi- 
nating mobs at the displays and 
crowded parking facilities. 

The Seattle dealers donated a 
space at the show for a booth 
from which “Courtesy Saves 
Lives” bumper strips and traffic 
safety pledge cards were dis- 
tributed. The dealer association 
also financed the making of 10,- 
000 of the bumper strips. 

At Pittsburgh, a record-smashing 
crowd turned out for the 19th 
annual auto show there, sponsored 
by the Automobile Dealers Assn. of 
Allegheny County. The seven-day 
show was attended by 112,807 
persons, it was reported. 

* * * 
—— Pittsburgh show adopted a 
theme of “Family Affair.” 
Women’s Clubs in the county were 
honored on successive days. 


Cars represented at the show 
included 18 American makes, a 
number of foreign cars and 
several displays of optional 
equipment. 

Seven local bands and a score 
of Pittsburgh television stars made 
appearances during the show. A 
contest for “Miss Auto Show— 
Family Model” was held for girls 
under five years old. 

Dealers said the show was a 
necessity in this period of highly 
competitive sales, and that the re- 
sults of the event were promising. 

- . * 


| pppoe reports of attendance at 
several other shows were made 
showing dealers and 
satisfied with 


last week, 
show officials were 
the returns. 


At Hutchinson, Kans., a city of 
35,000, an estimated 30,000 persons 
attended the two-day event there. 
Officials said that visitors came 
from as far as 250 miles, The 
show, which was sponsored by 
the Hutchinson Automobile 
Dealers contained no 
special exhibits or cars, and 
dealers there believe that from 
the standpoint of population and 
attendance, it was one of the 
nation’s most successful shows. 
It was pointed out that this 
year’s show did not enlist any 
factory support, and that each 
dealer was allowed to show only 
two cars—three cars if he was a 
dual dealer. 

* * * 
THREE-DAY auto show at 
Clearwater, Fla., sponsered by 

the Junior Chamber of Commerce, 


drew crowds to enthuse partici- 
pating dealers, 


it was reported. 
An exhibit of the Packard Pan 
American drew considerable at- 


tention, dealers said, as did the 
Buick Skylark on display. 

At Plymouth, Ind., the second 
show this year in the county drew 
a large crowd, it is reported. 
Fourteen cars were on display, and 
the Pilot-News published a special 
16-page edition for the show. The 
show lasted three days. 

At Johnstown, Pa., it is reported 
that 14,000 persons visited the 
eight-day show which closed there 
on March 7. Bad weather cut down 
the expected attendance, C. A. 
Dunkel, general chairman, said, but 
the show was far superior to last 
year’s event. The Johnstown Auto- 
mobile Dealers Assn., sponsors of 
the show, are already mapping 
plans for the third annual show in 
1954. 


At St. Louis, a preliminary re- 
port said that 57 dealers who ex- 
hibited cars sold 113 cars at the 
show, and that salesmen were 
able to line up prospects that will 
keep them busy for some time. 

The report pointed out that 
traffic at the showrooms and used- 
car lots also was greater during the 
show. Dealers said the show pro- 
vided a much-needed stimulant to 
the St. Louis auto market. 

The first auto show since the 
’30s opened last week at Ottawa, 
where the Kiwanis Club is sponsor- 
ing a new model show from March 
21-28. 


Baker, Kimber 
Named by Nash 


DETROIT.—Appointment of new 
Nash Motors zone managers in St. 
Louis and Des Moines and an as- 
sistant zone manager in Des Moines 
was announced last week by H. C. 
Doss, sales vice-president. 

Zone managers named were H. S. 
Baker, St. Louis, and D. L. Kimber, 
Des Moines. A. A. Fromholz has 
been named assistant Des Moines 
zone manager. 

Baker, formerly Des Moines zone 
manager, succeeds R. R. Compton, 
who recently was appointed central 
sales manager, while Kimber, previ- 
ously assistant Des Moines zone 
manager, succeeds Baker as zone 
manager. 

Fromholz was formerly sales pro- 
motion manager in Des Moines. 


Eaton Files Suit 
Against Trucker 


BUFFALO. — Eaton Mfg. Co. 
Cleveland auto parts maker, has 
filed suit in Federal Court to re- 
cover $10,000, plus interest at 6 per- 
cent, for alleged excessive shipping 
rates paid in the last four years 
to Lyons Transportation Co., 1300 
Perry St., Buffalo. 

Through Attorney J. Murray 
Conroy, Eaton stated that auto 
heater parts shipped on Lyons 
trucks from Jamestown, N. Y., to 
Cleveland since June 10, 1948, were 
erroneously described as cores. 











°53 Studebaker Tested 


At Albany Auction 

ALBANY, N. Y.—Two 1953 
Studebakers, the first to appear 
in any Automotive News auction 
report, were on the block at Tim 
Anspach’s auction here last 
week, 

The first, a Champion Deluxe 
sedan, was sold on the lot before 
the sale for $1,950. By mistake, 
it went across the block and 
bids as high as $2,025 were re- 
ceived before the error was cor- 
rected. A Regal Champion sedan 
brought $1,900 in competitive 
bidding. 
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TO SELL. Show it and you'll sell it. 
There’s EXTRA VALUE in this big, 
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can’t supply, order direct from: 
Las-Stik Mfg. Co., Hamilton, Ohio. 
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Unions Spur Dealer Drive 


Organizing Gains Are Reported in Connecticut; 
No Firm Too ‘Small,’ Utah Finds 


(Continued from Page 2) 


men, and garage employes, was |The union’s demands against all 


won by the IAM, 5 to 4. 

Office workers of Ringsby Truck 
Rentals, Inc., and Ringsby Truck 
Lines, Inc., have voted 29 to 13 in 
favor of being represented by 
Local 5 of the AFL office employes’ 
union. 

In Hoboken, N. J., production 
and maintenance workers of Ram 
Motors, Inc., rejected the UAW- 
AFL, 5 to 3. 

+ o + 

N EANWHILE, thousands of 
IV delegates from 1,204 locals of 
the giant UAW-CIO were meeting 
this week in Atlantic City, N. J. 
Union policy makers will leave the 
six-day convention, which opened 
Sunday (March 22), with a course 
of action charted out for gaining 
economic benefits in the UAW’s 
long-range contracts with the Big 
Three auto makers. 

The UAW recently made some 
headway in talks in Detroit with 
General Motors, a party to the 
original cost-of-living escalator 
agreement in the industry. Last 
week, the union met briefly with 
Ford negotiators but reported 
that “Ford offered us nothing,” 
and this parley was suspended 
while the union busied itself 
with the convention. 

Industry observers have ex- 
pressed belief that Ford — and 
Chrysler, too—will wait to see what 
happens to the GM contract before 
making any final commitments. 


‘Wheel Em’ 


(Continued from Page 2) 





the list price on the new car, and 
then asking the customer: 

“Tf I could get $1,500 for your 
car in trade, would you buy this 
car?” 

Kaskela said that after the 


mistake on the $1,500 offer and 
make out the sale papers for the 
full new-car price. 

On testing, tradeins, Kaskela 
said that salesmen were instructed 
to throw out the clutch only partly 
and, when the gears ground, in- 
quire of the owner if there was 
something wrong with his. clutch 
and transmission. 

Zawrence Hogan, attorney for 
Cruse Motors, asked if the high- 
ball-lowball technique were not 
widely used by reputable dealers. 
Kaskela replied that he did not 
know. 

Commissioner Leo B. Carey, of 
West Warwick, interjected that it 
was not. 

Hogan also asked Kaskela if he 
thought that a customer was 
fooled by the clutch gag. Again 
Kaskela said that he did not know. 


William C, A. Willman, manager 
of the BBB, said the agency be- 
came interested in an ad by the 
firm announcing it would pay $400 
over the market value for the 
customer’s tradein. 


Willman testified that a BBB 
agent shopped the firm and was 
told the market value for his 
1951 Chevrolet was about $1,250, 
but the Cruse firm would pay 
him $1,700 to $1,800. Willman said 
the actual official market prices 
a the car ranged from $1,495 to 
1,717. 


The tradein was to be on a 1953 
Dodge, which the Cruse salesman 
offered for $2,821, according to 
Willman, who said the same model, 
with identical equipment, was listed 
by another Providence dealer for 
$2,611.50. 

Hogan asserted that when the ad 
said it would pay $400 over the 
market, it was referring to the 
wholesale market value. 


Happe Remodels 

Ed Happe Oldsmobile Co. 
(formerly West Park Motor Co.), 
of McKees Rocks, Pa, has a new 
showroom and uses part of its 
shop for another showroom on the 
same floor, housing 15 to 20 new 
and used cars. Ed Happe is presi- 
dent; Charles Grollmus, service 
manager, and Ed Happe jr., sales 
manager. 


three companies are the same. 


* * aa 
A THREATENED strike by pro- 
duction workers at the Nash- 
Kelvinator plant in Kenosha, Wis., 
was called off last week after the 
company agreed to grant $7,000 in 
retroactive pay to 50 inspectors in 
the aircraft division. UAW-CIO 
Local 72 also received jurisdiction 
over salaried employes who do the 
same type of work as is being per- 
formed by members of the union. 
With 4,500 UAW-CIO members 
and 1,100 AFL machinists on 
strike, jet-engine production was 
halted last week at General 
Electric Co.’s Evendale plant at 
Cincinnati. Both unions are seek- 
ing wage boosts. 
In addition to improved fringed 
benefits, a general wage increase 


will be demanded for 200,000 rub- 


ber workers, Leland S. Buck- 
master, president of the CIO United 
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Berry-Fick Dealers Meet in Kansas City— 


The Ford and Lincoln-Mercury dealers associated with the management service of 
Berl Berry and Rudy Fick met last week in Kansas City to review their 1953 sales 
Program. Berry and Fick (ninth and 10th from left in front row) have built a selling 
organization for Ford products that extends all over the country as well as Mexico 
and Honolulu. 





Rubber Workers, disclosed in 
Cleveland after a two-day meeting 
of the union’s international policy 
committee. 
a * + 

BUCEMASTER did not say ex- 

actly how much money the 
union would seek to add to its 
hourly wage scales, but indications 
were that 25 cents would be the 
initial proposal. 


In Washington, the Supreme 
Court ruled, 7 to 2, that states 


could prohibit peaceful picketing 
when the picketing conflicted 
with right-to-work laws, Upheld 
was a Virginia law which bars 
union-employer agreements deny- 
ing the right to work to persons 
who are not union members. 
President Eisenhower accepted 
David L. Cole’s resignation as head 
of the Federal Mediation and 
Conciliation Service. Cole said he 
would remain in the post until a 
replacement could be found. 


WE WILL PROVE 


Customer Paid Labor Sales: 
25°, T0 35° _ —OR MORE 


We Guarantee 
To Help You 
@ Secure 100% to 150% absorption in 
your Service Department 
@ Prevent broken promises to customers 
@ Give your Service Manager time to 
plan and increase shop productivity 
@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 
@ Bring ALL service operations to 
clock-work precision 
APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundred 
of Motor Car Dealers . . . coast to eoaet. 


A note on your company letterhead will 
bring all particulars— promptly. 


FLASH-A-CALL 
SERVICE CONTROL 


1112 Sevth Wabash Avenue 
Dept. AN-41, Chicago 5, Illinois 





Right on 


Riga on your doorstep are the “U.S.” 
sales engineers...at New Center Bldg., 
7430 Second Ave., Detroit 2. They are 
your contact with the centrally located 
United States Rubber Company plant at 


Fort Wayne. 


At Fort Wayne are made engineered 
rubber and plastic parts, rubber-bonded- 
to-metal parts, for the automotive indus- 
try. The skilled men in this plant have 
long experience. They work with the 
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your doorstep :z 


of science. 


STATES 


In this laboratory, physicists, metal- 
lurgists, chemists and design engineers 
are working, day after day, to find new 
ways to help you improve your product. 
These experts are at your service. They 
have solved many “impossible” problems. 
For full information, phone Trinity 4- 
3500 or contact the address below. 


RUBBER 


Automotive Sales, Mechanical Goods Division - 
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most up-to-date equipment, aided by a 
laboratory which is truly a treasure-house 








“U.S.” Research perfects it 
“U.S.” Production builds it 


COMPANY 


New Center Bidg., Detroit 2, Michigan 














Los Angeles Studebaker Dealers Choose Officers— 

David J. Bricker, Hollywood, has been elected president of the Metropolitan Los 
Angeles Studebaker Dealers Assn. for 1953. Bricker (left) and Lathrop G. Hoffman, 
Los Angeles, new secretary, are seated. Standing (from left) are the new directors: 
Lloyd Pearson, Pasadena; Frank Afton, Inglewood; Belmot J. San Chez, Long Beach; 
Clyde C. Johnson, Bellflower; Don Packer, Glendale, and Walt Cash, Culver City. 
Vice-president is Phil Rauch, Burbank, who is not shown in the picture. 


Parker Promotes Fort 


Promotion of George A. Fort 
from manager of quality control to 
general manager of the rubber divi- 
sion of Parker Appliance Co., 
Cleveland, has been announced by 





Jack H. Waggoner has been ap- 
pointed technical assistant to the 
general manager of Pittsburgh 
Plate Glass Co. fiber glass division. 
Associated with Owens - Corning 
Fiberglas Corp. since its formation 
in 1938, Waggoner for the last 
seven years served as_ technical 
assistant to the executive vice- 
president of Owens-Corning. 

* + + 


3 Manufacturing Officials 
Promoted at Pontiac 

Promotion of three veteran 
manufacturing men to key Pontiac 
positions has been announced by 
Robert M. Critchfield, general man- 
ager. 

Myron lL. Leighton, superin- 
tendent of the assembly plant for 
nine years, has been named general 
superintendent of the afternoon 
shift, while Lawrence Olk replaces 


Robert W. Cornell, manufacturing | Leighton as assembly plant super- 


vice-president. Fort succeeds Ed- 
ward W. Hollis who became district 
manager of a new industrial sales 
office in Cleveland. Sutceeding Fort 
will be Anthony Fedewitz, former 
chief inspector. 


intendent. Jerry E. Dunnigan, 
formerly general foreman in charge 
of paint operations, has become 
assistant superintendent in the 
assembly plant. 

Critchfield also announced that 


Auto Personnel 
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Roland C. Satterlee, superintendent 
of the transmission plant at Pon- 
tiac, has been assigned additional 
duties as head of the 4.5-inch 
Army rocket program, and Law- 
rence B. Wilson, former superin- 
tendent at the rocket plant, has 
been named superintendent of the 
motor plant’s third shift. 


x * * 


30 Years with Goodrich 


James F. Sweatt, manager of the 
B. F. Goodrich tire plant in East 
Los Angeles, Calif., has completed 
30 years of service with the firm. 
He joined Goodrich in 1923 as a 
factory employe. 


Tower, Collins Reassigned 
By U. S. Tire Division 


Eugene C. Tower has been ap- 
pointed district manager at Indi- 
anapolis, and Harry E. Collins has 
been named assistant manager of 
truck tire sales at the New York 
general offices, according to H. C. 
Oliver, sales manager of the U. S. 
Tire division of U. S. Rubber Co. 


Tower formerly was assistant 








CELLO GUARDS AND ACCESSORIES 


“Customized” styling of automotive accessories is the Cello answer 
to dealers who wish maximum profits, fastest turnover and a minimum 
of installation time. 


Cello guards and accessories as shown by the 1953 Chevrolet trunk 
guard and adjustable stainless steel license frame are just two of the 
many custom items which Cello produces to fit any 53 automobile (as 
well as *46 to °52 cars). 


Because of custom design and fittings, Cello guards and accessories 
are easily installed by the average person in minutes with ordinary tools! 
There is no time consuming installation with Cello! 


Cello’s gleaming chrome guards fit both front and rear bumpers. 
Heavy chrome finish is guaranteed to meet original automotive plating 
specifications. Hardware is zinc plated for all-weather resistance to rust. 


Individual packaging of guards and accessories assures protection at 
all times during shipment. 


You can obtain Cello products by contacting your nearest Cello jobber. 
By doing it now — you will realize extra profits sooner. 








Other 
Cella Products 


Truck Grille Guards 
License Brackets 
Fender Guards 
Chrome Exhaust 
Extensions 





district manager for U. S. Tires in 
Atlanta. Collins was assistant 
district manager in Jacksonville, 
Fla. 


Bentley Is Sales Manager 
Of GM Diesel Division 


The appointment of Ernest F. 
Bentley as general sales manager 
of the Detroit diesel engine division 
of General Motors has been an- 
nounced by W. T. Crowe, general 
manager of the division. Bentley 
succeeds V. C. Genn, who died Jan. 
30. 

Bentley joined General Motors in 
1934. He came to Detroit Diesel as 
project engineer and prior to his 
latest promotion, was operations 
sales manager. 

* + a 


Detroit Diesel Reassigns 


Three Sales Officials 


Ernest F. Bentley, general sales 
manager of the Detroit diesel en- 
gine division of General Motors, 
has announced the appointment 
of Robert V. Baxley as operations 
sales manager, John C. Campbell 
as manager of manufacturers’ 
sales, and Louis A. Steele as in- 
dustrial sales manager, 

Baxley formerly was contrac- 
tors’ equipment sales manager. 
Campbell served as advertising 
and sales promotion manager and 
industrial sales manager. Steele 
last was automotive and tractor 
sales manager. 

* 


Baker Named Manager 


Appointment of Leslie E. Baker 
as manager of the Fruehauf Trailer 
Co. branch at Toledo has been an- 
nounced by C. L. Schneider, sales 
vice-president of Fruehauf. Baker 
has been associated with the truck- 
trailer company for 18 years. 

aa * * 


Bowers Elevates Three 
In Sales Department 


Three promotions in the sales de- 
partment of Bowers Battery & 
Spark Plug Co., Reading, Pa., have 
been announced by C, P. Bowers, 
president. 

Richard D. O’Brien, former New 
England division manager, has 
been appointed director of sales of 
all branches and warehouses. 

Melvin R. Robishaw, former Buf- 
falo regional manager, takes over 
the northern division extending 
from Buffalo to Chicago, and Wil- 
liam A. Isenberg, former south cen- 
tral regional manager, has had his 
territory extended to include the 


entire south. 
* * * 


American Brake Shoe Shifts 


Watkins in Executive Post 

The National Bearing division of 
American Brake Shoe Co. an- 
nounces the appointment of Sam 
R. Watkins as executive vice-presi- 
dent. 

Watkins, who joined the company 
in 1939, became assistant vice- 
president of the Brake Shoe & 
Castings division in 1951. He now 
moves to the National Bearing di- 


vision headquarters in St. Louis. 
* * * 


McMillan Added to Board 


W. B. McMillan, president of 
Hussmann Refrigerator Co., has 
been elected a director of Wagner 
Electric Corp. He succeeds Charles 
B. Fox, who died Feb. 1 after 
serving 16 years. 

oe cg * 


K-F Sales Names Grinstead 


Southwest Manager 


C. W. Grinstead, former south- 
west divisional manager, has been 
named general manager of Kaiser- 
Frazer Sales Corp.’s retail outlet 
in Dallas, according to Jack Han- 
sen, assistant general manager. 

Grinstead replaces J. C. Youdan 
who resigned. 

oe 


w2s'e 
Goodrich Ups Brooks 

John L. Brooks, Dallas district 
credit manager of B. F. Goodrich 
Co.’s replacement tire division, has 
taken on the additional duties of 
division operating manager, suc- 
ceeding the late Charles B. Kahler. 
Brooks has been with Goodrich 
since 1934. 


os * a 
Ford Ups Learned 
Appointment of Don R. Learned 
as assistant divisional controller 
has been announced by E. B. Rick- 
ard, divisional controller for the 
Ford division. Learned, who joined 
Ford Motor Co. in 1948, became 


r of financial for 
Taaouinitaeoury in ee 
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_awsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ce NERALLY speaking, courts 
¥ nave held that the motor vehi- 
cle driver whose illegal action leads 
directly to the death of another 


person is guilty at least of the 
crime of manslaughter. 
However, other courts have 


occasionally held to the contrary, 
where it could be proved the 
deceased was guilty of contribu- 
tory negligence. 

in a parallel case, Olson v, Peter, 
78 N. E. (2d) 843, it was shown 
that a truck had mechanical 
trouble, and had to be stopped on 
the pavement, A car crashed into 
the rear of the truck, seriously 
injuring the car’s driver, who sued 
for damages. The injured driver 
proved that the truck was stopped 
on the paved highway in violation 
of a state law. 

* * * 


Truck Driver Not Liable 


qe the higher court 
refused to hold the _ truck 
driver liable because testimony 
indicated that the driver of the 
ear was driving too fast to stop 
when seeing the parked truck 
within the range of his headlights. 

While a majority of higher 
courts hold that a driver who 
causes an injury while violating a 
state law is liable, this is not so 
with respect to a city ordinance. 

For example, in Bray v. Rosen- 
feld Company, 48 Atl, (2d) 177, it 
was shown that a motor vehicle 
was parked in violation to a city 
ordinance. A pedestrian was 
injured as a result of this violation. 
The pedestrian sued the vehicle 
owner for damages, alleging that 
the latter was liable because the 
auto was parked in violation ot 
the city orainance. 

In holding the automobile owner 
not liable, the higher court ex- 
plained that violation of an ordi- 
nance is not of itself proof of negli- 


gence. 
_ 


Emergency Right of Way 
a higher courts hold that 

emergency motor vehicles may 
pass through red lights and similar 
control points without liability for 
accidents. Other courts hold to the 
contrary. 

For example, in Hardy v. Gilbert, 


2 Detroit Dealers 
Charged with 


Evasion of Taxes 


DETROIT.—Louis V. Thompson 
and Leo J. Golcar, partners in 
Carson Auto Sales (Buick), 13900 
Hamilton, have been indicted by a 
Federal Grand jury on charges of 
$37,000 each in tax evasion during 
1946-47. They were charged in five 
counts of a seven-count indictment. 

Two other defendants named in 
the indictment were Lawrence H. 
Grosse, former used-car manager, 
and Arthur J. Duke, new-car man- 
ager for the Thompson-Golcar deal- 
ership. 

The indictment charged Thomp- 
son and Golcar with cheating on 
their personal income tax returns, 
and Grosse and Duke with con- 
spiring to defraud the Government 
through the preparation and filing 
of false tax returns. Since partner- 
ships are not required to file re- 
turns, there was no count against 
the company. 

The indictment said that Thomp- 
son paid $41,000 in 1946 and $75,000 
in 1947. He reported a total income 
of more than $188,000 for the two 
years. Golcar’s reported income for 
the two years was in excess of 
$190,000, according to the U. S. dis- 
trict attorney’s office. 





Courtright Motors Builds 


New Showroom, U.C. Lot 


Courtright Motors (Oldsmobile), 
of 215 N. Washington, Kokomo, 
Ind., is erecting a $135,000 building 
at 1415 N. Washington St. 

The new building’s showroom 
will measure 70 by 35 feet. A hard- 
surface area adjacent to the build- 
ing will be available for used-car 
sales, 

Robert Courtright is owner of 
the dealership. 


42 So. (2d) 158, it was shown that 
an ambulance was making an 
emergency run, The vehicle’s red 
warning light was blinking, and 
the siren sounding continuously. 


When the ambulance reached a 
street intersection, the driver ran 
through a red stop light. The 
driver of a sedan did not hear the 
siren and entered the _ inter- 
section. A collision resulted, 
causing considerable damage to 
both vehicles, 

In subsequent litigation, the 
higher court held the sedan owner 
liable for the accident and said: 

“The plaintiff was chargeable 
with the knowledge that under the 
law an ambulance could proceed 
against a traffic signal or stop sign. 








The siren was heard by the two 


traffic officer: d under the law 
he is charg-sble with hearing 
what he should have heard... ” 


* 


|Crash Laid io Streetcar 


N THE case of Neal v. Kansas 
City Public Service Co., 184 8. W. 
(2d) 441, it was shown that a man 
named Neal was seriously injured 
when the ambulance in which he 


was riding collided with a streetcar. 

During the trial, testimony 
showed that the streetcar had the 
green traffic light for the inter- 
section and did not stop, slow up 
or change its speed. 

The higher court held the 
street railway company liable for 
$15,000 damages to Neal, saying 
that it is not important that the 
driver of a private vehicle does 
not hear the siren of an emergen- 
cy vehicle but the important fact 
is that he should hear it. 

For comparison, see Frand v. St. 


This Dutch three-wheeler was 
introduced in 1921. 


(2d) 540. The testimony showed 
that a fire chief of a municipality 
was driving to a fire. The chief had 
turned on the siren and blinker 





fights. When he was about 20 feet 








35 


| from a street intersection, a bus 
| zoomed up in front of him. 
j * * * 


| Chief’s Claim Rejected 


jue higher court held that th: 

fire chief was negligent and not 
entitled to recover damages from 
the bus company, because testi- 
mony showed that apparently he 
made no effort to slow down at 
the intersection. 

This court said that it did not 
think that the plaintiff’s (chief’s) 
conduct showed reasonable ap- 
pearances of awareness at the 
time the bus entered the inter- 
section. 

Of course, no emergency vehicle 
not on an emergency run has any 
special right of way. 

For example, in Wilke v. Moll, 86 
N. E. (2d) 589, it was shown that 
an ambulance was not on an 
emergency run when a collision 
occurred. The higher court held the 
owner of the ambulance liable for 
$10,000 damages. 

















Louis Public Service Co., 234 S. W. 


BOAT EXHIBIT SECTION OF 1952 DALLAS NEWS SPORTS AND VACATION SHOW 





big as all outdoors! 


Texas is just naturally an outdoor state. 
ea Like to hunt? We've got deer, elk, javelina, 
bear, wolf, coyote, cougar, badger, fox, 


coon, prairie dog, squirrel and rabbit — wild turkey, 
geese, duck, quail and dove. 


Like to fish? We've got lakes, rivers, mountain streams 
and a thousand miles of coastline where you can angle 
for 400 species of fishlife. You can golf, swim, play 
tennis, ride, climb mountains or go sailing nearly all 
year ’round on 267,339 square miles of the nation’s big- 
est playground: Texas. 


SPORT IS BIG BUSINESS in Texas. With so many ingre- 
dients to work with, travel services and bureaus, resort 
owners, and sporting goods retailers easily blend popu- 
lation and playground into a multi-million dollar health 
tonic. Everybody drinks a toast to fun. Promoting 
this elixir was a natural for The Dallas News — and 
the Southwest Sports and Vacation show was born 


April 30, 1949. 


OUTDOORSMEN CAME INSIDE to 85,000 sq. ft. of 
exhibit space in the Automobile Bldg. of Dallas’ State 
Fair Park. The 1949 show broke all records in nine 
days: it drew more fans, 115,300, more fishing tackle 
exhibits, more sporting goods dealers and jobbers, and 


more sporting goods manufacturing executives than any 
other first-year show in the nation. 


ATTENDANCE AND INTEREST have increased each year 
since. In 1952, 133,600 sportsmen turned out for the 
exhibits and performances. When the doors are opened 
this April, an even greater response is expected. Texas 
is just naturally an outdoor state, and The Dallas 
News’ annual Sports and Vacation Show is as big as 
all outdoors! 


VALUABLE PROMOTIONS such as the Sports Show, 
undertaken as a service to its market and to its adver- 
tisers, are characteristic of The News. Extensive mer- 
chandising coupled with The News’ powerful influence 
provides an advertising medium of unchallenged lead- 
ership — the one dominant selling force in the $4 billion 
Double Dallas Market. 


Cresmer and Woodward, Inc., Representatives 
New York * Chicago * Detroit * Atlanta * San Francisco * Los Angeles 


ONE OF A SERIES: THE STORY BEHIND THE NEWS’ CLEAR-CUT LEADERSHIP IN TEXAS 
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Contract Changes Cited... 
Curtice Hails Dealers as Partners 


(Continued from Page 2) 


postwar record on dealerships 
terminated by death. 


“In 75 percent of all cases, when | 


the applicant for continuing the 
business has been someone con- 
nected with the former operation 
and qualified to take over the 
management, approval has been 
given.” 

Curtice added: 

“I point out these contract de- 
velopments to emphasize the fact 
that changing times do bring 
changing conditions.” 

2 s > 
OWEVER, Curtice left no doubt 
as to his opinion that the 


present relationship between GM 


j;and its dealer body is on a con- 


structive and equitable basis. 

“And,” he added, “it is my 
genuine desire that it continue on 
such a basis, It is my intention 
to do everything I can to pre- 
serve and expand it.” 


Curtice also took the occasion to 
remind his dealer audience that: 
“The president of General Motors 
is not satisfied with (GM’s) current 


level of market penetration.” 
* * oe 


E RECALLED that GM’s pre- 
war share of industry new-car 
sales was 48 percent, aS against the 
41.2 percent it got in 1952. He added 
that GM’s share of truck sales in 


1952 was similarly low. 


“Our objective,” he said, “must 





dealers to 
competitive position as well as the 
facilities available to you.” 


be to regain our prewar percentage 
of the market on passenger cars 
and obtain as high a percentage 
on trucks.” 

Curtice said GM’s current pro- 
duction schedules are set up to 
attain such sales targets, 

“In the light of these plans and 


objectives,” he warned, “it may be 


desirable and necessary for you 
reappraise your own 


* * * 


A* OF right now, he said, GM 


dealers have a net worth more 


than three times greater than they 
had in 1941, in terms of prewar 
dollars. He 
dealer body numbers 18,537 in this 


said GM’s_ present 
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country, as compared with 18,428 
in 1941, 

Curtice was confident that 1953 
will be one of the auto industry’s 
best production years. He fore- 
cast for GM a 1958 sales volume 
of about $9 billion, including de- 
fense products. GM’s sales volume 
hit a record $7,549,154,351 last 
year. 

“Competition will be keen in 
1953,” Curtice said, “but the in- 
dustry has always thrived on com- 
petition. We welcome it.” 

His closing remarks re-empha- 
sized the relationship of GM and 
its dealers. 





* + 


“MMHE desired results we are both 

seeking,” he said, “will not be 
obtained unless both of us do our 
level best. 


“We intend to do everything in 
our power to maintain the strength 
and vitality of our dealer organi- 
zation. We intend to continue to 
formulate policies which will con- 
tribute importantly to this most 
desired result.” 

Earlier, at a press luncheon, W. 

F. Hufstader GM _ distribution 
vice-president, weighed the cur- 
rent used-car market and found 
it much less a burden than some 
other industry appraisers. 


“GM,” said Hufstader, “is not 
concerned about any used-car 
problem. At the end of February, 
GM dealers had an average of only 
a 31-day stock of used-cars.” 

GM research, he added, shows 
that the auto market is returning 
to a prewar ratio of two used-car 
sales for every new-car sale as 
far as the franchised dealer is con- 
cerned, 

“A new-car dealer,” said Huf- 
stader, “fundamentally will peddle 
only junk to'a wholesaler. In post- 
war, they have been wholesaling 
twice as many cars as they should.” 


New Zone Office 
Opens in Chicago 
To Handle Willys 


CHICAGO. — Opening of a new 
zone office here at 2020 S. State 
St., under the supervision of A. 
Carl Tiedemann, general manager, 
increases to five the number of 
factory-owned distributorships now 
operated by Willys-Overland. 


Other factory branches are now 
being operated in Atlanta, New 
York, Washington and Los Angeles. 


According to Tiedemann, the Chi- 
cago zone office ultimately will have 
a market potential equivalent to 
that of New York City and its 
environs. 


The zone now has 61 dealers. 
Within the next three months it 
is expected to serve as a wholesale 
outlet for 35 additional dealers. 


The new zone office, successor to 
a distributor-dealer arrangement 
that was in effect for many years 
in Chicago, embraces 49 Illinois 
counties, 15 Indiana counties and 
three Michigan counties. 


It is part of Region 3, of which 
E. L. Andergon is manager. This 
region inclu@es Illinois, Indiana, 
Wisconsin and Michigan, most of 
Ohio, Kentucky, Minnesota and 
Iowa, and approximately half of 
Missouri.” 


Tiedemann joined Willys in 1952 
following four years with Hudson 
Sales Corp. as a zone manager in 
Chicago. 


for that 


: ConTemental custom look! 


add that special, distinctive appearance to your car 
... that extra-special Continental flavor that makes 
your car a sparkling stand-out! 








1550 SEABRIGHT AVENUE @ LONG BEACH, CALIF. 
Mr. Dealer: contact your nearest, local dis- 
tributor for colorful, descriptive catalogue 
and prices. 


SOUND DEADENERS 


UNDERBODY COATINGS 


SEALERS & CHASSIS BLACKS 


SOLD AND SERVICED FROM OUR 
FACTORY BRANCHES 


DETROIT 34, MICH. 
P. O. Box 4665 
Mt. Elliott Station 
Phone— Jefferson 6-7284 
K. D. ROUBIE, Detroit Manager 


LYNDHURST, N. J. 

Page and Schuyler Avenues 
Phone—Rutherford 2-8118 

CARL P. SPRINGER, Eastern Manager 




















J. E. ASHTON, V. P., Dir. Auto. Sales 


J. W. MORTELL COMPANY 


TECHNICAL COATINGS SINCE 1895 


KANKAKEE, ILL. 
DETROIT, MICH. LYNDHURST, N. J. 
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Briefing for Willys Representatives— 








“Monday morning quarterback" sessions are part of the staff routine at the new 
zone office of Willys-Overland, recently opened in Chicago. A. Carl Tiedemann, 
general manager (extreme right), conducts meetings for his sales, parts and service 
representatives before they start out each week on calls to dealers. 





Packard Instructs Dealers 
In Spring Sales Program 


(Continued from Page 6) 


organize now to be sure we are 
ready to cash in this spring,” 
dealers were told. 


Packard executives at each 
meeting presented complete 
programs for spring sales cam- 
paigns, including local market 


studies, policies for competitive 
selling, advertising and selling 


Auto Battalion 


Slates Reunion 


DETROIT.—The annual reunion 
of the 60ist Ordnance Battalion, a 
World War II unit composed of 
automotive technicians, will be held 
Saturday and Sunday (March 28- 
29) in the Tuller Hotel here. 

The battalion, which served in 
North Africa and France, was 
formed early in 1942 when the War 
Department enlisted the aid of 
NADA in assembling technicians 
for the maintenance and repair of 
tanks, trucks and guns that were 
then beginning to roll off the pro- 
duction lines. One of the leaders in 
the recruitment program was Post- 
master General Arthur H. Summer- 
field, Flint Chevrolet dealer. 

Many of the battalion veterans 
are still engaged in the automotive 
business as dealers, salesmen, 
regional managers and in other 
capacities. 


plans, and sales organization sug- 
gestions. 


The survey of buying facts 
covered only 1953 Packards and 
Clippers bought during January 
and February. According to factory 
men, one of the most important 
aspects covered by the survey 
showed a lack of “beating the 
bushes” for new-car prospects. 


“In only 9 percent of the cases 
did a salesman call at the home be- 
fore the prospective buyer came to 
the showroom,” the report stated. 

In only 14 percent of the cases 
did a salesman make a prior call 
on the telephone, the survey in- 
dicated, and only 8 percent of those 
interviewed said the dealer or his 
salesman was the main influencing 
factor in the sale. 

Other buyers listed Packard 
reputation, company, advertising, 
the new Packard administration, 
appearance and features of the 
cars. First-time Packard owners 
listed style and design as the main 
influencing factor in the sale. 

Meetings were held in Detroit; 
Cincinnati; Atlanta; Jacksonville, 
Fla.; Los Angeles; Portland, Ore.; 
San Francisco; Salt Lake City; 
Syracuse; Boston; Philadelphia; 
New York; Chicago; Milwaukee; 
Minneapolis; Kansas City; Dallas; 
St. Louis; Cleveland; Pittsburgh, 
and Washington. 


INVESTMENT 
OPPORTUNITY! 


Firms investing in regular Ameri- 
can Airfreight shipments find that 
it affords them an opportunity to 
avoid assembly delays and save 
money in the long run. 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N. Y. 


a 
1951 - 1952 
CHEVROLETS and PLYMOUTHS 


ALL 4-DOOR SEDANS 
— EX-TAXICABS — 
Priced for Quick Sale 


1951 Models from $600. 


1952 Models from $900. 


MURRAY SOBEL 


4111 2nd Blvd. 


TE. 3-7493 


Detroit, Mich. 
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But It’s No Tea Party... 
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Automobiles Do Well 
In Atomic Test 


(Continued from Page 1) 


floors or used car lots from 
whence they came. 

Older cars seemed to stand the 
blast as well as later models, and 
the way they were faced seemed 
to have no particular significance. 

+ * * 
N° ONE make or model seemed 
to outperform any other, dash- 
ing any hopes for an advertising 


gimmick. 
Auto windows seemed extremely 
strong. Only one _ windshield 


cracked among the cars in outer 
areas, and that was due to the 
pressure of the dished roof, ac- 
cording to Jenner. 

Motors seemed to prove them- 
selves sturdy enough to hold up, 
if the rest of the car could. Jenner 
said motors started perfectly at 
most distant points after the blast. 


The area surrounding “ground 
zero” was still hot at press time 
last week, and only one Atomic 
Energy Commission team had ap- 
proached as close as 7,500 yards. 

* * * 


agers and his team surveyed 
the area by helicopter, but it was 
impossible to take into account the 
possible radiation effects. 
“Whether the auto proved itself 
a ‘rolling foxhole’ cannot yet be 
determined,” he commented. 
However, Val Goodwin, one of 
the nation’s top civil defense au- 


$5,618,263 Profit 
Reported for ’52 
By Packard 


DETROIT.—Earnings of $5,618,- 
263 for 1952, equal to 39 cents a 
share, were reported last week by 
Packard. These compare with 1951 
earnings of $5,594,060, equal to 38 
cents a share. 

Consolidated sales and other in- 
comes in 1952 were $233,737,020, 
compared with $178,168,319 in 1951. 
Of the year’s production of cars 
and defense materials, the fourth 
quarter accounted for $95,895,812, 
with net earnings during this 
period in excess of $2,500,000. 

Working capital was reported as 
$40,228,040, comipared with $45,730,- 
275 Dec. 31, 1951, the reduction 
representing chiefly investments in 
new facilities. 

“At the end of the year, the com- 
pany was producing automobiles 
at a rate more than double that 
prevailing during the first three 
quarters,” James J. Nance, who be- 
came president in midyear, wrote 
in his report. 


Letterbox 


(Continued from Page 4) 


and every possible action to stop 
“Free Trade”—how can Mr. Ford 
ask Nations to heed his call? 

With this fertile field here in the 
USA, I believe that it would be well 
for Mr. Ford to set an example of 
goodwill and free trade before call- 
ing on the rest of the world to in- 
stall a plan that he does not allow 
in his own operation s.—GgorcE 
LavRENZ, Medina, O. 

* * 7 


Cadillac in Florida 

Recently there have been mixups 
in Automotive News regarding 
McKellar Cadillac and Nolan-Brown 





Motors (Cadillac). To set the rec-|/ 


ord straight, McKellar Cadillac is 

in Orlando, Fla., and has no con- 

alae with the Nolan-Brown 
n. 


The Nolan-Brown dealerships in- 
clude Connor Brown Cadillac, Ft. 
Lauderdale; Claude Nolan, Inc., 
Jacksonville; Nolan-Brown Motors, 

i, and a branch of Nolan- 
Brown Motors in Miami Beach.— 
Warrer C. Mauuory, Florida Auto- 
mobile Dealers Assn., Orlando. 


New Eagle Appointments 
Robert Pasco has been appointed 
service manager and Clarence Pen- 
hollow assistant service manager of 
New Eagle Motors of Jamestown, 
c., Jamestown, N. Y. 


thorities, said he would person- 
ally “head for the gutter.” 

Meanwhile, auto industry engi- 
neering people waited at near-by 
Camp Mercury, waiting a go-ahead 
from AEC officials to make an ex- 
haustive survey of automobile per- 
formance. 

* +. * 

ENNER stressed that even the 

conclusions that seemed obvious 
regarding automobiles in last 
week’s test cannot be considered 
conclusive. 

He pointed out that the power 
of the bomb used was relatively 
small, “only a 15 kiloton yield.” 
The bomb dropped on Nagasaki 
was 25 percent stronger. 

New cars furnished for the test 
through AMA included five from 
Ford Motor Co., five from General 


‘Motors (one from each division), 


four Chrysler Corp. cars, three 
Willys, two Kaiser-Frazer, two 
Studebakers, and one each of Hud- 
son, Nash and Packard. 

Used-cars were furnished by: 
Downtown (Los Angeles) Figueroa 
Street New Car Dealers Assn. (11 
cars); Atomic Energy Commission 
(8); U. S. Post Office Department 
(3); and Los Angeles Chevrolet 
Dealers Assn.; Ford Dealers Assn. 
of Southern California; Davies Mo- 
tors, San Diego; S. A. Camp Motor, 
Bakersfield, Calif.; Southeast Nash, 
Huntington Park, Calif.; Suburban 
Auto Sales & Service, Hawthorne, 
Calif.; Worthington Motors, Hunt- 
ington Park; Enoch Chevrolet, 
South Gate, Calif.; Harris Motor, 
Ventura, Calif.; Houston Auto 
Dealers Assn.; Authorized New Car 
Dealers of Dallas; Johnson Bros. 
Chevrolet, Dallas, and Moye Chev- 
rolet, Newton, Mass., one each. 

Those used cars, furnished by 
other than California dealers, were 
purchased in Los Angeles by the 
out-of-state dealers through the 
Southern California dealer associa- 
tion. 


Bremer to Direct 
Packard Buying 


DETROIT.—A further move in 
the development of the new man- 
agement group at Packard was an- 
nounced last week by James J. 
Nance, president. 

In disclosing the retirement of 
Russell R. Rees, director of pur- 
chasing, Nance said the post would 
be filled by Roger E. Bremer. At 
the same time, Nance made known 
the appointment of Oliver E. 
Rodgers as chief engineer of the 
jet engine division. 

Rees had been head of Packard 
purchasing since 1945. He started 
with the company in 1915 as a con- 
struction engineer. 

Bremer, 37, joins Packard after 
serving as purchasing agent for 
Lincoln-Mercury. He previously had 
been manager of purchase analysis 
for Ford Motor Co. 

Rodgers, 37, comes to Packard 
from Philadelphia, where he was 
assistant manager of the gas tur- 
bine division for Westinghouse. 


Morrison Shifted 
At Federal-Mogul 


DETROIT. — James C. Morrison 
has been appointed manager of 
Federal-Mogul 
Corp.’s Detroit 
plant, it was an- 
nounced last week 
by M. A, Hunter, 
manufacturing 
vice-president. 

Morrison suc- 
ceeds P. J. Potter, 
who has request- 
ed and extended 
leave of absence 
for health rea- 
sons. 

Morrison was 
formerly an assistant to Hunter on 
the company’s central manufactur- 
ing staff. He first became associated 
with Federal-Mogul in 1950 when 
he supervised installation of a 
standard hour wage payment plan 
at the Detroit plant. 





J. ©. Morrison 
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Power Unlimited at New Buick Plant— 





When they come off the production line, Buick's new V-8 engines are shunted 
immediately to test stands where they get a thorough run-in before they are placed 
in new cars, Here they are, row upon row, ready for their tests and adjustments. As 
many as 225 engines can be tested per hour in Buick's new engine plant in Flint. 


Classifications Cut Down 
For Economy Run 


(Continued from Page 1) 


revealed March $1 when all 
entries are in final impound. 

However, the ton-mile-per-gallon 
basis of determining winners has 
been retained. There had been talk 
that this formula might be aban- 
doned. 

“The principal change,” accord- 
ing to A. C. Pillsbury, regional di- 
rector of the contest board of the 
American Automobile Assn., which 
supervises the test, “is a reduction 


in the number of competing classes 
of cars.” 

Last year there were 11 classes 
for the standard, four-door stock 
cars, including two special light- 
weight divisions. 

This year, there are four price 
classes—low, low-medium, upper- 
medium and high—and one special 
lightweight classification. 

All competing cars in the high 
price class will be equipped with 








| Use of Tubeless Tires 


Limited on Cadillac 


DETROIT. — Cadillac has in- 
formed its dealers in a bulletin 
that the majority of tubeless 
tires now on the market cannot 
be used with Cadillac wire 
wheels or with standard disc 
wheels equipped with 1953-style 
wheel discs. 

“Tubeless tires,” said the bul- 
letin, “cannot be used with wire 
wheels due to the fact that no 
effective method has yet been 
developed to seal the spoke ends. 
This problem is now being stud- 
ied by the tire companies.” 





automatic transmissions, while in 
lower price divisions cars will be 
permitted to compete with either 
standard, (including overdrive), 
or automatic transmission. 

“By limiting classifications,” Pills- 
bury said, “we hope to spur com- 
petition within the industry and 
give the public a better idea of the 
performance qualifications of each 
car.” 


He defined low-price bracket 
automobiles as those selling be- 
tween $1,500 and $2,050; low- 
medium, $2,051 and $2,500; upper- 
medium, $2,501 and $3,000; high, 
$3,001 and $4,500, based on ad- 
vertising factory prices. 


In the special lightweight class, 
he listed as examples such vehi- 
cles as the Henry J Corsair “4” 
and De Luxe “6” and the Nash 
Rambler. 


Pillsbury explained that under 
the ton-mile-per-gallon method 
each car’s showing is found by 
taking its weight in tons, multiply- 
ing by miles traveled, and dividing 
by gallons of gasoline consumed. 
The overall winner receives the 
coveted sweepstakes trophy. 
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PRECISION-BUILT 


WASHINOBILE 


You can make customers and keep customers with a good 
car wash, That’s why you need Washmobile. The new 1953 Pressure Foam 
Model does a maximum job at a minimum cost, moves over the car in 
minutes to rinse, shampoo and wash. No structural changes in your wash bay, 
either. If you want those service customers tomorrow, 


PROVE WASHMOBILE BRINGS ‘EM IN! 
On me 
Company-~-——---~ ---- - -- --- —-- 
Street Address—__________—________- 
City ——______—__—————- State 


CAR WASHERS 























Used-Car Auction Prices 
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Custom (8) sedan, $1,015. 
(6) sedan, $790. 


49 Custom 
’48 Custom (8) sedan, 
$545, $485. °'46 Custom (8) sedan, $430, 
$235. °41 sedan, $100. ‘40 sedan, $100. 


HUDSON—’51 Hornet sedan, $1,105. ‘49 
Super (6) sedan, $650. 


KAISER—’49 sedan, $410; Traveler, $435. 
LINCOLN—’46 sedan, $195. 


MERCURY — ’52 sedan, $1,965*, $1,805; 
Monterey, $2,200*, $2,130*. ‘51 sedan, 
$1,405*, $1,210°, $1,450*%. ‘49 sedan, 
$845, $865. 


NASH—’'50 Ambassador sedan, $825. 

OLDSMOBILE—’53 Super (88) sedan, $2,- 
895*, $2,765*, $2,875*, $3,385". ‘52 Su- 
per (88) sedan, $2,195*. ‘50 (88) sedan, 
$1,000, $1,385*, $1,095. °49 (88) sedan, 
$735. 

PACKARD—’'50 sedan, $930. 

PLYMOUTH—’53 Cranbrook conv., $2,260. 


"52 Cranbrook sedan, $1,540. ‘51 Cam- 
bridge sedan, $1,280, $950. ‘50 Deluxe 
sedan, $840. 

PONTIAC—’52 Chieftain sedan, $1,940*. 


‘51 SL (8) sedan, $1,490*, $1,420*, $1,- 
580*. ‘50 SL (8) sedan, $970. ‘49 SL 
(8) sedan, $930, $925. °48 SL (8) sedan, 
$500, $560, $850*. ‘46 SL (8) sedan, 


$240. 
MISCELLANEOUS—’50 Austin sedan, $400. 


VALDOSTA, GA. 


(Tom Hewitt’s Auto Auction. Sale every 
Friday. Prices are for sale of March 6.) 


(Market average. Clean cars in de- 
mand, Sold 171 cars out of 324 offer- 
ings.) 


BUICK — '53 RM _ sedan, 
Riviera sedan, $2,910*. '52 Super Riviera 
sedan, $1,925*. ‘51 Special club coupe, 
$1,550*; RM 4-dr., $1,425". ‘'50 Super 
conv., $1,300*. °49 Super 4-dr., $750. 
*41 2-dr., $155. 

CADILLAC—’52 (62) 4-dr., 
(62) sedan, $2,750*. 
"46 4-dr., $700. 

CHEVROLET—’53 (210) club coupe, §2,- 
150*, $2,075, $1,960; 4-dr., $2,050. ’'52 
Bel Air, $1,900*, $1,795*, $1,625, $1,600; 
SL Deluxe club coupe, $1,710*; FL De- 
luxe sedan, $1,525, $1,390. ‘51 conv., 
$1,300; SL Deluxe sedan, 2 at $1,250, 
$1,125, $900, $1,100, $875. °50 Bel Air, 
$1,080; FL Deluxe sedan, $975, $950, 
$940; SL Deluxe sedan, $945, $900. ‘49 
station wagon, $525. ‘48 FL aerosedan, 
$725, $520. °46 SM sedan, $550. 

CHRYSLER—’53 Windsor sedan, $2,750*. 
"50 Royal sedan, $1,310. °49 NY sedan, 
$1,100. °48 Windsor sedan, $740. 

DeSOTO—’50 sedan, $1,050. 

DODGE—’53 Coronet (8) conv., $2,700*; 
sedan, $2,050, $2,000; Meadowbrook Sub- 
urban, $2,095*. °52 sedan, $1,300*. ’51 
sedan, 2 at $1,100. ‘50 Meadowbrook 
sedan, $880. 

FORD—’53 conv., 
$2,275. 


$3,225*; Super 


$3,550*. 51 
*50 conv., $2,475*. 


$2,475*; ranch wagon, 
"52 ranch wagon, $1,955*, $1,- 


775*, $1,750*; Victoria, $1,650*; Custom 
(8) sedan, $1,800*, $1,620, $1,610, $1,- 
730*; Main (8) sedan, $1,380. °'51 Cus- 
tom (8) sedan, $1,300, $1,275, 2 at $1,- 
250, $1,235. '50 Crestliner, $1,100; Cus- 
tom (8) sedan, $1,050, $970; Deluxe (8) 


sedan, $870. °49 Custom (6) club coupe, 
$650, $630, $500; sedan, $635, $550. ‘48 
SD (8) sedan, $775. '46 SD (8) sedan, 
$475. 

KAISER—’52 Henry J (6) sedan, $840. 


51 Henry J (6) sedan, $600, $560, 2 at 
$550, ’52 sedan, $850. 48 sedan, $280. 


LINCOLN—’52 Capri sedan, $2,650*. 


MERCURY—'49 sedan, $750. 
NASH—’52 Rambler station wagon, $1,- 
300, $1,100; Country Club, $1,200. ‘51 


Rambler station wagon, $1,140, $1,000. 


OLDSMOBILE — ’53 Super (88) Holiday, 
$3,140*. '52 Super (88) conv., $2,100*. 
’51 (88) sedan, $1,650*, $1,440*. '50 (88) 
sedan, $1,250*, $1,200*, $1,100. "49 (88) 
sedan, $975*, $970*, $800*. 

PLYMOUTH—’53 Suburban sedan, $2,050; 
Cranbrook sedan, $1,775, $1,750. ‘51 
Savoy, $1,100. °'50 Deluxe sedan, $800. 
’49 SD club coupe, $825, Deluxe $750. 

PONTIAC—’53 Catalina $2,800*. ’52 conv., 
$2,050; Chieftain (8) sedan, $1,775*, $1,- 


625*, $1,475. °51 Chieftain (8) sedan, 
$1,535*, $1,395. °50 Chieftain (8) sedan, 
$1,200. 


STUDEBAKER—’53 Champion sedan, $1,- 


875*. °50 Champion sedan, $745. 


CLEVELAND, O. 


(O.K. Auto Auction. Sale every Tues- 
day. Prices are for sale of March 10.) 
(Activity picked up some, Buyers more 
active, but sellers holding out for the 
last dollar. Sold 34 cars out of 70 offer- 
ings.) 
BUICK—’51 Special 4-dr., $1,325. 50 RM 
conv., $1,390". 
CADILLAC—’49 (62) 4-dr., $1,700*. 


CHEVROLET—’'51 SL Deluxe 2-dr., $1,- 


210; 4-dr., $1,075. '50 SL Deluxe 2-dr., 

$910. °49 SL Deluxe 2-dr., $810. ‘47 

FL 2-dr., $485. '46 SM 2-dr., $405. 
FORD—’52 Custom (8) 4-dr., $1,525*. '51 


Custom (6) 2-dr., $955. ‘50 Custom (6) 
club coupe, $800; 2-dr., $755. '49 Custom 
(8) 2-dr., $735*. °46 SD (8) 2-dr., $420. 

FRAZER—’47 4-dr., $310. 

HUDSON—’48 Super (6) club coupe, $425. 

KAISER—’49 4-dr., $310. '48 4-dr., $275. 

MERCURY—’50 4-dr., $1,095*. °46 4-dr., 
$410. 

NASH—’51 Statesman sedan, $1,010*. '48 
(600) 4-dr. sedan, $505*. '47 (600) 4-dr. 
sedan, $250. 

OLDSMOBILE—’49 (98) club sedan, $775*. 
*48 (78) sedan, $595*. 


PLYMOUTH—’50 Deluxe sedan, $760. °49 
Deluxe 4-dr. sedan, $730, $750. 
PONTIAC—’51 Chieftain (8) sedan, $1,- 


$420*. '49 Chieftain (8) club coupe, $790*. 




















Lower Front and Rear Combined 


opment since paint spraying! 


warmth — easily cleaned with 


Models: 
Top — All-Section for jobs on 


4 Y WLJOH 


CORPORATION 


KWIKEE CAR MASKERS 


Speed Up Masking 3 Times as Fast! 


Speed the paint jobs along! Get a bigger share of the profit- 
able two-tone painting demand! Kwikee Car Maskers mask 
any section of any car 3 times faster than ever before—saves 
yards of tape—can be used repeatedly! The greatest devel- 


Kwikees —for every model—are of durable Polyethylene 
plastic — will not affect car finish — unaffected by cold or 


Lower Front — Lower 
Wheel, Spotlite, Antenna, Mirror. 


TONE BUSINESS! 


solvent. 


Rear — Roof — Convertible 
doors, fenders, hoods, etc. — 


FROM YOUR JOBBER — 
OR WRITE — NOW! 


115 MILL STREET, REVERE 51, MASS. 





MFORT 


TION 





SEAT CUSHIONING 


LEADING CAR 


__ AUTOMOTIVE 


*48 Torp 6) 2-dr., $660*. °47 SL (8) 
4-dr., $! 

STUDEBA “&!:--’50 Commander (8) 4-dr. 
sedan, ‘ 


DANVILLE, VA. 


(Danville o Auction. Sale every Wed- 


nesday. Prices are for sale of March 11.) 
(Activity «tl slow, Most retailers say 

lots are full. Sold 61 cars our of 87 
offerings.) 

| BUICK 52 Special Riviera 2-dr., $2,500*. 
’51 Super 2-dr., $1,390*. ’50 Super 2-dr., 
$1,275*. ‘49 Super 2-dr., $910. ‘48 RM 
4-dr., $540; Super 2-dr., $500. °46 Super 
4-dr., $450. 

CADILLAC (62) 4-dr., $2,600*. 

CHEVROLET 53 (210) sport coupe, $2,- 
150*. '51 SI Deluxe 2-dr., $1,205*; club 
coupe, $1,180, $1,185; SL Special 2-dr., 
$970. °50 SL Deluxe 4-dr., $850; SL 


Special 2-dr., $835; business coupe, $765; 
FL Deluxe 2-dr., $815. 49 %-ton pickup, 


$645; FL Special 2-dr., $695; 4-dr., $700; 
SL Special 4-dr., $455. °48 1-ton stake, 
$450; FM 4-dr., $575; FL aerosedan, 


$750. '47 FM 2-dr., $720, $520. 


CHRYSLER—’47 Windsor Town and Coun- 
try, $385. 
FORD—'51 Custom (8) 2-dr., $2,225*. '50 


Deluxe (8) 2-dr., $850. ’49 Custom (8) 


2-dr., $735, $785; %-ton pickup, $470. 
'48 SD (8) 4-dr.y $200. °47 SD (8) 2-dr., 
$510; Deluxe (8) 2-dr., $420; SD (8) 
2-dr., $420 SD (8) 4-dr., $500. °46 SD 


(8) 2-dr., $310; Deluxe (8) 2-dr., $400. 
’39 SD (8) 2-dr., $355. 


HUDSON — ‘51 Hornet 4-dr., $1,330. '46 
2-dr., $165. 

LINCOLN—'49 4-dr., $785*. 

MERCURY—'49 4-dr., $835. '46 4-dr., $375. 


OLDSMOBILE—’53 Super (88) 2-dr., $2,- 
900*. '50 (88) 2-dr., $1,300*, 1,330*. ’49 
(88) 2-dr., $1,025*, 


PLYMOUTH—’52 Cranbrook 4-dr., $1,300. 
’51 Cranbrook 4-dr., $1,080. 
PONTIAC—'48 Chieftain (8) 2-dr., $650. 


"47 Chieftain (8) 2-dr., $400. 
STUDEBAKER—’51 Commander 2-dr., $1,- 
050. 


DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of March 11.) 


BUICK—’53 Super Riviera sedan, $3,000*; 
Special sedan, $2,565*. ’52 Special sedan, 
$1,385*, $1,410, $1,955*. °51 Super sedan, 
$1,450*, $1,490*, $1,495*, $1,500*, $1,- 
555*, $1,600*. '50 Super sedan, $1,090*, 
$1,165*, $1,365*. °49 Super conv., §$1,- 
015°. 

CADILLAC—'53 Coupe deVille, $5,305*. 
"52 (62) sedan, $3,550*, $3,585*, 3,700*, 
$3,910*, $3,955*. '51 (62) sedan, $2,675*, 
$2,745*, $2,855*, $3,000*. '49 (62) sedan, 
$1,655*. °48 (61) sedan, $1,300*. 

CHEVROLET—’53 Bel Air sedan, $2,260*, 
$2,395*; (210) sports coupe, 2 at $2,250"; 
station wagon, $1,955, $2,070*; %-ton 
pickup, $1,315, $1,380, $1,410, $1,415. 
"52 Bel Air, $1,935; SL Deluxe sedan, 
$1,125, $1,270, $1,400, $1,505, $1,520, 
$1,570, $1,615. '51 Bel Air, $1,530, $1,- 
565, $1,595; SL Deluxe sedan, $1,050, 
$1,080, $1,090, $1,200, 2 at $1,250, $1,- 
260. ’50 Bel Air, 2 at $1,250, $1,315, 
$1,325, $1,375; FL Deluxe sedan, $965, 
$990, $1,015, $1,035, $1,040, $1,090, $1,- 
105. °49 SL Deluxe sedan, $860, $975. 
’48 Aerosedan, $615, $690. 

CHRYSLER—’53 NY sedan, $2,950*, §$3,- 
125*; Windsor sedan, $2,250*. ’52 Sara- 
toga sedan, $2,165*; Windsor sedan, §$1,- 
530°, $1,735", $1,745*, $1,925*. °51 Im- 
perial sedan, $1,785*. ’50 Windsor sedan, 
$1,235*, $1,370*. ’49 Windsor sedan, $1,- 
005*. '48 Windsor sedan, $615*, $695*. 

DeSOTO—’53 Fire Dome (8) sedan, §$2,- 
705*, $2,725*. '50 Custom sedan, $950*, 
$1,030*, $1,080*. '49 Custom sedan, $940. 

DODGE—’53 Coronet sedan, $2,305*. ’51 
Meadowbrook sedan, $915*, $1,120*, $1,- 
425*. '50 Meadowbrook sedan, $855, $1,- 
025*. ’48 Deluxe sedan, $470*. '47 Custom 
sedan, $505*. 

FORD—’53 Victoria, $2,385*, $2,420*, $2,- 


425*, $2,450*, 2 at $2,465*, $2,480*, 
$2,530*; ranch wagon, §2,200, 2 at 
$2,225, $2,330*. '52 Custom (8) sedan, 


$1,305, $1,490*, $1,625*; %-ton pickup, 
$1,240. '51 Victoria, $1,205, $1,280, $1,- 
330°, $1,365*, $1,395*, $1,420*, $1,470*, 
$1,495*, $1,530*, $1,650*. °50 Deluxe 
(8) sedan, $875, $1,170*. '49 Custom (8) 
on $750*. °48 SD (8) sedan, $495, 


HUDSON—’51 Hornet sedan, $1,360*, $1,- 
600°. 
KAISER—’52 sedan, ’51 sedan, 


$1,005. 

MERCURY—’53 sedan, $2,490*, $2,540*, 
$2,695*. °51 sedan, $1,475*. °50 sedan, 
$995*. °49 sedan, $925. °47 sedan, $535. 


$1,210*. 


NASH—’51 Rambler station wagon, §$1,- 
075*; Statesman sedan, $1,050*. 
OLDSMOBILE—’53 (98) sedan, $3,260*, 


$3,305*, $3,330*; Super (88) sedan, §2,- 
530°, $2,825*, $3,020*, $3,150*. '52 Super 
(88) sedan, $2,130*, $2,185*. ‘51 (88) 
sedan, $1,390*, $1,600*, 2 at $1,680*. 
"50 (88) sedan, $1,330*, $1,345*, $1,350*, 
$1,375*, $1,385*. 

PACKARD—’52 (200) sedan, $2,000*. '51 
Snag sedan, $1,175", $1,265*. '50 sedan, 


$735. 

PLYMOUTH—’53 Cranbrook sedan, $1,845, 
$2,125*, $2,140*. °'52 Cranbrook sedan, 
$1,255. '51 Savoy, $1,545; Belvedere, $1,- 


075, $1,300. °49 Suburban, $1,000. °48 
Deluxe sedan, $590. 
PONTIAC—’53 Chieftain (8) sedan, §$2,- 


500*, $2,575*, $2,580*. '52 Catalina, $2,- 
100*, $2,220*; Chieftain (8) sedan, $1,- 
635*, $1,925*. °51 conv., $1,605*. '50 
Chieftain (8) sedan, $875, $1,020 §$1,- 
130*, $1,480*. °49 SL (8) sedan, $985. 
STUDEBAKER—’51 Champion sedan, §$1,- 
050*; Commander sedan, $895*, $1,235*; 


Land Cruiser, 2 at $1,125°. 
— — '53 pickup, $1,820. °48 Jeep 
490. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sale of March 11.) 


(Prices steady — sale active. Business 
appears to be on the upgrade. Sold 121 
ears out of 177 offerings.) 

BUICK — ’52 RM Riviera 4-dr., $2,150*. 
"51 Special 4-dr., $1,505*. '49 Super 4-dr., 
$820*, $775*. '47 Super 4-dr., $435. 

CHEVROLET — '53 (210) 2-dr., $1,960, 
$1,945. °52 SL Deluxe 4-dr., $1,490, $1,- 
480°, $1,460, $1,375; SL Special 2-dr., 
$1,300, $1,285. ’°51 SL Deluxe 4-dr., $1,- 
180, $1,155; SL Special club coupe, §$1,- 
050. ’50 SL Special club coupe, $950; SL 
Deluxe 2-dr., $1,080*, $1,015, $990. '49 
SL Deluxe 2-dr., $915, $890. ‘48 FM 
4-dr., $610. 

CHRYSLER—’'49 Windsor 4-dr., $950*. 48 
station wagon, $670*. 


DODGE — '50 Wayfarer 2-dr., $790. "48 


Custom 4-dr., $580. ; 
FORD—’53 Victoria, $2,395*, $2,390°. 52 
Custom (8) 4-dr., $1,655*. ’51 Custom 
(8) 2-dr., $1,110. ’50 Custom (8) sedan, 


$955*, $930*, $905*. ‘49 Custom (8) 
4-dr., $810*, $765; Deluxe (6) 4-dr., 
$615. °47 Deluxe (8) 2-dr., $450. 
FRAZER—’49 4-dr., = 
KAISER—’49 4-dr., $345*. ; 
MERCURY—'53 4-dr., $2,445*. °52 Mon- 
terey, $2,095*; 4-dr., $1,910*, $1,840*, 
$1,785. ‘51 4-dr., $1,405". °50 4-dr., 
$995*. ; 
NASH—’51 station wagon, $1,000. '49 2- 
dr., $735. 
OLDSMOBILE—’50 (98) 2-dr., $1,290*; 
(88) 2-dr., $1,215*, $1,155*. "49 (98) 4- 
dr., $990*, $955*; (88) 4-dr., $970*. ‘48 


(76) 2-dr., $595. 

PLYMOUTH—’'52 Cranbrook 4-dr., $1,375, 
$1,355. ’51 Cranbrook 4-dr., $1,100. 
PONTIAC—’51 Chieftain (8) 2-dr., $1,235*; 
club coupe, $1,150*. '50 Chieftain (8) 2- 

dr., $1,185*. 
STUDEBAKER — '53 Commander club 
coupe, $2,700*. '50 Champion 4-dr., $755. 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of March 
11.) 

BUICK — ’51 Super 4-dr., $1,580*; RM 
4-dr., $1,710*. ‘50 Super conv., $1,315; 
Special 2-dr., $1,080, $1,200*; 4-dr., 
$1,165, $1,025. °49 4-dr., $925; RM 4-dr., 
$955*, $1,150*; 2-dr., $950. ‘47 Super 
4-dr., $455; conv., $515. 

CADILLAC—’53 (62) club coupe, $5,065*. 
50 (62) 4-dr., $2,460*, $2,600*. °47 
(61) 4-dr., $865*. 

CHEVROLET—’52 SL Deluxe, 4-dr., $1,- 
450*. ’51 FL 2-dr., $1,200, $1,215; 
SL Deluxe 2-dr., $1,280; 4-dr., $1,360*. 
50 SL Special 4-dr., $820, $815; FL 
Deluxe 4-dr., $1,185; 2-dr., $1,110, $1,- 
025. °49 FL Deluxe 2-dr., $1,085; SL 
Deluxe 4-dr., $950; 2-dr., $920, $890. ’48 
SM 2-dr., $580; 4-dr., $615; FL Aero- 
sedan, $800. '47 %-ton panel, $390; SM 
club coupe, $600. '46 FM 4-dr., $425; SM 
4-dr., $600, $530. 


CHRYSLER—’51 Imperial 4-dr., $2,150*. 
’50 Windsor 4-dr., $1,400*. 
DeSOTO—’52 Custom 4-dr., $1,675*. ’51 


Custom 4-dr., $1,395*; club coupe, $1,- 
385*. '50 conv., $1,130*. °49 club coupe, 
$1,140*, $915. °46 4-dr.. $440. 

DODGE—’51 Coronet 4-dr., $1,005*. °50 
Wayfarer conv., $995; Coronet 4-dr., $1,- 
245*; Meadowbrook 4-dr., $970*. ‘49 
Meadowbrook 4-dr., $885. ’47 conv., $585. 
46 express wagon, $400. ‘41 Business 
Coupe, $150. 

FORD—’53 (8) conv., $2,230*; 
$2,450*. °52 Custom (8) 2-dr., $1,780; 
ranch wagon, $2,130; Victoria, $2,290*. 
’51 Custom (8) club coupe, $1,235*; Cus- 
tom (6) 4-dr., $1,015; conv., $1,435*. °50 
conv., $1,125*; Deluxe (8) 2-dr., $900, 
$930; Custom (8) 2-dr., $1,015; Deluxe 
(6) business coupe, $785. °'49 station 
wagon, $910; Custom (8) 4-dr., $830; 
conv., $825, $775; 2-dr., $900, $890. '48 
Deluxe (8) business coupe, $600. ’47 De- 
luxe (8) coupe, $485; 2-dr., $275; SD 
(8) conv., $305; 4-dr., $540. °46 SD (8) 
4-dr., $385; club coupe, $535. °42 SD 
(8) 2-dr., $130. ’41 SD (8) 4-dr., $195. 

FRAZER—’51 4-dr., $1,010*. 


Victoria, 


HUDSON—’50 PM 2-dr., $890. 

LINCOLN — ’49 4-dr., $805, $915; club 
coupe, $1,010*. 

MERCURY—’52 club coupe, $2,250*; Mon- 
terey, $2,275*. °51 4-dr., $1,525; club 
coupe, $1,695*. °50 4-dr.. $1,150; 2-dr., 
$1,330*. '49 club coupe, $950. 


NASH—’51 Rambler station wagon, $1,125. 

OLDSMOBILE—’51 (98) conv., $2,300*. 
’50 (98) 4-dr., $1,320*. 49 (76) 4-dr., 
$1,000*. °47 (66) 4-dr., $515*. °46 (98) 
4-dr., $315; (66) 2-dr., $470. 

PACKARD—’51 (200) 4-dr., $1,435*. 
4-dr., $900. '46 4-dr., $475. 

PLYMOUTH—’51 Concord, business coupe, 
$975; Cambridge 4-dr., $1,215; club 
coupe, $1,115. ‘50 P-19 2-dr., $925. °49 
station wagon, $995; SD club coupe, 
$825; Deluxe club coupe, $885. ’48 De- 
luxe 4-dr., $525. °42 4-dr., $100. °40 
club coupe, $115. 

PONTIAC—’51 Catalina, $1,755*; Chieftain 
(8) 2-dr., $1,410*. 49 SL (8) 2-dr., $950; 


"49 


SL (6) 4-dr., $1,100*; Chieftain (8) 
4-dr., $1,050*. °47 Torpedo (8) 4-dr., 
$550. '41 (8) 4-dr., $140. 


STUDEBAKER—’52 Commander (8) Star- 
liner, $1,750*, $1,685*; Champion 2-dr., 
$1,095. °51 Champion 2-dr., $1,060, $985. 
‘50 Champion 4-dr., $775; club coupe, 
$930; pickup, $800. '48 Champion conv., 
$525. °47 %-ton pickup, $490. 

WILLYS—’51 station wagon, $1,105. 


Hudson Victorious 


In 3 of 5 Races 


DETROIT.—Hudsons, which led 
in three racing associations with 
47 stock-car victories in 1952, have 
started the ’53 season by scoring 
three triumphs in five races, ac- 
cording to a factory announcement. 


Herb Thomas, of Olivia, N. C., 
chalked up the third victory with 
a ’53 Hornet in the 100-mile NAS- 
CAR Grand National event at 
Spring Lake, N. C., this month. It 
was the first late-model stock-car 
race held on the new Harnett 
Speedway near Fayetteville, N. C. 


Thomas, the 1951 Grand National 
champion, held the lead from start 
to finish, and completed the race 
without a pit stop. His time was 
two hours eight minutes, Only 22 
cars managed to go the full dis- 
tance. 


Dick Rathman, of Alameda, Calif., 
also driving a Hudson, took second 
place, and in third place with a 
563 Dodge was Lee Petty, of Randle- 
man, N. C. 

Dick Meyers, United Racing 
Assn. driver, gave Hudson its first 
victory of the ’53 season by winning 
a 100-mile race at Gardena, Calif, 
on Feb. 1. Frank Mundy, of Atlan- 
ta, racing on the same track, won 
a 100-mile AAA event on Feb. 22 


Study in Capital 
Shows U. C. Net 
Off to 4.5 Pct. 


WASHINGTON. — Net profits of 
a group of used-car dealers sur- 
veyed here average 4.5 percent of 
the sales price, according to Ju!c: 
Lafferman, secretary-treasurer 
the National Capital Used Car 
Dealers Assn, 

Nine months ago the average net 
profit was 5.49 percent. 

The lowest net profit in the new 
study is 0.98 percent, the highest 
19.29, 

According to the survey, the 
average cost of a used car is 85.56 
percent and reconditioning 2.99 per- 
cent, or a total cost of 88.55 per- 
cent, leaving a gross profit of 11.71 
percent, 

Reserves and other income aver- 
age 2.82 percent, bringing the gross 
income to 14.53 percent, Expenses 
including advertising, average 10.03 
percent, leaving a net profit of 4.5 
percent. 

Reconditioning costs for the 
average car were estimated at 
$27.90, ranging among individual 
dealers from $5.74 to $58.01. 

Nine months ago the average 
cost of the cars was 85.63 percent, 
reconditioning 2.15 percent, gross 
profit 12.22 percent, reserves 2.7/1 
percent, gross income 14.92 percent 
and expenses 9.43 percent. 


Quebec Truckers Elect 


Glode as President 


QUEBEC.—Frank Glode, of Que- 
bec, has been elected president of 
the Quebec Automotive Transport 
Assn, He succeeds Urgel Charette, 
of Montreal. 

Eddy Quinn, of Montreal, and 
Romeo Gingras, of Quebec, were 
named vice-presidents; Albert 
Desrosiers, of Lachine, secretary, 
and W. C. Norris, of Montreal, 
treasurer. 

New directors are Adrien Roy, of 
Jonquire; Norman Emblen, of Mon- 
treal; Mederic Tremblay, of St. Jo- 
seph d’Alma; Paul Gouin, of Three 
Rivers; Alfred Martin, of Quebec; 
Napoleon Bienvenue, of Contre- 


coeur; Yvon Thibault, of Grand- 
"Mere, and P. E. Dumas, of 
Rimouski. 


Capt. Raoul Sirois, of the pro- 
vincial police reported that 33 per- 
cent of all traffic accidents in Que- 
bec Province were caused by 
trucks. He said this spring a traffic 
safety campaign would be started 
throughout the province. 











YES, DO A 


DOUBLETAKE 


AT THIS... 


COMBINE 
YOUR 
VACATION 
With Your 


SPRING 
CAR 
BUYING! 


Nowhere will you find as clean, as 
big, as well serviced, a fleet of luxury 
cars (over 500) under one roof as 
Couture’s. Take yourself to fabulous 
Miami Beach and at the same time 
find yourself remarkable and irre- 
sistible values in these “like new” 
cars —all models! Save time — yes, 
save money too. Call, Write or Wire 
(Teletype MM79) NOW... 
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LEASE CARS 
AND TRUCKS 


to save your market? 


An authority on leasing with five years’ 
ex) in the field is avail to 
DEALERS oon for consultation. Full infor- 
mation on how to set up a leasing « Y, 
how to get business, operational code 
ministrative procedures, profit 
Daily fee basis. Write L. R. 


etc. 
l, 522 Fifth 
Ave., New York, N. Y., TODAY. 
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NADA's New Leaders Sit for ‘Family’ Picture— 


New executive committee of NADA, elected’ at the San Francisco convention, are (front row, from left) J. H. Cavanaugh; 
J. M. Sanders, treasurer; Charles C. Freed, vice-president; Robert S. Armacost, president; James A. Ayers, secretary; George E. 
Ziesmer, Frank Collard, and William L. Mallon. In the back row are Spencer T. Honig, Alton M. Costley, R. D, McKay, J. Saxton 
Lloyd, E. A. Sahli, Ray Brandenburg, and R. S. Abbott. 





than it 


is worth on today’s|of the demand, 
market. 


Wholesale Prices market feels it.” 
Another dealer said that too 


* * - 
On Used Car Ss pN SPECULATING why the mar-/many persons just don’t have the 
° ket has been so slack, one De-|money to buy or trade cars. Others 
Grow Firmer troit used-car manager for a/|S8aid customers were afraid of a 
(Continued from Page 1) franchised dealer declared that|>usiness relapse, or complained 
duction running at its present high | having more than a million young nw the cost of ae ak so high 
levels. Others have moved clean|men in the armed services was a| 5.4 ae re ee purchase was 
cars all through the yeas ‘ factor in car sales. q ee 
The credit terms offered for 
new cars are much more favor- oe at Tae amet Theat wenr Bu one independent used-car 
cars out,” he declared. “Mother dealer on Detroit’s Livernois 
able than for used cars. Dealers aaa ; 
say that 24 months to pay is and Dad’s ’48 or ’49 car runs fine | Ave. refused to be pessimistic. 
about all that’s possible on a | 35 long as sonny-boy isn’t tearing “[ve never seen a spring yet 
used car, but that 30 or even 36 around with it. where the demand wasn’t there 
months are available for new | “In addition, the youngsters are| for used cars, and I’m betting 
the ones who do the most car| it'll be here this year as well. I’ve 
swapping. Every spring, they get| Sot my lot stocked accordingly, 
the fever for a different car, and| 27d even though business is 
generally can afford to buy it. 


slow now, fm sure it will be 
Take a million of these fellows out 


and the auto 


cars. 

Detroit dealers also point out 
that many customers are unable 
to trade cars because they owe 


more on the car they now have good in two weeks or so.” 


Another dealer, who held his lot 
down to cars which retailed for 
$500 and under, said business has 
been good for him. He said profits 
were never sensational in handling 
such cars, but that they were 
steady and dependable. 

* 


EVERAL Detroit franchised 

dealers are wishing they had 
shops and personnel to carry on a 
thorough used-car reconditioning 
program. Smaller dealers, in 
particular, are finding it necessary 
to make every dollar count, and 
admit that profits are available in 
fixing up tradeins and retailing 
them as opposed to offering them 
“as is” or wholesaling them. 

One dealer showed a clean- 
looking °49 car offered for $500 
that would be worth $750 or $300, 
if $100 or so were spent on the 
engine. He said that the crowded 
shop could not accommodate 
such work at present. 

Meanwhile, James C. Downing, 
chairman of the board of the 
National Used Car Dealers Assn., 
predicted during 
a visit to Detroit 
a firm used-car 
demand in the 
spring and sum- 
mer. 


ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
BETTER BUY THESE SIX MANUALS TODAY! 
W. K. BRAASCH ede as 


FACTS ABOUT W. K. BRAASCH WHO TRAINED 50,000 AUTOMOBILE SALESMEN. 


1925-33: President, The Salesmanship Foundation, Inc., Chicago. This organization 
specialized ‘in "Aatomative Salewnantntp. 1934-5: Sales Promotion Manager, Com- 
munity Motors, Inc., Chicago, large Pontiac distributors. 1936: Conduc National 
Sales Training Program for Pontiac. 1937-40: Sales Promotion Manager, Pontiac 
Motor Division. 1940-42: Transferred to Cadillac. 1943-53: Independent Automotive 
Sales Consultant. 


THE SIX NEW MANUALS 


1—The Eight Automotive Success Fundamentals. 
2—The Automotive Selling Process. 

3—Eighty Ways to Find New Prospects. 
4—Personality—the Key to Leadership. 

No. 5—The Technique of Used Car Salesmanship. 
No. 6—Developing and Testing Your Sales Talk. 

Be sure to specify which Manuals are wanted, or buy ail SIX for..... 


W. K. BRAASCH, 322 s. MICHIGAN AVENUE CHICAGO 4, ILL. 


PRICE 


$1.50 EACH 


Postpaid 


--+e+-- $7.50 


No. 
No. 
No. 
No. 


pected to become 
very active dur- 
ing the spring 
and summer 
months,” he said, 

J. €. Downing “although dealer 
profit margin will be narrowed as 
a@ consequence of high new-car 
production and resulting availa- 
bility of a large number of used 
automobiles.” 

Downing predicted that the used- 
car customer will become more 
and more selective as the season 
progresses, but that high quality 
used-cars will spur his interest in 
buying. 

“The average quality of used 
cars available during the next few 
months should be higher than at 
any time since World War II,” he 
declared. 


Porter-Gadowski. Inc. 


Newest Ford dealership in Cleve- 
land is Porter-Gadowski, Inc., 
whose owners have taken over the: 
franchise of the late Burt W. Kem- 
merling. Larry Porter, general 
manager, operated a Ford outlet in 
Michigan, while R. A. Gadowski 
was an osteopathic physician in 
Detroit, 


GRIP-LOC SNAPS 





Exclusive Grip-Loc 
Eliminates Cotter Keys 


@ 7/16" T-HEAD FITS ALL CAR BRACKETS 
AND BUMPER SLOTS 


@ EVERY PART RUST RESISTANT PLATED 
@ SHAKE PROOF TEMPERED SPRING 


PRICE $1.00 SET OF 4 (NO PRICE INCREASE) 
Enclose Check with Order—Shipments Prepaid 
Free Used Car Systems & Aids Catalogue 


BARRY AUTOMOTIVE CO. 
(SYSTEMS DIVISION) 
STA. "A", BOX 1037 CLEVELAND 2, OHIO 
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| Obituaries 


Arch C. Johns 
PARIS, Ark.—Arch C. Johns, 71, former 
partner with his brother, Everett Johns, 
and State Senator B. Chism Reed in a 


firm since 1923 and was noted for his 
establishment of new distribution and mer- 


chandising techniques in the automotive 
accessory industry 
























Ford dealership here, died at his home * * * 
March 3 , 
after a = - John H. Head 
ST. PETERSBURG, Fia.—John H. Head 
Ray A, Lowry 90, former Hagersville (Ont.) auto dealer. 
MAPLEWOOD, Mo. Ray A. Lowry, died recently. He came to St. Petersburg 30 
founder and president of Lowry Motor, | Years ago. 
Inc. (Studebaker), died March 13 in Miami, * * * 


Fla., wh-re he was vacationing. Mr. Lowry 
60, has been in the automotive field for 


William C. Culp 
30 years. 


PHILADELPHIA. —A director of pur- 
chases for Autocar Co., William Clifford 
Culp, 54, died March 17 in Bryn Mawr 
Hospital. Mr. Culp became associated with 
Autocar in 1916. 


Byoir Defends 
Publicity Efforts 
Against Trucks 


PHILADELPHIA.—Carl Byoir & 
Associates, Inc., one of 338 de- 
fendants in the $250 million 
damage suit brought by Pennsyl- 
vania trucking interests, has 
petitioned Federal District Court 
here to dismiss the case on the 
grounds that “dissemination of 
truth is not illegal.” 


The defendants have been 
charged with conspiring with rail 
interests in a campaign of “villi- 
fication and defamation” to inflame 
the public against the truckers 
and eliminate them as competitors 
in interstate freight hauling. 


The New York public relations 
firm said in its petition: “If the 
plaintiffs were d by the 
activity of this defendant, a fact 
denied by this defendant, then the 
damage arose by virtue of truth, 
disseminated by this defendant and 
others.” The firm said the truckers 
seek to deprive it of its “basic 
right to distribute information.” 

Byoir asserted it “proceeded in 
every legitimate method it could 
determine upon to bring home the 
facts arrived at by its studies to 
individuals, groups and organi- 
zations whose interest lay ~ in 
correcting, through legislative or 
other legitimate avenues, the con- 
ditions found to exist with respect 
to use of heavy trucks.” 


* * * 


Clayton L. Hillan 

CONCORDIA, Kans.—Clayton L. Hillan 
owner of Hillan’s Motor Co. here, was 
found dead in his car on a secluded road 
east of Concordia March 11. Dr. Frank 
Kinnamon said Hillan died of a self-in- 
flicted gunshot wound in the head. A note 
Mr. Hillan had written gave financial wor- 
ries as the reason for suicide, authorities 
said. 

* * * 


Herman Bennett 

PROVIDENCE. — Herman Bennett, 51, 
president of the Bennett Chevrolet Co., 
which he founded in 1930, died of a heart 
attack here March 11. 

* * + 
Clarence Charles Lincoln 

MIDDLETOWN, Conn.—Clarence Charles 
Lincoln, dealer in Packard and Nash cars 
and International trucks, died March 13 
at his home. The 58-year-old candidate for 
mayor at the last election only recently 
opened a salesroom for display of farm 


machinery. 
* * * 


Herbert C. Rowan 
WILLIAMSBURG, 0.—Herbert C. 
Rowan, 60, former auto dealer here, died 
recently. » 
* * 


John M. Clarke 
MIAMI, Fla.—John M. Clarke, 70, re- 
tired vice-president of Purolator Products, 
Inc., died March 5. He had been with the 


Ford Revives Plan 
For Office Building 


DEARBORN.—Henry Ford II, 
president of Ford Motor Co., has 
announced that plans have been 
revived for a new administration 
building here at the northeast cor- 
ner of Southfield Rd. and Michigan 
Ave. 

The project, first announced in 
1950, was postponed because of the 
Korean emergency. 

The 12-story building will be lo- 
cated on a 120-acre site, and will 
house the central staff offices of 
Ford Motor Co. which now occupy 
the administration building and 
annex at 3000 Schaefer Rd. 


The back pages of every issue of Al ™O- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


We've solved the stalling problem 
for most cars with fully automatic 


transmissions 


AUTOMO, the clever new automatic starter switch for cars with 
automatic transmissions, is fast becoming one of the hottest acces- 
sories available. Nearly everyone owning or buying a car with an 
automatic transmission wants one. AUTOMO starts the car auto- 
matically when the ignition is on and the shift lever is in neutral. 
When the engine stalls, the driver simply shifts into neutral and 
AUTOMO engages the starter automatically. AUTOMO makes nor- 
mal starting easier and gives 50% quicker starts after stalling. 
Retails for under $15.00 installed. 

Easily installed in 20 minutes. Write 

today for complete information. 

Statewide franchises available. 


it will pay you to sell the 
AUTOMO STARTER SWITCH 


AUTOMO 


AUTOMO CORPORATION, 1640 NO. MICHIGAN AVE., SAGINAW, MICHIGAN 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan. 1 dan. 1 
far 2] no ag 1983, Mar. 22 Mar. 21 
tess Voor’ 1963" to Date esse’  1963° 
CHRYSLER ...... 27,275 18,035 26,739 78,814 207,030 296,721 
Chrysler ............ 3,888 2,604 3,932 10,952 28,856 44,260 
DeSoto ...... 3,044 2,059 2,911 9,005 21,871 29,558 
Dodge ......... 7,230 4,118 6,952 19,587 56,085 $1,175 
Plymouth 13,113 9,254 12,944 39,270 100,218 141,728 
FORD .... 27,645 28,713 27,220 82,044 167,656 281,000 
Ford 21,206 18,595 20,604 62,101 129,729 217,248 
Lincoln ............. 1,153 915 1,134 3,254 5,804 7,938 
EE os Siitetibcivcesvctvexeens 5,286 4,203 5,482 16,689 32,123 
GENERAL MOTORS .. 58,354 35,476 57,935 170,033 379,076 
Buick ......... Svaavpueilesan 9,745 6,283 9,781 29,342 68,312 
IN = Shes eectvoosssedocsees 2,511 1,739 2,516 7,571 18,198 
Chevrolet ...................... 30,616 17,382 30,092 87,273 186,538 
Oldsmobile ..... 6,964 4,697 6,966 20,773 48,167 
Pontiac ......... 8,518 5,375 8,580 25,074 57,861 
KAISER-FRAZER ....... 1,206 1,406 1,202 3,616 13,328 10,712 
IEEE, | sccscssccccecessosssvece  exesnveees ae? Soak. - ube Se .. ae 
aa sc caabiawehies 2,281 2,407 2,057 6,509 19,977 21,316 
Glas 00g chron sash eaceboosn 4,839 3,083 4,035 13,843 19,597 48,774 
PR PAMEED.senicccceccsessecsonee 2,698 1,429 2,243 7,205 13,742 28,142 
STUDEBAKER. ............... 4,510 3,330 4,115 12,540 43,673 28,903 
WILLYS-OVERLAND.._ 1,366 1,331 1,070 3,106 11,150 13,458 
sit avid 130,174 90,273 126,616 377,710 





COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 

















Week Week dan. 1 dan. 1 
Ended Same Ended Mar. to 
Mar. 21, Week, Mar. 14, 1953, Mar. 22, Mar. 21 
1953 1952* 1953* to Date 1952* 
CHEVROLET 9,426 6,700 9,431 27,469 72,181 99,391 
NS vis secckchcckcy ¢oousmtgns A cs sancti a cpa i varcennls 
DIAMOND T 180 157 178 548 1,786 
II | Gasagereecat cas cua dedyhedetecsa 60 60 60 180 816 
EL, sakeseesssccssssepacdivendy 2,606 3,254 2,588 7,840 38,025 29,817 
FEDERAL ........................ 30 35 31 107 435 308 
EN chckeceiss ick tuissaod o0Sensseus4 7,782 5,295 7,610 22,402 49,981 49,598 
ES Senin 2b ian iepaciniseiored 2 2,716 2,842 8,492 26,320 32,613 
INTERNATIONAL ...... 2,930 3,407 2,675 8,562 40,494 31,181 
SIR. Soy cevadehsinksooenvtheseatueens 210 290 160 544 2,946 2,698 
I Acted: Socthabicssjasessisscasstuide 358 372 348 1,073 4,218 4,010 
STUDEBAKER .............. 1,235 1,392 1,219 3,756 14,869 15,913 
igilcaubinasibe ia Gansnedsedes 324 298 300 934 3,440 3,298 

WILLYS-OVERLAND 1,994 2,170 1,835 4,981 24,429 24,94 
MISCELLANEOUS ...... 328 301 328 984 3,620 

Total Trucks, U. S. .... 30,352 26,451 29,605 87,872 283,652 300,186 

Total Cars, Trucks 

IG inis diivaiciiasicemhlonmigeient 160,526 116,724 156,221 465,582 1,159,538 1,628,749 

Total Cars, Trucks 

ERT 9,930 7,881 9,897 29,628 69,905 104,891 

Grand Total 

Cars and Trucks 


U. S. and Canada ......170,456 124,605 165,118 495,210 1,229,443 1,733,640 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


Week’s Output of 160,526 
Sets Two-Year High 


(Continued from Page 1) 


field as possible “before the sun| workers offer only temporary R 


shines.” 
However, 


relief, because the type of 


manpower is be- | workers brought in are mostly 


coming increasingly difficult to | transient. 


obtain. So difficult, that some With the auto 


plants are using various lures to 
get men to their employment 
offices. 

One of the most popular is to 
advertise that the men will be of- 
fered 10-hour shifts, with two of 
those hours good for time-and-a- 
half pay. 

* * * 


10-hour shifts are actually 
worked in these instances, but 
only until the work force has been 
built up to a level satisfactory to 
management. Then, schedules are 
cut back again to normal eight- 
hour shifts. 
Such means of attracting 


Auto-Lite Breaks 


Ground for New 
$2 Million Plant 


TOLEDO.—The ground has been 
broken for the construction of a 
$2 million plant on Stickney Ave. 
by Electric Auto-Lite Co., it was 
announced last week by Royce G. 
Martin, president. 

The building, which will cover 
more than 225,000 square feet of 
space, will be of steel and rein- 
forced cement, similar to the pres- 
ent Stickney Ave. plant. 

Cost of equipment and nature of 
the products to be manufactured 
at the plant were not revealed. Pro- 
duction will be devoted largely to 
military needs, the company said. 


industry so 
unionized, it is virtually impossible 
for any plant to lure a production 
worker away from another plant 
where he may have accumulated 
considerable seniority. 


Tax Cases 
(Continued from Page 3) 
Plymouth franchise was termi- 
nated in 1948, was indicted on 
three counts charging evasion of 
$87,030 in taxes on undeclared 
income of $136,836 for 1946, 1947 

and 1948, 


55,814 | Officers of the 
599,587 | of which he 
107,290 | Jellinghaus, 
26,821 | Brennan, tra 
308,196 | freight traffic 
75,110 | of the Manu 
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Fruehauf Hosts Transport Men— 
Roy Fruehaut, president of Fruehauf Trailer Co., was host to the first meeting of 


revived Detroit chapter of the National Defense Transportation Assn., 
is president. From left are Charles W. Bishop, general counsel; C. L. 
vice-president of the New York Central Railroad; Fruehauf; Norbert J. 
ffic director of Chrysler Corp. and chapter vice-president; Homes Bannard, 
manager of the Pennsylvania Railroad; W. C. Leonhardt, vice-president 
facturers. National Bank of Detroit, and Lt.-Col. John T. Heston, trans- 
87,120 | portation officer of the Detroit Ordnance District. 





Only Scattered Increases Found .. . 


Dealers Holding Line 


maimse’Qn Service Charges 


(Continued from Page 1) 


notice that the backshop unions 
will seek an increase in pay. 
Customer labor rates there run 


1953* | from $4 to $5. Several went up to 


$5 and a few to $5.25 following de- 
control. Most were reported holding 


1,995 at $4.50, with a wait-and-see atti- 
671 | tude. 


One dealer, who increased his 
rates, said that since his charges 
were frozen his labor costs went 
up 23% cents an hour under the 
so-called wage - stabilization 


rogram. 

The picture was different in 
small towns, however, For instance, 
in Wamego, Kans., rates run from 


1 $2.50 to $3 an hour. Dealers report 
3,752 | 2° plans for a change. One even 


remarked that if a change were 
made, it would be down to $2.25 
with the idea of attracting more 
work. 


* * * 
HEFE is a quick look at prevail- 
ing customer labor rates in 
various cities: 
Boston, $3.50 on mechanical, $4 
on body; Wamego, $2.50 to $3; 
Los Angeles, $3.50 to $4; Provi- 
dence, $3 to $3.50; Galveston, $3 
to $4.50; New Orleans, $38 to 
$3.50; Buffalo, $3.50 to $4; Mon- 
rovia, Calif., $3.50 to $4; St. Louis, 
$3.50 to $4.50; New York, $4.50 to 
$5; Seattle, $4 to $5; Miami, $3; 
Dallas, $4; Atlanta, $3.50. 
Individual reports from 
follow: 


Galveston, Tex. 


EMOVAL of price and wage 
controls has had little or no 
effect on the going rates in Galves- 
ton’s auto repair and maintenance 
shops, a survey of dealers showed. 

few major service stations, 
caught by ceiling prices on services 
like wash and grease jobs, hiked 
the price on each of these chores 
from $1.25 to $1.50. But automobile 
dealers were in more fortunate 
position, in general, on these minor 
items and practically everything 
else was in line. 

The customer labor rate re- 
mained steady at an average 
estimated at about $3.50 an hour 
—the rate in individual shops 
varying from $3 to $4.50. 

There was no evidence of any 
pressure from skilled mechanics or 


cities 


Esserman was charged with| other workers in automotive dealer 
failing to list $23,502 as part of the|/shops for wage increases. These 
income of a partnership before his| workers are not represented by 
firm was changed to a corporation.| unions in Galveston—(Orland O. 
The federal grand jury was _ re-| Dodson.) 


ported as also preparing to look 
over Esserman’s 1947 and 1948 in- 
come-tax returns. 

Achilli was charged with evading 
$61,969 for 1946, 1947 and 1948. 


Auto Stocks 
March March 





1952-53 

18 ll Low 
Chrysler 87% 88% 98 68% 
GM 67% 66% 69% 50 
Hudson 15% 15% 11% 12% 
K-F 4% 4% 7 8% 
Nash 245% 24% +2535 17% 
Packard 6% 6% 6% 4% 
Stude. 40% 40% 48% 
Willys 183% 18% 14 
Average 30.20 $32.58 





Providence, R. I. 


Lt if any reaction has been 
noted among Rhode Island 
dealers following the removal of 
OPS ceilings. 

New-car dealers generally are 
continuing to charge the same 
for auto repairs as they did be- 
fore—$3 to $3.50 an hour—accord- 
ing to Romeo D. Asselin, presi- 
dent of the Rhode Island Auto- 
mobile Dealers’ Assn. There ap- 
pears to be no general sentiment 
in favor of a change in rates. 

Consequently, dealers in the area 


1 
8% | have not been confronted with any 


general demand from mechanics 
for a wage rise. The mechanics 
are not organized as a union in 


Rhode Island, and the practice, for 
the most part, has been to grant 
increases on an individual basis.— 
(Thomas L. Forbes.) 

* * +” 


New Orleans 


CANVASS of local and out-of- 

town dealers in the state re- 
vealed the fact that very few 
dealers have raised the customer 
labor rate after ceilings were de- 
controlled. 

The greater majority charge a 
$3.00 to $3.50 per hour labor charge 
for mechanical work, while a few 
charge $4.00 per hour rate charge 
for body and metal work. These 
were the prevailing rates before 
OPS ceilings were removed. The 
few dealers who have raised rates 
have upped them from 50 cents to 
$1 an hour. 

When the question of “any 
plans to change rates” was put 
to the dealers, the answer by 
most was: “Competition will take 
care of that.” 

Practically all dealers work on a 
50-50 basis and the mechanics 
seem well pleased. with this 
arrangement, 

Of the larger cities or towns in 
the state only two places are partly 
organized with unions: Three 
dealers in Lake Charles and two 
in Baton Rouge. There is no union 
in New Orleans, Shreveport, Mon- 
roe, New Iberia or Alexandria.— 
(Gordon Hebert.) 

& oa 


Buffalo 


HE customer labor rate in 

dealerships in the Buffalo area 
has remained unchanged since the 
end of OPS ceilings, and a survey 
of leading dealers showed a unani- 
mous desire to stabilize it at cur- 
rent levels. 

It is reported that about 90 per- 
cent of dealers in the Buffalo area 
charge a retail labor rate of $3.50, 
a few getting as high as $4. Dealers 
want to retain this rate as long 
as it continues profitable. They say 
that an increase would serve only 
to drive business to smaller shops 
where customers can have work 
done for less. 

Only about three large dealers 
in the area have union shops. 
The rest of the dealers work out 
payment plans with servicemen 
on an individual basis. Most 
shops pay a basic weekly salary, 
plus commissions which are 
figured on a volume-of-production 
basis. 

For instance, a shov might pay 
a guaranteed wage of $60 a week, 
plus incentive pay that would bring 
the mechanic’s weekly take to $100 
or more. Each dealer has his own 
system, but in most instances the 
take home pay is_ considerably 
above the prevailing union rate. 

There has been some talk here 
of late that service personnel may 
ask for more money. And if auto 
factory workers get a wage hike, 
servicemen are likely to press de- 
mands. 

Dealers say they probably would 
not boost the customer labor rate 
even though they are required to 
hike their servicemen’s pay. 

One dealer said his service per- 
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sonnel realizes that the average 
motorist can’t afford to pay much 
more for service than is being 
charged today and is taking a 
sensible attitude concerning his ¢e- 
mands for increased compensation 
on basic pay. Where the service- 
man can hike his pay check is in 
turning out a greater volume of 
work and thus boosting his in- 
centive pay.—(George E. Toles.) 
* s s 


Monrovia, Calif. 


7 prevailing customer labor 

rate here and in surrounding 
towns before OPS ceilings were 
removed was $3.50 an hour in most 
shops. 


Some dealers plan to boost 
rates to $3.75 or $4 an hour. One, 
caught with a $3 rate by ceilings, 
has already boosted its rate to 
$4, and has given its mechanics 
@ raise in pay. 

Most dealers said they were 
having no trouble with mechanics. 
There are few mechanics unions 
in Southern California.—(Mrs. G. 
W. Kline.) 


St. Louis 


(THERE have been some slight 
adjustments made in the pre- 
vailing customer rates ($3.50 to 
$4.50) that also were in effect be- 
fore OPS ceilings were removed. 
What adjustments that have been 
made are within the above range. 
No plans to change the present 
rates are contemplated in the 
immediate future. The current 
contract with the unionized me- 
chanics expires on June 1. Meet- 
ings to agree on a new one are 
scheduled to start shortly. 
Whether the dealers will attemnt 
to absorb any wage increase that 
might be granted is a moot 
question. For the present, at least, 
further increases are likely to be 
held up for fear of incurring strong 
customer protests.— (Sam X. 


Hurst.) 
+ * - 
Seattle 
USTOMER labor rates in 


Seattle’s 40-odd car-dealer 
service departments for auto re- 
pairs ranged, prior to the lifting 
of OPS ceilings, from $4 to $5 per 
hour, with $4.50 as the prevailing 
charge. 

Since the removal of controls 
several have increased to $5 and 
even to $5.25, but many, adopting 
a “wait and see” attitude, are hold- 
ing to the $4.50 charge. 

Mechanics are organized here 
in a strong union. The present 
per-hour labor rate is $2.08, plus 
health and welfare benefits, 
which has prevailed since last 
May. Notice has been given by 
the union that it intends to seek 
an increase in the new contract 
this coming May 1. 

One dealer who increased his 
customer labor charge from $4.50 
to $5 pointed out that labor costs 
have increased 23% cents an hour 
since the original freeze on service 
prices. Another, who made a similar 
increase, declared that customer 
charges are still too low in com- 
parison with the high charges 
made in other equipment service 
trades. 

Some dealers are hesitant over 
increasing service rates too quickly 
after price control removal, fearing 
bad customer reaction; others who 
did increase, however, say that 
they’ve had no complaints, and add 
that their shops are “loaded” with 
work.—(Martin Trepp.) 

7 « * 


Boston 


[HZ end of the wage-stabilization 
program and removal of OPS 
ceilings on repair charges have not 
caused much change in the situ- 
ation in this area. 

The prevailing customer labor 
rate at in-town major shops re- 
mains at about $3.50 an hour for 
mechanical work and $4 for body 
work, 

Mechanics perennially press for 
more money but the change in 
government attitude has not 
brought in its wake increased 
activity in this direction. Very few 
shops are organized. 

There has been discussion among 
dealers of an increase in rates but 
so far it has been confined to con- 
versation.—(Harrv Stanton.) 

* - 


Wamego, Kans. 


REVAILING customer labor 

rates before OPS ceilings were 

removed ranged from $2.50 to $3 
(Continued on Page 41, Col. 1) 


eee CR 5: TE 


é 
; 
i 
: 
4 








— 


Only ew Service Hikes Found .. . 





Auto Dealers Holding Line 
Since Price Decontrol 


(Continued from Page 40) 


an hour, with not much action 
either up or down since controls 
ended, according to the majority of 
ear dealers contacted in this area. 


No plans are contemplated to 
change rates at this time, most 
report. 


Mechanics are not pressing for 
more money at this time. They 
have not obtained increases since 
the wage stabilization program 
ended. Although mechanics are 
not organized by unions in this 
area, there is some talk of doing 
so, one dealer said. 

One of the larger dealers, who 
said that his labor rate is $2.50, 
asserted that if he changes at all 
he will lower it to $2.25 per hour. 
He would rather keep his me- 
chanics busy with the resultant 
increase in business than charge 
more per hour and have less 
business, he emphasized. — (George 
M. Hunholz.) : 

* 


New York City 


oe prevailing customer labor 
rates in this area before the 
removal of OPS ran anywhere from 
$3.25 in some of the outlying, non- 
union areas, to as high as $4.50 
and $5.00 in the metropolitan, 
unionized areas. 

Many dealers had been able to 
obtain relief through OPS, while 
that agency was functioning, 
from abnormally high increased 
operating expenses. Those that 
received the relief, have retained 
their new price even with the 
exclusion of OPS from _ the 
picture. 

However, rates have gone up in 
many dealers shops. Usually the 
hike is held to 25 cents, which in 
many cases is forced upon the 
dealer at this point by wage in- 
creases he gave under the wage 
stabilization era. 


There seems to be little if any 
customer resistance to these raises. 
As a matter of fact, most dealers 
doubt th ecustomer is even aware 
of the increase. Most dealers are 
feeling their way in this respect, 
and are planning to make the in- 
crease in two easy stages, rather 
than one big jump. 

In most union shops in the metro- 
politan area, any increase in the 
customer labor rate automatically 
increases the wages of mechanics. 
There is little pressure discernable 
at this point in non-union shops for 
increased wages, although ‘many 
unions seem to be poised for action 
at the right time——(Ed Brown.) 

s o < 
Los Angeles 
END of OPS ceilings on auto re- 

pair charges has eliminated a 
bad situation among many dealers 
in Southern California. There were 
&@ number of dealers who were 
caught when prices were frozen at 
a $3 an hour labor rate. They have 
now raised it to $3.50 and $4, which 
is the average in this area. 

The average mechanic gets 45 
percent of the labor rate. Natu- 
rally, the dealers that were 
frozen at $3 had trouble holding 
their mechanics, but now this has 
been corrected. 

In Southern California mechanics 
are showing good earnings and are 
not pressing for increases. Me- 
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Singer Sparks Ka 


nsas City Show— 


chanics in this area are not union- 
ized.—(Slim Barnard.) 
* * 


* 
Atlanta 


(CUSTOMER labor rates are the 
same in this area as before OPS 
ceilings were removed, A majority 
of the new-car dealers. repair 
services are $3.50 an hour, with 
some others reporting $3 an hour. 
None of the dealers questioned re- 
ported increases for mechanics and 
most did not feel that they were 
being pressured for increases. 

“We would like to go up on our 
repair charges,” one dealer said, 
“for we are losing money in our 
service department, but the public 
will see to it that we don’t.” 

He said that competition was 
stiff and that unless all dealers 
went up at once, it would be foolish 
for one to go up. He added that 
about 90 percent of the Atlanta 
dealers had the same customer 
labor rate before controls went off, 
and he imagined it would still be 
the same. 

There is not any appreciable 
amount of unionization of auto me- 
chanics in this area.—(Frances Sat- 
terfield.) 


* * * 


Dallas 


[paws dealers, who say gener- 
ally that customer labor 
charges now are as high as they 
should go under present conditions, 
have not increased the charge since 
removal of ceilings. Increase in 
customer labor charges has not 
been considered. Likewise, no con- 
sideration has been given to a re- 
duction in the charges. 

The going flat rate on customer 
labor is averaging around $4. 
Most dealers who had got caught 
at around $3.25 to $3.50 an hour 
before base prices were es- 
tablished had obtained equal- 
ization on the rates before ceil- 
ings were 

Mechanics are not pressing for 
any increases in Dallas, a city in 
which mechanics are not organized 
by unions.— (Charles Cates.) 

oe ca 


Denver 


7 has been no advance in 
mechanics pay in the Denver 
area up until the present time. 
Since the removal of OPS ceilings, 
however, there has been talk of 
advancing the hourly pay of me- 
chanics here. 

Some of the dealers said they are 
in favor of such a move. The basic 
pay for mechanics in Denver has 
been around $1.75 an hour. A pay 
boost would come from manage- 
ment as automobile mechanics have 


no union.—(Ira Alexander.) 
” 7 * 


Cleveland 


mover of price controls has 
not resulted in any increases in 
service costs among new-car 
dealers throughout the Greater 
Cleveland area. 

At the same time, dealers said 
that “business continues to be good, 
prospects for a top spring-summer 
sales period are most heartening.” 

Here are the results of a spot 
check: 

Reliance Motor Sales, Oldsmobile, 
Sol Milstein: “Costs have not gone 
up in our service department since 
the lifting of controls.” 

B. W. Blaushild, Dodge-Plymouth, 





Eric Thorsen (seated in car), night club singer, was one of hundreds of visitors who 
displayed interest in the Kaiser-Frozer sports car at the recent Kansas City auto show. 
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‘Canned’ Luck— 


Drawing for a lucky number, which 
would award a $500 payment on a new 
Packard Clipper or a $750 payment on 
a new Packard, brought large crowds to 
the factory's new showroom in Pittsburgh 
last week. Conducting the drawing is 
James Sedam, district manager. 


B. W. Blaushild: “There’s been no 
increase in service charges. Com- 
petition, not price controls, govern 
costs.” 


Ralph Stewart Buick Co., J. H. 
Carmichael: “No increase.” 


Markad Motors Co., Ford: “No 
increase. Customer satisfaction 
rests primarily with personal 
service and attention.” 

Dubbs Motor Sales, Mercury: 
“Costs, as far as the customer is 
concerned, have not gone up one 
cent.” 


Erdelac Sales & Service, Inc., 
Studebaker, Joe Erdelac jr.: “Com- 
petition for service is very keen; 
neighborhood garages, gasoline 
stations are just two groups offer- 
ing service facilities. Charges to 
the customer have not been in- 
creased, 


Ford & Pae Nash, Inc.: “Service 
charges are remaining the same.”— 


(Sanford Markey.) 
as * 


Miami 


IAMI new-car dealers appeared 

to be holding the line on 
customer repair charges since the 
removed, 
although several of them indicated 
that there would be an increase in 
prices where they had been frozen 


OPS ceilings were 


below the prevailing rate. 

That rate here is $3 an hour. 
So far there has been no indi- 
cation of mechanics pressing for 
more money. 

Employment has been steady 


throughout the winter despite a 
decided lull in both new and used- 
not 


car sales. Mechanics are 
organized by unions here.—(George 
S. Connell.) 


3-Day SAE Parley 
To Look Ahead 


In Manufacturing 


CLEVELAND.—A three-day SAE 
National Production Meeting and 
Forum, opening here Wednesday 
(March 25) in the Hotel Statler, 
will give manufacturing men a look 
at the problems they may face in 
the future and the tools they may 
use to cope with new production 
developments. 


The meeting, keyed to the theme 
“Production Tomorrow,” is spon- 
sored by the Production Activity of 
the Society of Automotive Engi- 
neers, with the cooperation of SAE’s 
Cleveland section. General chair- 
man is Paul A. Miller, of Leece- 
Neville Co., Cleveland. 





— |Kentucky Dealers Slate 


September Convention 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. has 
scheduled its 1953 membership 
meeting for Sept. 20-22 at the 
Phoenix Hotel in Lexington. 

KADA, is now balloting on new 
directors, with 18 new ones to be 
named and nine holdovers. The 27 
directors will meet in Louisville 
Apr. 21. 














Record Chicago Show 


71,000 in One Day Sets All-Time Mark; 
Selling Activity Strong 






(Continued from Page 1) 


pected to pass last year’s record 


‘ of 474,000. 


Contrary to predictions that 1953 
would be a year of tight com- 
petition for the automotive in- 
dustry, the public crowding into 
the amphitheatre’s 152,000 square 
feet of exhibit space appeared to 
be in a buying mood. And reports 
from factory personnel, dealers and 


volume of orders was being booked, 
according to a number of exhibi- 
tors. 
* + * 

CCORDING to a mid-week sur- 

vey, the show was expected to 
be the “sellingest” show ever held. 
A poll of the booths indicated that 
sales were running 25 to 50 percent 
higher than last year, and that 
dealer showrooms are receiving a 
marked increase in business in the 
wake of show attendance. 


Dealers, salesmen and manu- 
facturers were enthusiastic, Some 
were optimistic to a high degree, 
while others were more cautious 
in their appraisal, but all agreed 
that the nine-day show was gen- 
erating a sales impetus that would 
influence business trends in the 
months to come, 

“Considerably more than the us- 
ual number of sales have been con- 
sumated directly at the show,” 
Edward L. Cleary, show manager, 
said. “The show is not primarily 
designed to create sales from the 
floor, but to stimulate selling and 
to get the public into the dealer 
showrooms, 

“The manufacturers are to be 
congratulated for the tremendous 
job they have done in connection 
with the show. More than any pre* 
vious year, they have put showman- 
ship into the elaborate and beauti- 
ful displays of their exhibits.” 

With trucks, the sales situation 
was about the same. Several trucks 
on display have been sold, and 
salesmen are building up prospects 
to continue into the future. One 
salesman, who sold four trucks 
during his rotational period at the 
booth, asked to be allowed to stay, 
since he was doing so well selling 
from the show floor. 

It was the consensus that the 
year’s truck sales volume from the 
floor will be better than last year. 

* * * 


ca in the week, the $6 mil- 
lion show had already es- 
tablished several “firsts.” At- 
tendance on Sunday (March 15) 
broke all previous records, with 
71,000 present. This compared with 
67,000 on the first Sundays of last 
year’s show. 

As Edward L. Cleary, show 
manager and executive officer of 
the Chicago Automobile Trade 
Assn., put it, “The Sunday at- 
tendance represented the largest 
crowd ever to visit an automobile 
show in America in a single day. 

Another “first” was the high at- 
tendance on preview night, when 
21,000 persons—including dealers, 
their families, factory executives, 
employes and invited guests—were 
present, compared with 19,000 on a 
similar occasion last year. 

The show period of the two pre- 
ceding years included Washing- 
ton’s Birthday, a day of unusually 
heavy attendance. Nevertheless 
Cleary was confident that, when a 
final count was made, this year’s 
overall attendance would top last 
year’s figure of 474,000. 

* 


ae weather failed to dampen 
the public’s enthusiasm opening 
day, for 54,000 braved the down- 
pours to attend. Officiating in the 
opening ceremonies at 2 p.m., were 
Mayor Martin H. Kennelly of Chi- 
cago; James F. Goodwin, CATA 
president; Frank H. Yarnall, show 
chairman; Cleary, and 10 Chicago 
high school student winners of a 
safety slogan contest. 

A two-hour felevision program 
over WGN-TV had preceded the 
opening, with featured attention 
given to each of the 19 makes of 
cars on exhibit at the show. 
While this was a dealers’ show, 
Frank H. Yarnall, chairman of the 
executive show committee, claimed 

that all elements cooperated to 
make it the major automobile 
show of the U. S. Manufacturers 
cooperated to the fullest possible 


degree in producing and staging 
exhibits, it was said, and the press, 
radio and television gave out- 
standing support. 


* * + 


— first performance of “Stars 
of Motordom,” the stage revue 
which played to capacity crowds 
in the stands flanking three sides 
of the central arena throughout 
the week, was given on preview 
night. It was the consensus of 
factory executives, dealers and 
others in the industry that the 
musical pageant, presenting a cast 
of 100 singing stars, dancers, 
musicians, comedians and variety 
specialists, established a new high 
in show history. 


Riding in each car and posing 
beside it for a revolution of the 
electric turntable was one of the 
20 “queens” selected to represent 
the various communities and 
suburbs of the Chicago metro- 
politan area, It was also the first 
appearance for the girls on the 
150-foot amphitheatre stage. 

As each car moved slowly on the 

turntable, Narrator Sommer drew 





Touche 
Zom Looked, Zom Liked, 


Zom Stabbed 


CHICAGO. —A representative 
for one of the car companies 
tells about this experience at the 
Chicago Automobile Show last 
week: 

Standing at his company’s ex- 
hibit, he noticed “ a very chic 
lady” eying one of the cars and 
writing notes. He walked over. 

“May I help you,” he asked 
graciously, “I represent .... .” 

“Tell zem,” said the woman in 
a heavy French accent, “zat zey 
should get zom styling.” 

The woman was later identi- 
fied as an interior styling con- 
sultant for another make of car. 
attention to its unusual qualities 
Lighting and color were effectively 
used as an accompaniment to the 
stage show and to the presentation 
of the cars. 


Among the 19 makes of auto- 
mobiles, visitors found several 
dream cars, some on exhibit for the 
first time. Most of the cars were 
on revolving platforms, some 
fringed with ramps so that specta- 
tors could view at close range. 

Comments near the truck ex- 
hibits included, “They look as 
streamlined as the autos do.” Nine 
truck makers were represented. 
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HELP WANTED 


AGGRESSIVE SALESMEN with automo- 
bile parts sales experience, now estab- 
lished with new car dealer following, 
looking for a better future. An oppor- 
tunity to earn $8,000 a year and up, 
selling body hardware, replacement parts 
and specialties direct to new car dealers. 
Ours is an old established company and 
due to sales expansion have protected 
territories open in all parts of the coun- 
try. Give complete sales record in first 
letter. Lee Rodgers and Company, West 
Richfield, Ohio. 

SERVICE MANAGER for Chevrolet dealer 
in lower Rio Grande 
Warm winters. Must be 
perienced in Chevrolet products, 
and management. Standard 
Co., Box 540, Edinburg, Texas. 


diagnosis 
Chevrolet 





BE YOUR OWN 80SS! 
Profitable future! Established Gapey needs 
live-wire distributors for fast selling line of 
new automotive lubricants. Pr territor- 
ies available. Volume and repeat business 
assured. Write— 

HILL-DALE INDUSTRIES 

1365 West Farms Rd., New York 59, N. Y. 
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HELP WANTED 


eet senssnsenenmsensiteensdhceeceeeeseseninss 
SERVICE MANAGER. Large Ford dealer 


has excellent position for man who can 
assume complete responsibility of entire 
service dept. and manage it successfully. 
Must be well versed in all phases of this 
department. Excellent working conditions 
in modern ehop located in Buffalo, N. Y. 
area. Send complete resume of past ex- 
perience, references and recent photo in 
first letter. Box 2381, c/o Automotive 
News, Detroit 26. 

SALESMEN FOR NEW PLASTIC storage 
cabinets. Attractive opportunities in all 
territories for salesmen to handle newest 
line of emall-parts plastic-drawers stor- 


age cabinets, Low cost volume sellers, 
easy to demonstrate, sell on _ sight, 
backed by national trade advertising to 
provide leads. Liberal commissions. 
Write stating territory you can work 
this line into and your trade selling 


experience. Kleer-Vue Manufacturing Co., 
616 Penn Ave., Pittsburgh 22, Pa. 


AUTU PAKTS SALESMEN. Aggressive 
salesmen seeking better future. Oppor- 
tunity to earn $6,000 to $8,000 per year 
at start with leading manufacturer, na- 
tional distributor. Salary, commission 
and bonus. Protected territories open now 
due to expansion and promotions. Estab- 
lished accounts. Repeat sales. Replace- 
ment auto parts, key machines. Selling 
experience necessary. Car required. Pay 
while training in field. Write fully. Curtis 
Industries, Inc., 1130 E. 222nd St., Cleve- 
land 17, Ohio. 





DO YOU WANT 
A REAL MONEY-MAKING 
PROPOSITION? 


Several good territories available. 
Earnings Unlimited. 
SEE AD ON BACK PAGE 
The Carlife Guaranty Co. 


16501 Wyoming Ave. Detroit 21, Mich. 





SERVICE MANAGER. Capable person, 
able to take complete charge of customer 
labor, customer relations, body shop, 
new car get ready and used car re- 
conditioning. Must be a manager for this 
volume operation. Union shop with at- 
tendant problems. Located in Montana 
in heart of Rocky Mountains. Should be 
able to earn $8,000 per year readily on 
salary and incentive. GM product, Give 
full information in reply to Box 2369, 
c/o Automotive News, Detroit 26. 


OFFION MANAGER - COMPTROLLER. 
Must be familiar with GM system, Able 
to take complete charge of office, train 
help, handle insurance and financing. 
Large operation located in Montana in 
heart of Rocky Mountains. A fine future 
for the right man or woman. Give full 
information in reply to Box 2370, c/o 
Automotive News, Detroit 26. 





REPRESENTATIVES 
NEW CAR DEALER 
FOLLOWING 


Excellent opportunity for experienced, aggres- 
sive men with the know-how, who are now 
calling on the new car dealer, to associate 
with one of the most reputable car dealer 
expeditors in the east. Large protected terri- 
tories now open in New Jersey, New York, 
District of Columbia, @ an 
Guaranteed salary, $5,200 plus car 
allowance, commission, bonus and employe 
benefits. Contact us today. 


MOTIVE SUPPLIERS, INC. 
1204-6 N. 8th St., Philadelphia 22, Po. 





PARTS MANAGERS ATTENTION. Large 
Ohio Lincoln-Mercury dealer has fine 
position as parts manager open in his 
organization. Present earnings now aver- 
age between $500-$600 per month. This 
easily can become $700-$800 per month. 
Only qualified capable Lincoln-Mercury 
men will be considered. Address all 
communications to Box 2371, c/o Auto- 
motive News, Detroit 26. All inquiries 
will remain confidential. 


SERVICE MANAGER 


New car agency handling 300 new and 1,200 
used cars per year in Great Lakes City of 
150,000. Customer labor potential—$5,000 per 
month. Must be fully experienced. Send quali- 
fications to Box 2402, c/o Automotive News, 
Detroit 26. 


——— 
WANTED — Service manager for Ford 


tablished thirty years, 
$30,000 per month. Salary and bonus. 


Give age, experience, education, full 
ulars Box 2347, c/o Automotive 


partic 

News, Detroit 26, 
USED CAR MANAGER. Experienced in 

all phases of used car merchandising. 

Our volume is over 100 used cars per 

month. Contact R. H. Allen, Allen Motor 

Co., Buick - Oldsmobile - Cadillac, Cedar 

Rapids, Iowa. 

POSITION WANTED 


Deen eee eee ee ee EEUEEEEEEEEE SEER 


MANAGER 
AVAILABLE MAY 1 
Family man, 36 years old, aggressive, 12 years 
experience in all phases of volume Chevrolet 
dealership. Proven ability to train and lead 
men. Willing to invest. Top references fur- 
nished. Complete factory approval. 
Box 2407, c/o Automotive News, Detroit 26 











GENERAL SALES MANAGER, 





—— 
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CLASSIFIED WANT AD DEPARTMENT. 


Reaching an Peete me eT ie engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 
Wanted Ads accepted 


readers. Count initials 


Che fefe Stee betel fee bl oe) hee 0 1 -) a 
per insertion for address ang extra service as replies are forwarded, unopened, the 


Dollar ($1) 


One 
same day received. Display Ads: $11.20 per inch, per insertion. 


WANT AD DEPT.., 


POSITION 


WANTED 





SALES OR GENERAL MANAGER, Have 
managed all departments of volume Ford 
operation. Experienced in handling de- 
partment heads as well as department 
personnel, Young, white, married, a col- 
lege graduate and veteran, Prepared to 
handle all phases of operation. Prefer 
association with dealer in east or south. 
Box 2382, c/o Automotive News, De- 
troit 26. 


USED CAR SALES MANAGER Chrysler 
and Plymouth dealer—Iowa and Minne- 
sota preferred, other localities will be 
considered. Previous experience; trained 
on Ford lot as used car salesman, used 
car dealer, last seven years with Chrys- 
ler-Plymouth dealer. 250 car contract. 
Married, one child, sober, health excel- 
lent, like sports. Excellent references, 
bank—dealers. If interested call or write 
Box 2383, c/o Automotive News, De- 
troit 26. 


OFFICE MANAGER F/C bookkeeper, four 
years’ automobile experience. College ac- 
counting, knowledge of credit and col- 
lections. Will relocate. Box 2384, c/o 
Automotive News, Detroit 26. 








SALES MANAGER and assistant to Chev- 
rolet dealer in the south. Fully qualified 
in management, sales, accounting. Pre- 
war and postwar experience. Box 2385, 
c/o Automotive News, Detroit 26. 


experi- 
enced in all phases of Ford dealer man- 
agement. Interested in locating with 
volume operation, Twenty years’ ex- 
perience with dealership and allied lines, 
including major finance company. Age 
40, married. Can furnish excellent refer- 
ences. Location no factor if terms and 
future are assured. Box 2386, c/o Auto- 
motive News, Detroit 26, Mich. 


ACCOUNTANT - OFFICE MANAGER, 36, 
A-1 record, full charge large operations. 
GM experience, Philadelphia. Complete 
record of experience and_ references 
mailed on request. Write Box 2387, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER on profit sharing 
basis. Twenty five years’ Chevrolet fac- 
tory and dealership experience. Operated 
600 car deal for past eight years. 
Thorough knowledge of business manage- 
ment and operations. Experience in sell- 
ing in highly competitive market at a 
profit, Finest references as to ability and 
character. Age 47, married. Box 2388, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT-BUSINESS-OFFICE MAN- 
AGER. Several years’ experience with 
Ford dealer in Pennsylvania, Complete 
practical knowledge of all phases of 
recommended accounting procedures, in- 
cluding daily operating control. Also ex- 
perienced in general managership and 
department coordination. Age 31, married 
and sober. No territory preferences. Write 
Box 2389, c/o Automotive News, De- 
troit 26. 


GENERAL or SALES MANAGE R— 
Thoroughly familiar with all phases of a 
dealership. Fourteen years’ experience; 
service and sales with Ford, sales man- 
ager with Pontiac. Had own used car 
establishment, Can furnish best refer- 
ences. Married, 34 years old, would like 
to relocate in Florida, southern Cali- 
fornia or Gulf Coast. Willing to invest 
$10,000. Box 2361, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER — Chrysler wholesaler, 
experienced in annual million dollar 
volume. Presently employed. References 
exchanged. Box 2362, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER, experienced all 
phases. 37, now managing small ‘‘big 
three’. Prefer upper New York, will 
consider other. Box 2320, c/o Automo- 
tive News, Detroit 26. 


TRUCK SALESMAN, 43 years of age, 
married, with 17 years successful truck 
selling background as _ salesmanager, 
wholesale man and retail sales. Fully 
acquainted with dealer operations. Prefer 
heavy duty line gas or diesel. Will travel 
or move to any location where I can 
make $10,000 a year. Write M. G. Der- 

















mody, 1820 Nassau Bivd., Charlotte, 
N. Cc. 

CHEVROLET PARTS MANAGER, fourteen 
years’ experience. Familiar with all 
phases of factory and medium dealer 
parts operations. Record club member. 
Prefer Iowa, Mo. or Ill. location. 


Presently employed. Box 2397, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT—OFFICE MANAGER. 
Thoroughly qualified, steady, reliable, 
GM experience. Desires to affiliate with 
large dealership. Write Box 2398, c/o 
Automotive News, Detroit 26. 


AVAILABLE—GENERAL MANAGER 
with extensive know-how covering all 
phases of dealership management. Proven 
ability. Salary and profit sharing basis 
only. Box 1011, Greenwood, La. 


TWENTY CENTS 
at half-rates to encourqge this 
Pha) Se a ee ee A ee 
in care of Automotive News, Detroit 26, Mich.” 


FLORIDA DEALERSHIP, 


FOR SALE. Agency, 


150 Montague Street 
ULster 2 


DEALERSHIP, handling Studebaker, 


SUCCESSFUL DEALERSHIP, 


DEALERSHIP — 350 units. One of 


(20c) PER WORD for each 


POSITION WANTED 


GENERAL or SALES MANAGER, familiar 


with all phases of a dealership. Excellent 
record as salesmanager for a _ large 
organization, operating several of the 
‘*Big 3’’ dealerships from coast to coast. 
Have the ability and know how to train 
successful salesmen and the personality 
to keep them. Age 32, married, willing 
to relocate and travel. All inquiries 
answered. Box 2358, c/o Automotive 
News. Detroit 26. 





SERVICE SALES ANALYST and parts 


and service sales promotional specialist 
available. Permanent or temporary 
weekly fee basis. Experience and refer- 
ences include all type dealers in all 
volume brackets. Write Box 22, 2230 
East Ocean Bivd., Long Beach 3, Calif. 


DEALERSHIPS AVAILABLE 


DEALERSHIP, now handling sharpest low 


priced car—Studebaker—located in city 
of 100,000 suburban to metropolitan area 
in mideast. Outstanding facilities. Excel- 
lent used car park adjoining. Complete 
sales and service personnel. A real profit 
making opportunity for qualified man. 
Will sacrifice due illness. Address Box 
2376, c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth, 


northeast Texas. Leased building. Used 
car lot. Inventory approximately $28,000. 
Depreciation to be deducted. Details to 
qualified buyers. Box 2278, c/o Automo- 
tive News, Detroit 26. 


COLORADO — Agency handling Chrysler- 


Plymouth. Long established. Excellent 
reputation. Gross well over $1,000,000 per 
year. Selling because of retirement. Will 
sell or lease real estate. Replies con- 
fidential. Box 2367, c/o Automotive 
News, Detroit 26. 


now handling 
Studebaker. Ill health reason for selling. 
Sale subject to factory approval. $18,000 
for parts, equipment, inventory. Lease 
building. Sun Motors, Inc., 301 Third 
St. S., St. Petersburg, Fila. 


DEALERSHIP FOR SALE, handling Cadil- 


lac, Pontiac and GMC in the deep south 
near the ocean. Selling on account of 
health, at inventory. Building and land 
included. About $75,000 requested. Bal- 
ance over ten years. Box 2390, c/o 
Automotive News, Detroit 26. 


handling Dodge- 
Plymouth, located in south Jersey near 
Philadelphia. Potential about 125 cars. 
Residential town. Building and equip- 
ment. Subject to factory approval. Box 
2391, c/o Automotive News, Detroit 26. 


SAN FRANCISCO BAY AREA, handling 


leading independent, established for five 
years at best metropolitan location. 
Over $1,000,000 gross business per year. 
Buy only parts and equipment — take 
over attractive lease. $50,000 will handle. 
Write Box 2392, c/o Automotive News, 
Detroit 26. 





PROFITABLE 250 CAR Michigan dealer- 


ship, handling Chrysler-Plymouth. Lease 
building, purchase equipment and parts. 
Thirty five thousand will handle. Owner 
moving west. Box 2366, c/o Automotive 
News, Detroit 26. 


AUTO AGENCIES 





Large, medium and smail “Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
Brooklyn 2, N. Y. 





lo- 
cated southeast Oklahoma county seat 
town of 10,000 population. Oil field and 
largest lake resort in southwest nearby. 
Leased building. Details to qualified 
prospects. Box 2393, c/o Automotive 
News, Detroit 26. 


FLORIDA DEALERSHIP, handling Dodge 


and Plymouth. Over $200,000 gross sales 
last year. Parts at inventory and equip- 
ment at fair appraised price. Good 
lease. No used cars or accounts to buy. 
Full price—$14,000. Box 2394, c/o Auto- 
motive News, Detroit 26. 


handling 
Ford. Modern in every way, excellent 
building. Average one hundred and sixty 
new units per year. Good town in lake 
resort area. Owner going into manu- 
facturing business. Will take $50,000 in 
money plus Ford Motor Co. approval 
to handle. Box 2395, c/o Automotive 
News, Detroit 26. 


HANDLING DODGE - PLYMOUTH— 


Southern Idaho, 150-200 potential. Real 
estate and equipment priced to _ sell, 
Large diversified trade area. Mild 
climate. Hunting and fishing. Box 2399, 
c/o Automotive News, Detroit 26. 

“Big 
Three’ in Rochester, Minnesota, 35,000 
population. Doing an excellent business. 
Ideal downtown location, good facilities 
and lease. Parts and equipment at ap- 
praised value today. Write Box 537, 
Rochester, Minn. 


DEALERSHIP AVAILABLE handling De- 


Soto-Plymouth, 100 cars. New building 
and used car lot, main street. Town of 
5,000 located Piedmont, North Carolina. 
Industrial and good farming section. Will 
sell at inventory with real estate. Box 
2400, c/o Automotive News, Detroit 26. 


classification for 








insertion. Cash in advance. Position 


the benefit of our employing 


add 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


DEALERSHIPS AVAILABLE 


AGENCY, handling one of ‘‘Big Three’’ in 
St. Louis metropolitan area. Facilities 
are completely modern including large 
used car lot. No real estate to buy, lease 
can be arranged. Parts inventory and 
machinery can be bought at cost. We 
are making larger deal and are com- 
Ppelled to sell this location. All replies 
confidential, Box 2354, c/o Automotive 
News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP WANTED 


WANTED. Active or inactive interest in 
going Ford-Mercury or Chevrolet dealer- 
ship in city over 10,000 anywhere west 
of the Continental Divide, preferably Ari- 
zona, New Mexico or Calif. Have ample 
capital. Box 387, Afton, Wyo. 








ARE YOU A FORD OR A GM DEALER 
Who Will Sell Assets To 
Qualified Party? 


If so, contact us. 400 or more units desired. 
Have ample capital and factory approval. 


Box 2404, c/o Automotive News, Detroit 26 
SS 


CHEVROLET—NORTH JERSEY. Factory 
approval assured, Write full particulars. 
Strictest confidence. Box 2343, c/o Auto- 
motive News, Detroit 26. 


coeeestiperelicenaigsomeedtegtalinpiciapeielnitsttsactentiesnternigepieapeinsinnstiianes 
BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
ee ag Dr., New York, N, Y. WAtkins 


HAVE FACTORY APPROVAL. Want 
Chevrolet or Buick deal under 200 cars 
in northeast. Confidential. Box 2375, c/o 
Automotive News, Detroit 26. 





DEALERSHIP WANTED 

_ Chrysler - DeSoto - D 
Chicago, Detroit, Cleveland 
New York, Pittsburgh 
Over 300 car franchise. Ample capital, 


oledo, 


factory approval assured. All 
confidential. 


Box 2403, c/o Automotive News 
Detroit 26 


replies 


DEALER SERVICES 








INVENTORY SERVICE 


his appointed representative only. Operatin 
in Southeastern States. ae . 








1731 Candler Bidg, Atlanta 3, Ga. 
Alpine 1140 
NEW! MODERN! FAST! 


_ MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. 
Accurate, confidential. LOW ST. 

INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
Parts Accessories 


and Small 
Reventelint ealen, price eamten te sum- 
marized within 24 


confidential. Inventories accepted by 
accountants and by the government. 


wn. INVENTORY co., “> 
ESsex 5-8300 





INVENTORY SERVICE. Parts and acces- 
sories. Top type 


eastern half U.S.A. Talbot's Inventory 
Service, 124 8. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 


Department 
on request, Call or write for aa details. 


splemetive Sewomtery Servite. Go, = 
10040 Freeland Detroit 27, Mich. WE 3-6449| Rt. 45 





BUSINESS OPPORTUNITIES 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 
you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 2405 
c/o Automotive News 
Detroit 26 





AUTO ACCESSORY MANUFACTURING 
business for sale. Five good items 
nationally sold. Average annual gross 
sales—$60,000. Higher potential. Located 
northern Ohio. No real estate involved. 
$20,000 cash. Box 2401, c/o Automotive 
News, Detroit 26. 


MIAMI, FLORIDA. Modern used car lot 
for sale. Ideally located. A money maker. 
Failing health the reason for selling. 
Principals only, No ‘‘Key Money.’’ Box 
2368, c/o Automotive News, Detroit 26. 





| 


FOR SALE FOR U.S.A. 
PATENT 


Regarding auto accessory 
for production on large scale 
Write Box OFA 3268 CH 


ORELL FUSSLI-ANNONCES 
Zurich, Switzerland 








CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet Se Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Syandi. Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 
IN THE HEART OF INDIANAPOLIS 








ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale— Tow Bar Service — Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Royal Oak, Mich. 


Woodward at 13 Mile 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles” 


AUTO AUCTION 
TIM ANSPACH 


“Midway”, 20 
aleonp tceanclods Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 


WHEELING 
AUTO AUCTION 
Nation's Largest Nite-Sale 
Every Thursday—7 P. M. 
Wheeling (Chicago), Ill. 











i 
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CARS WANTED 


WANTED 


NEW 1953 CHEVROLETS 
FOR MY BUSINESS 


Will Pick Up 
Following Prices Will Be Paid 
Equipment Extra 


CARS FOR SALE 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


Club Coupe 
Business Coupe 


210 SERIES 


You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 


Sport Coupe 
Wire - Phone - Write 


BILL GARRETT 


Audubon 7443 Audubon 0496 
3506 S. Carrollton 
New Orleans, La. 


DEALERS 


We Wholesale 
100 CARS TO CHOOSE FROM 


Write - Phone or Wire 
Victor Goldsmith 


KING FORD MOTORS, 
INC. 


Authorized Ford Dealer 


1425 Bruckner Blvd. 


Cypress 2-9400 
Tyrone 3-5050 





WANTED. One 1934 Chevrolet sport road- 
ster with rumble seat. Write full informa- 
tion about condition of car to Harold 
C. Smith, Box 477, Elizabethtown, N. C. 


EIGHT PASSENGER CADILLACS, Chrys- 
lers and DeSotos. Only exceptionally 
sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 


PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 


Bronx, New York 


DEALERS 
WE WHOLESALE 


ALL MAKES 
ALL MODELS 


TEMPLE MOTOR SALES 


Downtown DeSoto-Plymouth 
Dealer 
2929 Woodward Detroit, Michigan 
Temple 1-8970 


GENUINE 
FORD—LINCOLN—MERCURY PARTS 


Write—Wire—Phone 
All Shipments C.O.D. 


ATTENTION DEALERS!! SHIPPED ANYWHERE SAME DAY 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Oe eet Motors - Heaters | 
stery Like New 
Genuine Oldsmobile Parts 


AL ROWE 
20 Tunnel St., Pittsburgh 19, Pa. 
GRant 1-7250 


Neen eee UEnNIn EN nEnERSEAIRERRRRERRERRnRRREn 


BUY NOW AT LOW PRICES 


1950 Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
Plymouths — Fords — Chevrolets GREBE OLDS 
1 te 500 3400 S. Kingshighway 
MORRIS FREEDMAN _ [Finders 0800 St. Louis 9, Mo. 





54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 





SHOPPING SERVICE 


We locate hard-to-get parts. (Fenders, 
grilles, doors, bumpers and etc.) for any 
make of car. Parts ship 


ined ate Bae ee a 
day from a 
teoeten, No results, = oe also 
specialize in taking parts inventories, fast, 
accurate, reasonable. 

PARTS SERVI 


TCHERS 
5050 Joy Rd. Texas 47450 Oetrott” 4 Mich. 


WE WHOLESALE 
Fine Selection of Used Cars 
Herb Kessier 


PHIL BLOOMGARDEN, INC. 
Authorized DeSoto-Pi ymouth, Dealer 

9669 Grand River 
Webster 





WHEELS. All 1942-1948 models, $2.00 
each F.O.B. K-V Wreckers, Victoria, 
Va. 


Detroit 4, Mich. 
3-7845 


FREE SAMPLE 


Of World's best used car record book of purchases and sales. Complete 
information, Used by Automobile Dealers and Finance Companies for over 20 
years. Send $2.95 for one book and get one free and if you don't agree that 
it's the best, just keep the sample and return one book. Your $2.95 will be 
Promptly refunded. 


“60 Second Used Car Record Book" 
Box 2406, c/o Automotive News, Detroit 26 








PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





FORDOMATIC & BODY PARTS 
Our Specialty 
WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES 


FORD DEALER SINCE 1923 
5050 Montgomery Road, Norwood, Ohio 





PARTS WANTED 


BUS PARTS WANTED, Ford, Mack and 
White. Also Willys. 
schedules first letter. 
Automotive News, Detroit 26. 


BUSES FOR SALE 


THREE—Sixty passenger late model school 
buses. One 1951 GMC—$4,500. Two 1949 
GMC’s—$3,200 each. Will take $10,000 
for all three if sold before April Ist. 
These buses are in perfect condition with 
low mileage. H. M. 
Pa. Phone 35M. 

USED BUSES. 1946 K-7 International Su- 
Pperior, 54 passenger. 1947 Dodge Su- 
perior, 60 passenger. 1946 Ford Superior, 
48 passenger. 1946 Fixible Superior, 25 
Passenger. New buses for sale: 1952 new 
GMC Oneida, 60 . 1952 new 


Feather, Claysburg, 


Ford Superior, 
Bus Sales Co., 101 
delphia 4, Pa. Phone BA 2-7605 


TWENTY-FIVE MACK and International 
K-7 buses, 37 passenger. Purchased direct 
from government surplus. Competely re- 
conditioned in 1949. Special price to 
dealers. For information, call—write or 
wire Fulton Auto Exchange, 190 Edge- 
wood Ave., N.E., Atlanta, Ga. Main 
2134 Cal. 7161. 


DEALERS 


Do not lose out this year on 
valuable school bus sales. 


You can have a unit to fit 
your requirements anytime 
you wish. 


We stock school buses like a 
grocer stocks his shelves. 
We find that the dealers 
are happy with this arrange- 
ment. 


They can demonstrate the 
bus and also guarantee de- 
livery, both very important 
factors today. 


Transit Sales & 
Service, Inc. 
23 South Street Danbury, Conn. 


8-5645 
Ask for Frank T. Mee, Jr. 


1949 FORD F-8 with W-45 Holmes wrecker. 
International L-170 with W-45 
1945 Federal 7% 


1 

Ho! wrecker. ton 
6x6 Tandem with Gar Wood swing crane. 
1942 Reo 7% ton 6x6 Tandem 


tandem lowboy trailer. 
deventer Auto Sales, nT 8 8. Vandeventer, 
St. Louis, Mo. 


: 
fs 
i 


USED DIESEL TRACTORS 
2— 1951 GMC HDCR-653 Sleeper Cabs 
1 — 1951 GMC HDCR-652 Conv. Cab 
All three units completely rebuilt _# 
in excellent condition 
a Phone 
ce and Truck Co., Inc. 


125 Holland fre Bridgeport Conn. 


: 


c3r.2.—2 2220 CC eS Se 





TRUCKS WANTED 





Voy, Poland, Ways 
SHOP EQUIP. FOR SALE 
WANTED TO SELL. Complete set of 
special Kaiser-Frazer_ tools cnaiaen 


hydra-matic tools. One 
Frazer, one Henry J neon window an. 








1928 CHRYSLER SEDAN. Excellent con- 





ANTIQUE CARS FOR SALE 


MISCELLANEOUS 








dition. Actually driven a total of 23,000 
miles, Engine and mechanical features 
in top condition. Wood top and cover 
restored with new materials by expert 
just like original. Excellent attraction 
for any Chrysler dealer. Price . 000. 
Shirley Johnson Motor Co., 109, 
Mineral Wells, Texas. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce §&t., 
Lynchburg, Virginia. 


QUICK CHANGE dealers license plate 
conten Guaranteed. $1 per set of four 
stpaid. Jobbers wanted. C, Howard, 
1498 Overlook Drive, Akron 7, Ohio. 
1000 EMBOSSED BUSINESS CARDS. Air 
mail service—$4.45. Cards, Box 8066, 
Albuquerque, N. M 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 
MOTO-MATIC 


TOWeGUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


Improved 1953 


Wider Spreading Rear "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic BraKing 


WITH BRAKE HOOK-UP 
ONLY . . $5145 its 
Meets 1.C.C. Strength Requirements 


Guide Cables and $645 
BRAKE HOOK-UP.......... 


Meets ALL 1.C.C. Requirements! 


to-Bumper Tew 
TRI-KING 3-Point Hook-Up 


Intra-State Tow Bar 
Foldi 





oo $2.50 
All Prices include 8%, Fed. Excise Tax 


TOW BAR SALES CoO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0708 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


85 Federal Tax 
Included 


Factory $ 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 





MANUFACTURERS 
A sales formula designed to stimulate 
the sale of durable goods. 
Not inflationary. 


Write for details 
P. O. Box 49, Cuyahoga Falls, Ohio 


DEALERS 


WHOLESALING USED CARS 
OUR SPECIALTY 


Complete Selection 
1951-52 Plymouths - Chevrolets - Fords 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 





Ready to Go 


"Z" FRANK Inc. 


America's Largest Chrysler-Plymouth Dealer 


6116 N. WESTERN AVE. CHICAGO, ILLINOIS 
Phone HOllycourt 5-2000 
ASK FOR MR. SCOTT 





nero nent ener 


New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [] 
for which check is attached [_] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Wis FO KthEs So Bde c'e FaBE Rcd e chads oases sl Chen eae eee 
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TRADE CONNECTION: | 
Car Dealer [) Truck Dealer [] Manufacturer [] | 
Jobber (] Insurance (] Financial [) Supplier 1 
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Give Your Business 


If Your Dealership Is 


R or OVER 35 


You Heed PARI IFE 
BUARANTY “72” 


Sure cure for any or all kinds of “dealership 
doldrums!” Carlife Guaranty “72” turns those 
“iust looking” customers into real buyers . . . melts 
sales resistance like magic. And these customers 
just naturally come back to you for service 72% 
of the time. What a tonic for your shop! Gone 
is the headache of dissatisfied customers. With 
Carlife, they know they’re getting the best deal 
... and they love it! Dealers’ records prove that 
Carlife usually pays for itself in from 2 weeks to 
a month . . . then accumulates cash reserves for 
you! Let Carlife Guaranty “72” pep-up every de- 
partment—building healthy, prosperous business 


that keeps growing and growing and growing. 


CARLIFE Guarantees Your Customers 


No Major Repair Bills for 25000 Miles 


or 2 Years— 
Whichever Comes First 


"A Shot in the Arm” 





the Wonder Plan that Brings 
You EXTRA CASH! 


Get the Inside “Dope” on | 





The CARLIFE GUARANTY 
16501 Wyoming, Detroit 21, Michigan 
Telephone Diamond 1-2388 





Tell us, without cost or obligation, more about the 
Carlife benefits checked: 


[]) NEW CAR SALES [] CUSTOMER GOODWILL 
[] SERVICE VOLUME [] ADDED INCOME 

Name of Dealership 

Name__ 

Make of Cor___.___-_ 

Address 


I sack eectesincideehcremratteeesceieiiaan State 





AN 3-22-53 
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